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Chalking vy) Find out today how 
this timely over-the- 


Record Profits counter standardized 
For Retailers package has 


revolutionized door 


Everywhere closer sales. 


Gs The EAGLE LOCK Company 


Terryville, Connecticut 











\%'s the 
that Helns You Sel 









OOSTE 


FOSS-SET 
NYLON 


OSS-SE 


GUARANTEED 
ALL PURE BRISTY 





\ 
1 
1 
I 


‘WOOSTER BRUSHES —a name 


respected; and — 7 qua lity. 


: Mose value from start to finish. 
st 


WOOSTER BRUSHES : 


foss-s SEy THE WOOSTER BRUSH COMPANY - woostER - OHIO y/OOSTE > 
“4 | BRUSH MANUFACTURERS SINCE 1851 NYLON 


IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 
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and a barrel 


ct. Profits! 


Your sales of the popular new YALE Standard 
Duty Tubular Lock will get off to a good start 
when you use this new merchandising help 
YALE now offers. 

It’s an introductory offer for the Standard 
Duty Tubular Lock, containing six locks plus 


name , assembly that takes only 30 seconds! 


Available in both pin-tumbler and disc- 
tumbler combinations, the special intfoduc- 
tory package is offered for a limited time only 


ua / ity, 


in ish —order now from your jobber. 


Al PACKAGE—6 pin-tumbler locks—two front and back door 


THE YALE & TOWNE MANUFACTURING COMPANY stamrorvd. conn 


’ 


an attractive Lucite mount. The Lucite mount is 
furnished to you FREE of charge. 

Your sales people have a real selling tool in 
the exclusive packaging of the Standard Duty 
Tubular Lock. Component parts are packaged 
in proper relative position for a quick 4-step 
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et O ige, published every other Thursday by Chilton Co. (iInc.), Chestnut and 56th Sts., 
fice at Philadelphia under the Act of March 5, 1879 (Printed in U. 8 


D-1 combination sets. Each set keyed alike. One single D-1 
set and one D-1 set on Plastic mount. Wt. 14 Ibs. 

A2 PACKAGE—6 disc-tumbler locks—two front and back door 
D-2 combination sets. Each set keyed alike. One single D-2 set 
and one D-2 set on Plastic mount. Wt. 14 Ibs. 


~YALE~ 


Make the Sah 


ane Gale Help 


25¢ each Vol. 1 


3 


Philadelphia 39, Pa. Entered as second class matter March 24, 1933, at the 
. A.) $1.00 per year. Single copies i =) 10. 3 





Steel pipe is first choice’ 


for the proud public buildings of the nation 


Nowhere in the world can be found so many fine Steel pipe is durable, adaptable, serviceable and 
public buildings as in the United States. Symbolized economical. Because it combines a// of these desir- 
by a state capitol, a public auditorium, a civic center, able characteristics, technical men who judge mate- ; 
or a memorial to a cherished ideal, these buildings rials in terms of these qualities have made steel pipe} Hx the | 
attest the perfection to which our architects, engi- their predominant choice. Saas Gas 
neers, and building contractors have attained. Yes, of all the pipe used for plumbing and heating a one Lae 

The modern dreamers in stone, steel, and concrete purposes—stee/ pipe is first choice! most versati 
have incorporated new functional concepts and uti- agg tee 
lized new and better materials to achieve results gg 
believed impossible a half century ago. Of these none Just plug in 
has contributed more to utilitarian values than steel 110120 vol 
pipe .. . for heating, plumbing, air conditioning, Ask for your copy of the interesting story stage 
electrical transmission, and similar services. “Pipe in American Life.’’ ner metals, 

arm_~=s adjus 

me on "AN 
terial! 


this proven 
NOW! SY! 


COMMITTEE ON STEEL PIPE RESEARC OF AMERICAN IRON AND STEEL INSTITUTE vaults com 


350 Fifth Avenue 
New York 7,N.. 
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NEW, FIRST and ONLY ALL-PURPOSE 
Electric HONE Sharpener 
FEATURES SYNCRO 1949 FALL LINE! 


HONES SHARP ALL THESE ARTICLES — HUNDREDS MORE! 


14,400 STROKES A MINUTE 
HONES HUNDREDS OF ARTICLES 
SHARP — NOT JUST KNIVES! 


The brand new Syncro Electric HONE Sharpener should 
outsell any other 10 to 1 because it sharpens not only 
knives but HUNDREDS OF OTHER ARTICLES in the 
home, on the farm, in home tool shops and industry! 
NOTHING ELSE LIKE IT! Simply plug in any 60 
cycle, 110-120 volt AC outlet—and HONE almost 
ANYTHING sharp the approved HONING WAY! 
SAFE to use—SAFE for objects being sharpened 
Doesn’t GRIND EDGES AWAY—¢ently HONES them 
butcher sharp! No belts, gears or wheels! Self-con- 
tained motor! 


A SENSATIONAL SELLER! 


Tests made prove Syncro outsells other ordinary elec- 
trical devices ten to one! Here’s your chance to make 
some easy, good profits this Fall with the only HONE 
Sharpener on the market—and the ONLY electrical 
sharpener that does almost any kind of sharpening job! 
Bound to be the Season’s most popular Gift item! Stock 


up today. Don’t delay! Ask your 
Jobber or write direct. SYNCRO 
Electric HONE Sharpener comes com- 
plete with 3 Different Honing Siones, 

8 foot cord, plug. 


Retails at only 


NEW Electric SANDER-POLISHER! 


And here’s the brand new SYNCRO that will make 
your cash register ring—light weight, most efficient 
sander-polisher of its kind! Exclusive “POWER” Motion 

gives easier, 

quicker re- 

sults. For 

light sanding 
and polishing 
autos, shoes, 
furniture, ete 
Operates on 60 
cycle, 110-120 
volt AC. COM- 
PLETE with 9 
sheets Aluminum 
Oxide sand- 
paper, felt pad, 
virgin lambs- 


) A wool pad, 8 ft 
iceable and , cord, plug. Stock 


these desir- LARGEST SELLING, SAFE ELECTRIC JIG SAW! Fae” RETAILS up now! Watch 


udge mate | "= a~egemee- $1450 ie) sell fant at 
2 steel pipe } [res the proven profit- IT fat 





making SYNCRO Jig Saw 
—selling better than ever 


a Lee ee sm css Nom b ALL 3 NATIONALLY ADVERTISED! 


in 1949! Safe for children 
: . to any length 

Most versatile tool in any ae Coote, tcaren Starting September, SYNCRO national advertising will 
home workshop. Perfect ee - run each month during the Gift Season in Life, Post, 
for ‘‘family tinkerers.”’ » Collier's, Better Homes, Popular Mechanics, Popular 
Homecraft, etc. Stock up now and cash in! Don't be 
J : too late. Production LIMITED. Newspaper tie-up mats 
ao me e — — for local papers, furnished free on request. Meanwhile, 

a volt 4 outlet order through your favorite Distributor or write direct 


: and safely saw 1%” soft Lge Sa : ; for full information on SYNCRO 1949 Fall “Gift” Line. 
ting story pine, 4%” plywood, thin- : Seat ese 


Portable, use anywhere. 


ner metals, plastics. New 


arm adjusts permitting tg Foes 
work on ANY length ma- 
terial! More SYNCRO Jig Saws a, 
sold than any other! Cash in on mt! Sy 
this proven performance. Stock up 4. % 
NOW! SYNCRO 
NSTITUTE retails complete $ 50 Ae 
ae bie oe 1 ] QUALITY PRODUCTS 


tor, cord, plug, 3 
Avenue blades, only FOR HOME* WORKSHOP * COMMERCE « INDUSTRY 


k 7,N.¥. GYN ERD CORPORATION, Dept. P-89, ROCHESTER, MICHIGAN 
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"|. Tsk, Tsk — Hoiman forgot 


hing Hinges On Hager 1 


C. HAGER & SONS HINGE MFG. CO. - St. Louis, Mo. 


LARRY REYNOLDS 
CREATOR OF ‘‘BUTCH”’ 
FAMOUS COLLIER’S CARTOONIST 


© 1949 


FOUNDED 1849—EVERY HAGER HINGE SWINGS ON 100 YEARS OF EXPERIENCE 
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PROTO tools—formerly Plomb tools— 
have been mechanics’ favorites for 
42 years. More of your customers demand 
them—because of completeness of line, 


special steels, higher quality and user- PLOMB TOOL COM PANY 


tested designs. That means faster , “ear 
8 : 2227L Santa Fe Avenue, Los Angeles 54, California 
turnover and more profits for you. In 


addition, the PROTO line is backed 
by more advertising and dealer 
sales aids than any other. 

Remember the new name— 
PROTO tools—formerly Plomb 
tools. It means more profits 

than ever for you. 





Write for catalog to 


LOS A} GELES IN U.S.A 





4984 


HARDWARE AGE, AUGUST 11, 1949 





BTR ce 00 


Offers You All This 
wexchannisixc S@LIng = 


Get ready now for the big selling season ahead by using the 
advertising and merchandising selling helps prepared especially 
for WARM MORNING dealers. It is all tested and proved 
sales-boosting material ready to help you set a new high in 
WARM MORNING sales and profits this season. Here it is: 
(Order today from your WARM MORNING Advertising i 


Catalog. If you do not have this Advertising Catalog, write 
us for free copy.) 


* National Advertising— WARM MORNING Coal Heaters 
are backed by a strong consumer advertising program that 
reaches millions of prospects through leading national and 
sectional magazines, farm publications, etc. 









Model 422 (Above) Circula- 
ting cabinet heater finished 
in two-tone brown porcelain 
enamel. Built-in Automatic 
Heat Regulator. Booster fan 
available at small extra cost. 
100 Ibs. coal capacity. 


Model 522 (Left) Combines 
attractive appearance with ex- 
ceptional heating capacity. 
Heater drum of blued steel. 
100 lbs. coal capacity. 


REPINK 


ter Ave Per 





* Local Newspaper Ads to run over your own name in your 
local newspaper—ads that help establish your store as 


WARM MORNING headquarters. (Above) One of the 
= many attractive 
* Point-of-Sale Displays—Full color, life-size displays that store displays ready 
really stop customers; beautiful top-of-heater displays and _for your use. 
many others. 







2 — 


* Window Trims that are attached direct to the glass 
—pull customers into your store. 


* Colorful Folders io pass out to customers, wrap in 
packages, put in your outgoing mail. 


*® Stick-On-Labels— Variety of shapes; stick on heaters 
to emphasize sales points. 


* Store Pennants of bright colors, printed both sides 
for special store exhibits. 


Model 818 (Right) Beautiful 
design; compact. Fully porce- 
lain enameled; chrome trim, 
100 Ibs. coal capacity. 


* Counter Displays—Full color, easel back cards that 
act as silent salesmen every day. 


* Outdoor Posters—Big, brilliant, water-repellent 


. . i 
posters for placing on outside of store. BURNS ANY KIND OF COAL COKE OR BRIQUETS 
WO CLINWAERS 


















* Flashy Handbills imprinted with your own name 
and address. (Above) An especially effec- 
. ive vel X-R: splay; 2 
* Book Matches of both standard and double size, nig ee > Sh wasnige 
imprinted with your name and address. off revealing interior of heater. Volum 
—_— in cost 
(TUs- 
Name Reg. in U.S. and Can. Pat. Off. This gi 
bon st 
pink F 
edge . 
COAL HEATERS Gives 
. selling 
\ Model 616 (Left) Small size, Write 
. wy oy big heat prs 164 - atens 
are. Holds 60 lbs. of coal. 
COMPANY wulhche square. Holds 60 lbs. c a 
Bak Model 520-8 (Right) A great PUL 
ATLANTA BIRMINGHAM heat maker. 100 Ibs. coal Ki i. *" 
CHARLOTTE CHICAGO KNOXVILLE capacity. (Model 524-B, same or ones 
LOUISVILLE MEMPHIS NASHVILLE NEW ORLEANS ST. LOUIS a. holds 200 Ibs. of coal) ~sigapaee 





U 
t “5 aoveaTisto 


. Canadian Agent —Boon-Strachan Coal Co. I.td.— Montreal, Quebec 
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MILLIONS SAW IT ADVERTISED . . . BOUGHT IT FOR $4.95 
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a 
‘ue 
S85 , 
Volume production and new manufacturing techniques resulted in savings N “= = 
in cost... which we are passing on to you. ‘3 - \\ 
This gives your customers the SAME feather-light PINKER with high car- AQ competi 
bon steel blades that are sharper, longer wearing . .. GUARANTEED to 
pink HEAVIER MATERIALS as it cuts for a ravel-proof, zig-zag finished so get t tra 
edge ... ALL AT THIS SUBSTANTIAL PRICE REDUCTION. ee 
Gives YOU a SELLING PRICE that will KEEP these Pinkers the fastest 
selling single item in the cutlery field. that must 
nall size, Write... wire... call for your share of FREE new, exciting mat ads, result now!! 
po 2 - statement stuffers, catalogue sheets, counter cards. 
» OF Coal. 
Te ol gon on UN or 
B. ee * Guaranteed by 
shane Good Housekeeping 
of coal) Xtop e) 
t 45 aovennisto WE 
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we 
un Inoustares ' 


Cun NOUSTRIES, Inc 


0 Million 


F THESE ADVERTISEMENTS 
iPPEARING IN ‘SEPT. & OCT. 


WILL HELP YOUR 
SALES OF BATTERIES 
AND FLASHLIGHTS REACH 


A NEW HIGH 


Ask your wholesaler’s salesman for details of the New Fall 
Winchester and Bond Battery Merchandising Display Deals. 
Olin Industries, Inc., Electrical Division, New Haven 4, Conn. 


10 





THESE SALES-HELPING ADVERTISEMENTS 
WILL APPEAR IN 


THE SATURDAY EVENING POST « LIFE ¢ COLLIER'S 
COUNTRY GENTLEMAN e« CAPPER’S FARMER 
PROGRESSIVE FARMER e« POPULAR MECHANICS 
MECHANIX ILLUSTRATED e« FIELD & STREAM 
OUTDOOR LIFE « INSIDE DETECTIVE « FRONT 
PAGE DETECTIVE « and 21 magazines in the POPULAR 
FICTION GROUP. 
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NOW 


= complete 
V-Belt sales 
department 


in only 12 sq. ft. 
of counter space! 








oW you can set up a complete 

V-belt sales department in 1! 
sq. ft of table or counter space. Yet 
with Goodyear’s new belt assort- 
ment you'll handle a greater per- 
centage of replacements than with 
any other assortment 


Goodyear’s All-New SerVomatic 
display stand fits in anywhere — 
holds up to 60 belts—each in All- 
New “Space Miser” package that 





of 
fot “ cons 


Firm Name. 


oDFY 


THE GREATEST NAME IN RUBBER 


Goodyear’s new Serlomatic 
Display takes only Ibs sq. ft. 
holds 60 


of counter space 
popular-size belts. 








reduces longest belts to a package 
length of 15 inches. 


The new SerVomatic, plus “Space 
Miser” package, boosts sales per 
square foot 7 times or more — be- 
cause you display and sell more 
belts, yet use less space. And that’s 
just part of Goodyear’s complete 
new program which includes new 


market-selected assortments, new 


I want to boost my V- Belt sales. Please send me “SPOTLIGHT ON SALES” 





Your Name 





State 


Goo 


ee 


Street Address 





ra 
DFZYEAR 
V-BELTS 





sales tools, complete advertis- 
ing and promotion, and the V-belt 
your customers recognize as tops 
in quality. 


Your Goodyear jobber will gladly 
give you all the details—show how 
much profit you ll make with 
Goodyear’s ALL-New Light-Duty 
V-Belt Sales Program. Or mail in 
the coupon below to Goodyear, 
Akron 16, Ohio. 


EAR 


Vomat 


TM. The Goodyear Tire & Rubber Company 


THe GoopyearR TirE & RUBBER Company, Inc. Dept. 742-C, Akron 16, Ohio 


full details 


on the ALL-NEW Goodyear FHP JV. Belt program that gives me 7 times more sales / sq. ft. 








City 
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Solid Value ! 


HERE’S YOUR PACKAGE 
FOR FAST SALES 


12 each of 35c and 45c padlocks, 
individually packaged. 


6 each of 69c and 79c padlocks, 
individually packaged. 


Plus one extra of each size, 
in the miniature showcase. 


Your cost..... $13.85 
You sell for ... $20.76 
Your profit....$ 6.91 


FREE ! 


THE SLAYMAKER 
MINIATURE SHOWCASE 


(plus individual display carton 
for each size padlock) 


* 


13 


and the Slaymaker Salesmaker minia- 


ture showcase—in rich, blue velour—displays 
all four padlocks with the sparkle and appeal of jewels! 


Only Slaymaker offers these values! 


It's more true today than ever before 
...solid value means fast sales! 


These four new Slaymaker padlocks 
are among the finest values ever 
offered. They are solid cast brass, 
traditionally favored for strength and 
permanence, and traditionally best- 
selling. The 69c and 79c padlocks are 
equipped with the exclusive Slaymaker 
“Super-Tumbler” mechanism which 
allows 480 key changes and gives 
greater security than ever before 
possible in padlocks at this price. The 
35¢ and 45¢ padlocks provide stand- 


ard security through their sturdy 
Double-Ward mechanism. 


The packaging for these padlocks 
is geared for fast sales, too. Each 
padlock is individually boxed, and 
there is a separate display carton for 
each size padlock. Use the cartons 
with the showcase for an impressive, 
compelling counter or window display. 


If you'r not already selling these 
four brass beauties, you couldn't pick 
a better time to start than right now. 
Call your jobber today, or write us 
and we'll have a local jobber supply 
you immediately! 


Slaymaker Lock Company 


HARDWARE AGE, AUGUST 11, 1949 





BIGGEST WIPE-ON PROMOTION CAMPAIGN 
SETTING NEW 
SALES RECORDS 


Retailers! Cash in NOW on the demand 
this advertising ’s creating! 


WIPE-ON—the miracle plastic base coating—is now 
piling up bigger profits than ever for retailers coast- 
to-coast, with a spectacular advertising campaign in 

major sales areas. This advertising has taken-by-storm 


every area in which it has run—and it's building bigger 





and bigger demand for WIPE-ON everywhere. 


Just look at this power packed line-up! 





Tull page newepaper ade 


like this one, pound home the sensational WIPE-ON 
story at carefully planned intervals. And local dealer listings put the message on a real “buy now” basis! 


Hard-hitting radio 


Leading women's participation 


shows carry WIPE-ON radio ad- 
| vertising into millions of homes 
ues ; the country over. The programs 





Window streamers, counter 






displays, pick-up literature, 
display panels, ad reprints— 
all planned to intensify the 








that women rely on are the 


programs that sell WIPE-ON! buying impulse at point of sale! 









































































ir sturdy > 
? 
lus ® National Advertising in dH k i 
padlocks 9g Goo : a oe 59c half pint — retail 
00. Each @ Department Store cooperative advertising 
xed, and @ Factory sponsored demonstrations in all areas $] .98 quart — retail 
arton for @ Free ad mats and electros $5 98 ' 
" oes : . e gallon — retail 
> car @ Other special promotions 
npressive, 
y display. Cash in NOW on WIPE-ON, the new national hit! ae ae 
| Contact your distributor today—find out how you ~ Guaranteed by “A 
ing these as i , Good Housekeeping 
dn’t pick can join the WIPE-ON profit parade, backed by the biggest 45 aveansto WET 
ght now. a. promotion campaign in WIPE-ON history! 
write us ==> fa = NATIONAL SALES REPRESENTATIVES: Sooo 
2r supply : \ CORRIGAN-GANE & CO. MR. ROBERT J. QUINLAN SAXON-RUSSELL COMPANY 
EMBREE MFG. CO, 37 ye ony a 1163 Merchondise Mart 112 S. LaBrea Avenue 
LIZABETH 4 rdmore, Pa. Chicago 54, Ill. Los Angeles 36, Calif. ‘ 
a ee Sey Ardmore 0534 Superior 7-5383 Whitney 5-611 — 
Also makers of Zoff AL, MAYER & C0. MR. ARTHUR S. REID SOSA SALES ASSOCIATES » woodwork 
' ayton Koa edford Street 170 Franklin Street —=-* 
surface preparative St. Louis 17, Mo. Boston 11, Mass. Buttale-2, N. Y. ane 
and Texit new Highland 7618 Hubbard 2-9179 Washington 4395 WIPE OM WITH A CLOTH 
clothes care miracle. GEO. McDUFFIE CO. DON ROSE ASSOCIATES MR. JULIAN STARK — 
Suite 1425, Chandler Bidg. 905 Pork Avenue Bidg. 1150 Broadway 
Atlanta 3, Ga. Detroit 26, Mich. New York, WN. Y, 
Cyprus 2656 Woodward 5-3338 Murray Hill 5-4664 
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| /More and mor 


Motors 

Motor Starters 
Time Switches 
Welders 
Floodlights 
Liquid Heaters 
Air Heaters 
Soil'Sterilizers 
Soldering Irons 


Stock-tank De-icers 


Stock Waterers 





Here is the fast-selling line of G-E Equipment for Shop-Farm-Home 


Battery Chargers 

Heating Cable 

Thermostats 

Pressure Switches 

Float Switches 

Lamp Ballasts 
General-purpose Relays 
General-purpose Transformers 


e people want 





"G-E MOTORS(SELL THEMSELVES” 


Get one 
from your 
G-E 


distributor 


GLASS, EDGE-LIT COUNTER SIGN, GEL-1015 





“I’ve found that G-E motors sell them- 
selves,” says J. H. Winstel, electrical 
contractor, Salem, N. J. “Every day, on 
refrigerators, washing machines, and 
other home devices, my customers see 
proof of the reliability of these motors. 
That’s why they ask for G.E. when 
they need a motor to run a lathe, saw, 
or similar tools. I’m convinced there’s 
no better salesman than the famous 
G-E monogram!” 

Yes, and G-E motors are built for 
top-notch performance only —backed 
by a one-year warranty. Stock motors 
that bear the G-E monogram and see 
for yourself the decided preference 
your customers show for General 
Electric quality. Ask your distributor 
to show you the entire line. Apparatus 
Dept., General Electric Company, 
Schenectady 5, N. Y. 
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GENERAL G@ ELECTRIC 
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THIN JAWS GET YOU INTO 
THE TOUGH SPOTS 


BOLT HARDENED ALL 
THE WAY THROUGH— 
NOT JUST CASE 
HARDENED 


KNURLED, HAND-FITTING 
HANDLES FOR A 
FIRM GRIP 


THIS COUPON 
WILL BRING YOU 
COMPLETE 
INFORMATION AND 
PRICES ON THE 
No. 10-WPC 


BOX WRENCHES »* 
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OPEN END WRENCHES 

























* COMBINATION WRENCHES * 


LETS LOOK AT 


DROP FORGED CONSTRUCTION—HEAT TREATED 





roe TRU-FIT 


No. 10-WPC ALL-PURPOSE PLIER 


DOUBLE PLATED CHROME FINISH WITH 
HAND POLISHED JAWS 


SHARP, DEEP MILLED 
HARDENED TEETH 


FIVE JAW ADJUSTMENTS 
GIVE A “BITE” 
UP T0 2” 


L-0-N-G HANDLES FOR 
EXTRA LEVERAGE 


Please send me complete descriptions and prices 
on the Tru-Fit No. 10-WPC All-Purpose Plier 

NAME . 

COMPANY 

ADDRESS 

CITY STATE 


CORPORATION 
U. S.A. 


LECTROLITE 
Dept. 818 @ Defiance, Ohio e 


PLIERS * TIRE TOOLS * 4 WAY RIM WRENCHES * SPECIAL AUTOMOTIVE TOOLS 








@ = leader 
LW 6; 
AFT Ey 








Each Craft-Pak contains a folder crammed with 
ideas for building things from Tempered Presd- 


A natural sales leader! A profit 
maker! A traffic builder that sets off a “chain 


reaction” of sales on related products! That's 
what dealers say about Masonite’s new Craft-Pak 
—the new idea in merchandising handy-size 


wood, including a blank for ordering construction 
plans prepared especially by famous Popular 
Vechanics Magazine. 


panels of Masonite Tempered Presdwood. Craft-Pak not only sells itself again and again— 
it induces sale of related items: hardware, nails 
and screws, paint, tools, lumber, etc. Stock Craft- 
Pak liberally. It turns over fast, returns a steady, 
all-year-’round profit. 


What a package it is! An attractive carton, with 
unusual display value, containing five or six 
panels of this “wonder wood of 1000 uses,” cut to 
the sizes most wanted by home workshop enthusi- 
asts, farmers, plant maintenance men, manual 
training students. Millions know about Presd- 
wood’s marvelous, time-proved characteristics ; 4 al 

" a was _—— poe ee ° = Medium. . 6 panels, 4g” x 154” x 2334’ approx. 
t trough years o actual use and intensive nationa Large 5 panels, %” x 233%" x 3534” neen. 
advertising. Long 


Four Craft-Pak sizes available: 
Small 6 panels, 4” x 1134" x 2334” approx. 


, 


6 panels, 4g” x 1134” x 353%” approx. 


er Tor ee PP eee ee 


i i la iti, 


ACT NOW! 


MASONITE CORPORATION 
Dept. HA-8, 111 W. Washington St., Chicago 2, Ill. 


REG. U. S. PAT. OFF 


PRESDWOOD <i loc ccs 


"Masonite" and ''Presdwood"' are registered trade-marks. ‘Masonite 


Gentlemen: (Ym interested in the profit-making potential of 
new Craft-Pak. Please send me further information about i. 
Name 


Address 


signifies that Masonite Corporation is the source of the product. 
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i Exterior: Heat-Resisting 
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Each Towed 490 Tons 560 Miles 












po) COLUMBIAN 
~~ s«d5V2" NYLON 


9” MANILA 





tL Mt lon tate 


Photo by Corps of Engineers, U.S. Army 


ABOVE: There she goes—a 490 ton burden hauled safely with Columbian 9” 
Manila by Coyle Lines of New Orleans. 


RIGHT: Here she is again—hauling another 490 ton section—except this 
time Columbian 5'/2” Nylon proves she can do it too! 


_.. And Both Did An A-1 Job! 


Chug, chug, chug, chug! The Coyle tugs haul § On two of these three sections, good old 
490-ton sections of the Galena Park-Pasa- Columbian 9" Manila did its usual yeoman's 


dena, Texas, Tunnel through the Intracoastal service. On the third section, Columbian 
Canal. They haul with confidence, too — 51/2" Stabilized Nylon Rope was used. And 


. wert it carried out its strenuous task like a veteran 
because these long time users of Co umbian = feuleedy — in the true Colembion way. 
Rope know they can depend on Columbian Crew found Columbian 5!/," Stabilized 


every mile of the difficult voyage. Nylon especially easy to work with, too. 


Columbian’s exclusive stabilizing process makes quite @ yarn. 
Wet or dry, Columbian Nylon is easier to handle — to splice — 
: a to knot. Stretches under stress — yet resumes normal length 
W144 ROPE COMPANY when force is removed. It’s naturally waterproof and can be 
stored immediately. Yes, sir — no finer Nylon Rope than 

Columbian! 


400-70 GENESEE STREET 
AUBURN, "The Cordage City”, N. Y. 


There is No Finer Rope! 
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POWER MOWER 
MODEL P-22 








PINCOR OFFERS YOU THE MOST COMPETITIVE LINE 
1. Model P-22 OF POWER LAWN MOWERS IN THE FIELD—PLUS— 
22-inch cut, 1¥2 H.P. Pincor-built 4-cycle 5] 4950 


: ® National advertising that will hit more logical prospects 
engine. Fair Traded. F.O. B. Factory. 


than ever before — 32,073,000 lawn-conscious people — 
Model P-118 including the best prospects in your town. 
18-inch cut, 1Y%2 H.P. Pincor-built 4-cycle $8950 


engine. F. 0.8. Factory. 


“ 


* National ads tied in direct to Western Union urging 
readers to call Operator 25— making every national ad 


Model P-120 . i a Pincor dealer's LOCAL ad. Sending customers direct 
20-inch cut, 1'/ H.P. Pincor-built 4-cycle 5] 9950 to your store! Only Pincor does this for you! 
engine. F.O.8. Factory. 


* Result-getting newspaper ad-mats, folders, merchan- 


Pil the big Pincor Model P-24 with nae 
24-inch cut for larger lawns and ] 9950 ate eneet 
properties. Fair Traded. F.O.8. Factory. * And you deal DIRECT WITH THE FACTORY. No 


middleman. 


Pincor offers High-Value Hand Mower Models 
and the Popular Electric Hedge Trimmer 
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. .. the fort outdoor jug to 
KEEP COFFEE PIPING 


HOT- 40 day // 


@ CERTIFIED TEMPERATURE CONTROL 
@ NEW PATENTED TEMPSEAL STOPPER 
@ WHITE PORCELAIN ENAMEL INTERIOR NOW 





There,has never been anything like the “Yeeround” Little Brown The 
Jug. Outside temperatures are completely ignored—Imagine a bott 
jug that will keep drinks hot all day in a cold duck blind. Piping This 
hot coffee for eight to ten hours. Yes—the ‘‘Yeeround” » « 
Little Brown Jug is an any-season, all year round outdoor jug. pro} 
Streamlined, two piece steel construction with thermetically ont 
sealed seams to prevent heat loss. Gleaming, high baked metallic 

finish—a modern color note—lustrous and ultra-smart. Patented MAK 
“Tempseal” stopper has air valve for free pouring at faucet 

without heat loss from opening. White porcelain enamel-on-steel like 
interior is acid resistant and easy to clean. Extra-thick, triple H & 
insulation holds temperatures hours longer. Quality built by pric 
America’s largest and oldest jug maker. Buy 
A certified temperature chart accompanies each “Yeeround” jug so that us 

predetermine exact temperature of contents up to 12 hours and longer 


ORDER FROM YOUR JOBBER TODAY 






MANUFACTURED BY 


HEMP & CO., MACOMB, ILLINOIS 






HARDWARE AGE, AUGUST 11, 1949 








NG 
/ 


ROL 
‘PER 
LIOR 


grown 
gine a 
iping 
ound” 
ir jug. 
tically 
etallic 
ented 
faucet 
-steel 
triple 
It by 





























oe 
_~ 







inal CET IV THE 
C2) GAMEL, 


WEI 


12-GAUGE BOLT ACTION 
TUBULAR REPEATING 


SHOT CUM 
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no longer 
need you 
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looking in 
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NOW YOU CAN CAPTURE THIS MARKET 


The H & R “Gamester” meets and beats competition 





both pricewise and featurewise. 


This market has been ripe for a long, long time. Grab wo =a 
it now with the gun that’s better balanced... better ; 


proportioned ... lighter and easier to handle than any 
other 12-gauge bolt action repeater on the market. 


“ “ 
MAKE MORE MONEY E LIS FACTS 


@ Bolt Action repeating action 
@ 3-shot tubular magazine 
@ 12-gauge 





Faster, easier under-forestock rare A quolity 
feature found only on guns costing many times more. 





Like all H & R arms, the ‘“Gamester” is available at 
H & R’s exclusive “Direct-to-Retailer” profit-lengthening 










prices. Put the middleman’s profits into your own pocket. : © 4814’ over-all 
Buy H & R direct from the factory. @ Chambered for 23/4,” shells 

; @ Side Thumb safety 

Send for catalog and prices on all H&R arms. ts @ Automatic ejection 


@ 714, pound weight 
@ Metal bead front sight 


HARRINGTON & RICHARDSON ARMS C0. 








420 PARK AVENUE, WORCESTER 2, MASS. 
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REVERE WARE 
COPPER CLAD 
STAINLESS 
STEEL 


eR APES EAE THE SES 


ngs decane wee Me 


“The new Revere Ware Pressure Cooker is by 
far the best!” . “Excellent performance!" 
“Works like a charm!"..."'It's a joy toown!" 


Enthusiastic comments such as these, from happy, 
satisfied customers have been pouring in by the 
thousands. Dramatic testimony that the new 
Revere Ware Pressure Cooker will be a sure-fire 
profit builder for your store. So get behind it and 
give this star performer “top billing’ in a 
prominent display. You'll be mighty, 
glad you did! 





Look at these wonderful new features now avail- 
able to your trade in the new REVERE WARE 
PRESSURE COOKER. 

1. COPPER CLAD STAINLESS STEEL—a masterpiece 
of design and beauty. 2. NEW Metal weight gauge, 
permanently attached, automatically maintaining cor- 
rect pressure once the dial is set. ‘Dial your dinner.” 
3. NEW long-life tight-sealing gasket. 4. COOL 
evenly balanced bakelite-covered handles. 
5. SIMPLE to use, easy to clean. 6. CAPACITY 4 
quarts, just right for the average family; 
new and complete cook book. 





a 


CINE 










6-QT. 
HANDL 
CAT. B 











5 6m NEW Sans, ne Nn 








@ Knowing that today is a buyer's market, 
we at Revere have created 16 wonderful new 
“kitchen jewels.’ These will definitely stimu- 
late your sales . . . increase your dollar volume 
...and build your profits. That’s because 
millions of enthusiastic Revere Ware owners 
will flock to your store to add these sparkling 
gems to their present collections. And what's 
even more important, these exquisite new 


utensils will open up important new markets 
to bring you large numbers of brand-new 
Revere customers. 

And, as always, we're increasing the sales 
potential of these new Revere stars by backing 
them up with handsome, full page color 
advertisements in the nation’s top magazines. 
No wonder Revere Ware is the leader in 
the field. 


REVERE COPPER AND BRASS INCORPORATED | Rom 
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6-QT. BAIL 






8-QT. BAIL 2-QT. CHROME PLATED SOLID 












HANDLE KETTLE: 
HANDLE KETTLE: COPPER WHISTLING TEA 
CAT. NO. 1436 CAT. A, sas KETTLE: CAT. NO. 2201 8-CUP DRIP 





COFFEE MAKER: 
CAT. NO. 1598 


















4-QT. BAIL HANDLE KETTLE: 
CAT. NO, 1434 





8-QT. SAUCE POT: 
CAT. NO 1428 


6-QT. SAUCE POT: 
CAT. NO. 1426 





4-QT. SAUCE POT: 
CAT. NO. 1424 


STAINLESS STEEL RACK, HOLDS 4 
UTENSILS AND COVERS: CAT. NO. 1721 


REVERE WARE BREAKFAST 
UNIT (CONSISTS OF 4 





1Y%-PiNT CUP EGG POACHER : eee 
R: INSET AND 8” FRENCH 

Cat MO 1440 CHEF SKILLET WITH REVERE WARE 7 PIECE STARTER SET 1-QT. SAUCE PAN WITH COVER, 

COVER): CAT. NO. 1488 1¥%4-QT. SAUCE PAN WITH COVER; 6” FRENCH CHEF SKILLET WITH COVER, STAIN- 


LESS STEEL UTENSIL RACK WITH FOUR (4) MOVABLE HANGERS: CAT. NO. X20 


BUT YOU MUST 
GET YOUR SHARE! 





Stock up on the 
complete line of 
Revere Ware... 
feature it by promi- 
nent displays... 
tell your Customers 
you carry Revere 
Ware...then you 
will be a leader in 


your field 
DE LUXE STAINLESS STEEL RACK, 


HOLDS 10 UTENSILS AND COVERS: CAT. NO. 1722 


Rome Manufacturing Company Division - Rome, New York 
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Libbey “Bounce” Tumblers 
in gay and colorful 


“Lack! Clover” 


designs! 


Here are the perfect glasses for meal-time 
and parties! The ladies will love their lucky 
4-leaf clover patterns in combinations of 
frosty-white and red, yellow, or green. And 
being economy-minded, housewives will be 
delighted with their durability —particularly 
if there are children in the home. 

Like all Libbey Bounce Tumblers, “Lucky 
Clover” is Heat-Treated for extra strength 





















. actually lasts 3 to 5 times longer than 
ordinary tumblers. What’s more, their rims 
are chip-resistant . . . backed by the famous 
Libbey policy: “A new glass if the “‘Safedge’ 
ever chips!”’ 

Get in on the “Lucky Clover” profit 
parade! Write, wire or phone your nearby 
sales office today for your stock . . . or write 
us direct at Libbey Glass, Toledo 1, Ohio. 


Use this mat ad and other 
- | merchandising aids to 
boost your sales of 


‘ Luck! 


It’s just part of the complete free 
merchandising material on“ Lucky 
Clover,” including display ideas 
to bring you greater sales .. . 
more profits! 


Clove’ 


ADVERTISED IN 
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u/ COFFEE MAKER 


Get in the Profit Picture 


NOW with WILE 


TRADEMARK REGISTERED U. S. PAT. OFF 





Let’s not shed any more tears for what the glass coffee maker business has been through 
these last 18 months! Readjustments have been violent—as in most industries. They’ ve 
hurt us and they’ve hurt you. 


But the situation has been gradually changing. Off brands have been weeded out. 
Overstocked inventories have been liquidated. In a coast to coast survey which we have 
just completed, 87% of all dealers interviewed (department stores, appliance, hardware) 
reported their stocks normal or abnormally low. There is plenty of evidence that the 
business is now stabilized. And at a considerably higher level than pre-war! 


The decks are clear and the future is bright for the dealer who features Silex—the 
name everyone knows. For Silex—who pioneered the field and made the market—leads 
again with merchandise and prices your customers are waiting for! 


SILEX ware 
REDUCE 0 Ze 


Silex is first to réturn to a pre-war price! And we’ve done it 
on our top-selling model—the work horse of the Silex line— 
the best selling glass coffee maker in the whole field. 


Look at these features: ‘“‘Open-Flo” Filter—a new Silex 
development that gives perfect, faster filtration. Filter cloth 
washes in a jiffy. Pyrex brand glass. Wide neck for easy 
pouring and washing. 8 Cup capacity. 


Formerly $3.75—at $2.95 you can’t miss! 





THE SILEX COMPANY, HARTFORD 2, CONN. © MAKERS OF VACUUM 
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BOOM HEADED YOUR WAY! 


SILEX COMBINES METAL 
AND GLASS 


Here’s the coffee maker so many of your customers have wanted. 
It’s the OLYMPIC Model—a coffee maker that combines the 
durability of a metal top with the brew-making superiority of a 
glass lower bowl. The OLYMPIC will move out fast when you 
call attention to these three big selling features: 










1. Heavy gauge Aluminum Upper Bowl 


2. Therm-O-Vent assures perfect flavor control 


* Therm-O-Vent, exclu- 
sive with Silex, controls 
flavor— makes if pos- 
sible to brew 2 to 8 cups 


of delicious full-bodied 
coffee in the one coffee 
maker. Look for the 


nome on the stem. 


3. Makes from 2 to 8 cups 


The new OLYMPIC Model (Cat. No. OK-8B) priced at only 
$3.75 is available for immediate shipment. 


CONVERSION UNIT (Cat. No. OCK) consists of metal upper 
and plug. Retails for $2.50. 


Special Introductory Offer 


It’s ready to go with the 

four complete units and the 

two metal uppers with plugs that 

convert practically any glass lower into 

a complete unit. This will bring those non- 

operating coffee makers off the pantry 

shelves. We supply advertising aids— 

posters, newspaper mats, radio scripts etc. 
—to bring the owners into your store. 







4 OLYMPIC Coffee makers 
(OK-8B) @ $3.75 ea. . List $15.00 


2 CONVERSION UNITS 
(OCK) @ $2.50ea.... . 5.00 


Total List $20.00 


You get this assortment at 
full standard package discount 





Here’s an untapped market—new busi- 
ness waiting. It’s yours when you order the 
SELF-STARTER DEAL and put it to work. 
Get in touch with your distributor at once! 


GLASS COFFEEMAKERS, CANDLELIGHT COFFEEWARMERS, STEAM IRONS. 
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A heart-to-heart comparison shows why 


oe (Hean-Flame® 


BURNER IS BETTER! 








/ heh to the heawt of the 
\ Caan-Flame Oit-Burning tlealn 
it’s because no other heater can match the CLEAN- An youl, see whif hr oer 


FLAME Burner, the hottest-firing, most efficient | 


[4 
oil burner yet devised. ‘\ healer Cant wich a/ 


\ 
The CLEAN-FLAME uses the blow-torch princi- 
























ple to consume every bit of every drop of fuel.. \, 
to consume it so efficiently and with such terrific N 
heat that there is practically no waste. ‘\ = 
This means MORE heat from LESS fuel. . higher i 
flame temperature .. instantaneous warmth that 
reaches peak intensity in just two minutes. Simple 
design and sound engineering give greater depend- 
ability .. and that means fewer service calls to eat 
into profits. 
The CLEAN-FLAME* is easier 
to sell... because it’s 
v FASTER 
~ MORE ECONOMICAL 
v SIMPLER 
v CLEANER $3,000 to 751000 BL.U. 
v ee rere 
MORE DEPENDABLE All models burn No. 1 or No. 2 i 


Fuel Oil, Kerosene or Distillate 


THE 


G u | BR & R ys  @) N Make a clean sweep of the oil heater 


market with Clean-Flame! 


CORPORATION 


. c AS 
DALLAS, TEXAS *Reg. U.S. Pat. Off. 
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the new Toastmaster Hospitality Set 
Makes a Hit! 


EVERY WOMAN...A HOSTESS! 
EVERY HOSTESS... A PROSPECT! 


Complete ensemble for informal home entertaining. Four party plates, three 
appetizer dishes, of sparkling Viking crystal glassware, and the famous 
“Toastmaster” Toaster. All neatly arranged on a spacious tray of handsome, 
hand-rubbed walnut veneer, inlaid with rich, gold-embossed, simulated leather, 


The gift for good living... all year round! 


You it’s by popular demand that ‘‘Toast- 
master” introduces America’s favorite home- 
entertainment appliance... the new “Hospi- 
tality” Set. Here’s a quality product, promoted 
to the hilt, and priced to sell. 


The new “Hospitality” Set is bigger... more 
beautiful ...a better value than ever before. 
It’s completely different—modernly styled— 
definitely smart. A real sales-builder that’s 
keyed to today’s market. 


Retailers are quick to see the tremendous 
gift appeal of this “Hospitality” Set. Excellent 
for bridge parties—a favorite for luncheons 
and teas—handy for snacks—smart for cock- 
tails. Ideal for all informal entertaining, it’s 
the perfect gift to give or get. 


Thousands of retailers have found that the 
new “Toastmaster” “Hospitality” Set is truly 


$3750 


Fair Trade Price 
Toaster only, 
$21.50 


demand merchandise. It provides a higher 
unit sale with little extra sales effort. That 
means faster turnover—larger volume—more 
profits at a time when retailers are trying to 
match last year’s sales figures. ~ 


The new product is backed up with a typical 
“Toastmaster” 4-color advertising campaign. 
In total there will be 45 ads in 13 national 
magazines. The “Hospitality” Set will be 
featured in 16 advertisements, the ‘“Toast- 
master”* Toaster in 29. 


Place your order now for the new “‘Hospi- 
tality’’* Set. Put the free merchandising kit 
that comes with it to work in your store—and 
watch your sales increase. 


The list prices and dealer prices of "Toastmaster"’ Products 
are minimum prices established in all states having Fair 
Trade laws, as permitted thereby. 


"'Of course...it’s ELECTRIC!’’ 


The New 10 A STM A ST E R Hospitality Set 


**TOASTMASTER” and “‘HOSPITALITY” are registered trademarks of McGraw Electric Company, makers of ‘Toastmaster’ Toasters, ‘‘ Toastmaster” 
Electric Water Heaters, and other “Toastmaster” Products. Copyright 1949, ToAsTMASTER Propucts Diviston, McGraw Electric Company, Elgin, Ml 
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1M THE NEW 
SUPER-SPEED 
RAZOR SET IN 
HANDSOME 
STYRENE TRAVEL 
CASE. A BIG 
$1.75 VALUE 
FOR $1.00 














World Ser 
Super-Spe 
crat and 
pensers an 
on displa 
Series wi 
this gigan 
Safety Raz 


@ Now you'll sell Gillette Super-Speed Razor Sets faster than ever. 
To this superb one-piece razor and the handy Gillette 10-blade Dis- 
penser, we've added an attractive, durable Styrene travel case with 
special blade compartment. Loaded with value—loaded with eye- 
appeal—here’s your big World’s Series money-maker. 


1M THE MIGHTY-MIDGET 
DISPLAY RACK. | CAN TRIPLE 
YOUR RAZOR SALES 


@ Here’s a brand new model of the Mighty-Midget Display Rack 
—the best razor salesman you ever had. It comes to you loaded, 
ready to go to work. Your cost per dozen Super-Speed razor sets 
(packed in two racks holding six each), $9. Retail price per set, $1. 


“WE TELL "EM... look, A 


HARDWARE AGE, AUGUST 11, 194 § HARDWAI 





MM‘ the most of radio’s greatest selling force. 
Get set for Gillette’s broadcasts of the 1949 
World Series. Be sure to have plenty of Gillette 
Super-Speed One-Piece Razors, Gillette Aristo- 
crat and Milord One-Piece Razors, Gillette Dis- 
pensers and Gillette Shaving Creams in stock and 
on display. Write for Gillette’s full-color World 
Series window display that ties you in with 
this gigantic, profit-making promotion. Gillette 
Safety Razor Co., Boston 6, Mass. 


Copyright, 1949, by Gillette Safety Razor Co. 


ain 


Gillette Bron ts 
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BETTER STOCK UP ON 
US. YOU KNOW HOW WE 
SELL AT WORLD SERIES 





@ Gillette Blue Blades in the ~~ 
Gillette Dispensers that deliver the blades 
unwrapped and ready for use, 10 for 49c, 
20 for 98c. Also in the original package, 
5 for 25c. 


Your cost per carton (100 blades)... $3.68. 








<= 
1M GILLETTE'S 
WORLD SERIES 
"900" ASSORTMENT. 
/ MAKE YOU 
34.8 Zo PROHT 


Gillette 


UFR SPE DERIOR ST 


‘400 
1% 


@ You make 34.8% profit when you stock Gillette’s special 
World Series “900” razor assortment.’ You get: Six Super- 
Speed Razor Sets, retail $1 each; one $3.79 Aristocrat Set; 
one $2.75 Milord Set and two 49c Gillette Tech Sets. 
Your cost $9. Retail $13.52. Your profit $4.52. 














WITH THE SHARPEST Blue Blades 


Arh e, ? use Gillette Blue 


DON'T FORGET 
TO KEEP US OUT 
FRONT. WE GET A 


SERIES BROADCAST, 


Gillette Lather and Brushless Shaving Creams. 
Your cost per carton (1 doz. tubes): 
LATHER: Reg. Size $2.37. Retail 30c (Fair 
Trade Min. 29c). Giant Size $3.51. Retail 50c 
(Fair Trade Min. 43c). BRUSHLESS: Reg. Size 
$2.20. Retail 30c (Fair Trade Min. 27c). Giant 
Size $3.18. Retail 50c (Fair Trade Min. 39c). G <ct 


¥ YOU SELL '—M 
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AIMED AT 
TODAY'S BIG | 
OPPORTUNITY | 
NONE BETTER’S 
Complete 
WRENCH 
PROGRAM 


ie | ye 
Tarmarniny 5 “Fools » 


NOWE SETTER NB ALLOY TOOLS 













home mechanization calls for 

more GOOD Wrenches. And this 

growing demand is pointed right 

at YOU! Prepare for this selling 

opportunity NOW. NONE BET- 

TER’s complete and economical 

Wrench Program brings you full equip- 

ment for profitable Wrench sales in one 
convenient package! With each handsome 

NONE BETTER Stocking & Display Panel 

“you receive a selectively balanced stock of 
high quality Tools—trealistically priced to sell 

at a sound profit. You get Inventory Checking 
Card, Price List, Consumer Literature and Mat 
Service Helps for local advertising. It’s complete 

. it’s sure-fire . . . it’s the NONE BETTER 
Program for you! Ask your Jobber NOW for the 
facts. 


; P . J “ , 
mrrours Toole Taday Every day, increasing farm and 
> 


NONE BETTER \B ALLGY TOOLS 








% 
“set 


NEW BRITAIN MACHINE COMPANY 


New Britain, Conn. 
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iE BET. They MUST be uniform!!! 

nomical ; 

all equip- X Railroad tracks and CASTOMATIC Solder 

es in one bars are alike in the fact that they are always 

1andsome “> uniform. The tracks are the same distance 

ae Dial apart; the CASTOMATIC Solder bars are iden- 
y tical in composition, weight and appearance. 

Pp g pp 
stock of . ; 
od to oll And uniform bars mean quicker, easier, smoother soldering for your 
: customers . . . more sales for YOU! 
Checking 
and Me CASTOMATIC is the most notable development in the bar solder * 
; field since tin met lead. Exclusive with Federated, it is a process by 

——— which patented machines automatically cast bars with a precision 

BETTER that hand casting cannot equal. From melting pot to mold, the molten 

V for the metal is carried under pressure in a closed system, thereby completely 


excluding harmful oxides. 


There are no voids in CASTOMATIC bars . . . no segregation to 
slow down the job. Every portion of every bar melts at the same tem- 
perature, because the electronically controlled machines guarantee 
identical composition throughout. CASTOMATIC sur- 
faces shine all over and tell the customer of uniform 
quality beneath. 

Available in standard 11% lb. bars; all commercial 
compositions. Stock CASTOMATIC Solders now! 


Selita METALS DIVISION 





AMERICAN SMELTING AND REFINING COMPANY, 120 BROADWAY, NEW YORK 5, N. Y. 
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Increasing mechanization of farm. 
ing calls for more and more tools 
and other equipment. That is why 
nearly two thirds of all Country 
Gentleman farm readers havea sep- 
arate work shop like this one of the 
Browns of New York State. 


I F 
IND 
IN fh 


Farmers do more than half their work with 
hand tools, keep a good stock like that of the 
Sawyers, Country Gentleman readers of Mis- 
souri. In any given year, 9 out of 10 Country 
Gentleman farmers buy hand tools. 





Farm kitchens are also well equipped with 
hardware store merchandise. On the average, 
50 basic utensils are needed in the kitchens of 





World’s 




















Country Gentleman housewives such as Mrs. i i 
Taylor of Kansas. with rip 
head an 
plated. 
More than half the nation’s hardware farm buildings—and to operate and 
stores are in small towns—because _ repair their equipment. H 
that’s where the business is. And the The cream of these country custom- | 
business is there because farmers ers read Country Gentleman. Its u: 
are the best hardware customers in 2,300,000 circulation is concentrated MILL 
the country... among the “top-half” farmers who get 
... Farmers are their own carpenters, 90% of all U.S. farm income. | 
plumbers, electricians, mechanics— That is why Country Gentleman is 
Hardware dealers know that their best rural they do the jobs of a dozen different first among farm magazines—and 12th ( 
customers, like the Pauls of Iowa, prefer sd . " . . — 
Country Gentleman. Dealers vote it the city workers. They use their own tools among all magazines—in advertising 
“most effective” in selling power by more : ° ° ° : 
than 2 to 1 over the next farm magazine. to build and maintain their homes and revenue, 
In over half of all U. S. counties, Country Gentleman circulation ex- 
e ceeds that of the biggest general weekly and biggest monthly magazine. 





turn to Country Gentleman 
for Better Farming, Better Living 
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Il FAST SELLING TOOLS 
INDIVIDUALLY PACKAGED 
IN HANDSOME GIFT BOXES 





No. 32 BIT BRACE 


World’s standard 10” quality brace. Boxed ratchet 
with ring shift. Barber chuck. Tropical hardwood 
head and handle. Ball bearing head. Nicely nickel 
plated. $7.00* 








Hardware Dealers helped 
us select the tools in this 
MILLERS FALLS CHRISTMAS DEAL 


Retail Value.......... $43.45* 
Cost to You............ $28.98* 
PROFIT $14.47” 


*Prices slightly higher in the West 


ORDER ENOUGH DEALS TO 
MEET YOUR REQUIREMENTS 
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No. 9 SMOOTH PLANE 


Finest bench plane made. Tool steel 2” cutter; 
rosewood knob and handle. 9” long. $6.90* 


No. 104 HAND DRILL 


4” capacity. Machine-cut cast iron drive 
gear and steel pinion; Oilite spindle bear- 
ing with ball thrust. Unbreakable Tenite 
handle contains 8 drills, 1/16” to 11/64”. 
$5.00* 






No. 185A 
AUTOMATIC DRILL F 


The world’s favorite tool for 
boring small holes. Magazine 
handle with drill gauge con- 
tains 8 new-style drills, 1/16” 
to 11/64”. Highly polished, 
nickel-plated and buffed. 
$4.20* 


SEE OTHER SIDE 












No. 107 
CARVING TOOL SET 






An 6 






Lacquered maple handles fit 





































































palm of hand snuggly. This remar 
Forged, heat-treated blades No. 48 HACK SAW FRAME 
hold razor-keen edge. 5 tools your hardw 
and stone. $4.00* High quality adjustable frame. Unusual 
rigidity and fine balance. Polished, In the N 
nickel-plated and buffed. Unbreakable ned Nati 
glossy black Tenite handle. $2.80* line ano 
mechanism 
. == To disturbing 
FF 
bed No. 590 TORPEDO LEVEL 
Stops Mist 
Glossy black Bakelite body, brilliant shows price 
No. 75 BLOCK PLANE Nickeloid top. 45° plumb, 90° plumb, i caiene 
and level vial, all with excellent visi- ded Re 
., Screw end cutter adjustment. bility and guarded accuracy. $1.50* thus prevent 
Lever cam lock. Polished bottom . nee 
and sides. Rosewood knob han- oe 
dle. 7” long. $2.70* No. 61A 
No. 8504 SPIRAL SCREW DRIVER 
SCREW DRIVER SET Finest made. Drives and draws, Si 
4 : acts as left- or right-hand po 
| One each 4” and 6" stand- ratchet or as rigid screw driver. pr 
| ard, one 3” cabinet, and Popular size. $4.90* orc 
| one vest pocket screw 
driver. Unbreakable No. 1200 SQUARE 
| transparent red Perma- 
oy tel ae a" An accurate, well-finished combination square. 
] il i Used as try and mitre square, depth gauge, / 
marking gauge, level and scriber. 12” blade. ; Descriptiv: 
f : *Prices slightly higher in the West Cat’s eye level vial. $1.70* tion — The 
> 4 be used | 
salespeople 
| ~Z ments, to p 
‘ bers, 
; FREE RETAIL SELLING HELPS Ss 
k handi 
i One of each packed with every deal Seg 
sible for you 
COLORFUL DISPLAY CARD records yo 
! fit 
Four-color reproduction of national Millers yt ose 
Falls Christmas Gift ad, mounted on a sturdy business. 





easel-backed two-dimensional card for use 


amines FALLS. TOO; on counter or in your window. 





— < 


— 





fa! a 
For a Merry CAristmas 


IS MILLERS FALLS| 
Fe O ILS: 


(mbit 






BEAUTIFUL HOLIDAY GIFT 
BOXES Each bearing a distinc- 


— tive three-color embossed label 

















a 





EYE-CATCHING WINDOW STREAMER ready for use. 


Four-color Christmas ad in Identifies your store as headquarters for practical, popular Order through 
The Saturday Evening Post Millers Falls hand tools, wonderful gifts for Christmas. your jobber 


hi 




















MILLERS FALLS MILLERS FALLS COMPANY 
seele) a GREENFIELD, MASSACHUSETTS 








RE NAT. 





HARDWARE 






An easier way to keep your hardware records! 


This remarkable business machine fits every need of Check the features shown below. Think how you 








your hardware store or hardware department. could use them in your business. Then see for your- 

In the National “200” you get a modern, stream- _ self how this modern register will give you informa- 
lined National Cash Register, plus a built-in adding __tion that makes money and protection that saves 
mechanism that you can use at any time without money. Get a demonstration at your local National 


disturbing the cash records in the slightest degree. branch office today. It’s exactly what you need! 





Stops Mistakes — Saves Time — Indication Automatic Distribution — Classification keys auto- 
shows price of each item and total . . . gives matically separate and provide a printed record of 
protective supervision over all prices charged. sales by hardware, tools, electrical, paint, glass, rental 
Any amount from 1¢ to $999.99 can be re- or other classifications. This feature is quickly adapted 





corded. Register automatically adds amounts, to any need. 
thus preventing mistakes and speeding service 
. automatically accumulates total for bal- 


ancing cash, 












Single-Lock Control — Five- 
position lock, controlled by 
proprietor's key, protects rec- 
ords and accumulated total. 
















Descriptive Key Sec- 
tion — These keys can 
be used to identify 
salespeople anu depart- 
ments, to print account 
numbers, contract num- 
bers, cost price of mer- 
chandise sold, etc. Tais 
feature makes it pos- 
sible for you to get exact 
records you need for 
more profitable opera- 
tion of your hardware 
business, 



















Extra-Large Cash 
Drawer — 7 coin, 4 bil! 
compartments. Free- 
gliding, roller-bearing 
construction prevents 
binding and sagging. 
Removable, plastic coin 
tray permits balancing 
cash in private, 




















AY GIFT 
z a distinc- 
ssed label 





CASH REGISTERS» ADDING MACHINES 
ACCOUNTING MACHINES 
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HE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO ee 
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a Great Name in PAINTS , 


MARK REGISTEQE 


© “it’s the greatest selling tool in the industry !” 


DEALERS SAY = © ‘Best I’ve ever seen!” 
* 


*"Just what we need!”’ 





Logically arranged to go right through the 4, How to apply the paint you choose. 
basic steps of a paint sale. 5. Why Lucas Paints are easy to use, last 
1. Loads of full color pages of decorating longer. 

ee : . 2 Another example of the outstanding 
2.Chip pages, showing what kind of paint merchandising helps provided for 

to use. Lucas dealers. Write, wire or phone 
3. Tables on how much paint you'll need. for details on a Lucas franchise. 


JOHN LUCAS & CO., INC., Administration Offices: Phila., Pa.... Offices, Factories, Warehouses in Principal Cities 
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KAY-TITE in Colors Means 
More Cash for You! 














eH" SPANISH BUFF@) 
STA ~~ 
YOUR CUSTOMERS HAVE WHITE AND 8 COLORS FOR — TION . . 
FOR BASEMENTS P Sr — ¥ 


Women, especially, approve the fact that they 
can get color effects and at the same time 
seal up damp masonry on basement walls with 
Kay-Tite. 











«HOUSES WITH STUCCO 
Can be re-newed—and in color—by applying 
Kay-Tite right over present stucco base. 


AT YOUR JOBBERS 


_KAY-TITE COMPANY 


WEST ORANGE NEW JERSEY 
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IN GARAGE DOOR 
REMODELING— 
SALES ARE SWINGING TO 


COBURN 


#500 SWING-OVER 
HARDWARE SET 


Fok w 














vwrvv”y ww 


scent 


COBURN PRODUCTS DEPARTMENT | 


WICKWIRE SPENCER STEEL DIVISION + THE COLORADO FUEL AND IRON CORP. 


SALES OFFICE—500 FIFTH AVENUE, NEW YORK 18, N.Y. « SALES ENGINEERING—56 STERLING STREET, CLINTON, MASS. Se 
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— 


| a 


More and more home owners are 
discovering how easily and economically 
troublesome swinging garage doors can be 
remodeled into smooth operating overhead doors. 
And dealers are enjoying fast, profitable sales on the 

Coburn #500 Overhead Garage Door Hardware Set. Adaptable 
to practically all types of garages, the Coburn #500 Set 
requires little headroom; does not interfere with passageway 
or floor space. For FREE CATALOG and name of your 


nearest Manufacturer’s Agent, write to New York Sales Office. 


Cther Coburn Products include fire door hardware, overhead trolleys and conveying systems for carrying loads up to 3,000 Ibs. 


ee 


| 
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SATIN- 
semi-g 
walls, 
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Protected Territory Means 
Protected Pro/zét and... 
































































































































IDENTICALLY 


MATCHED COLORS 


gee) FLATLUX . 
ne-coat wall 


"oor --- Offer the greatest profit 
opportunity in the business 


WRITE TODAY! Find out now how you can get a BPS exclusive 

sem Se ee tche ao 4 s. You ’Ll sell thre 

walls, woo dwork es faster... triple your profit opportuniti ie ith FLATLUX, 
SATIN. LUX a nd GLOS. "LUX, the quality ve or mi 0 





Glos-tux. . |f | quested wella end weedwoek. The Ss 
high-gloss for 1325 Ea yoo tg Cleveland 14, Ohio 


oo 


i il f Ti I sw 
THE PATTERSON SARGENT CO. 


BEST PA/(NT SOLD 





















































‘Sell Your Customers Low Cost Heat 1 
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Coleman gives you a big sales advan- 
tage in this low priced line of fast- 
action oil heaters. Three big value 
models — all priced to bring you 
quicker sales and more sales! 


LOW-PRICED MODEL 333A> 


: : The biggest bargain in town at 
Se Me $29.95! Radiates 30,000 BTU’s per 
hour. Heats to capacity in a jiffy. 

Wide heat range. 
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NEW Model 666 
Same in most respects 
as Model 444D, but 
comes equipped with 
oil control valve so it 
may be hooked up to 
an outside storage 
tank. Also can be 
equipped (optional at 
extra cost) with a pow- 
er blower for fast de- 
livery of heated air at 


floor level. Only $59.95. 


Model 444D .. . Radiant Circulator 


Gives double comfort—radiates and circulates at 
the same time! Pours out 31,000 heat units per 
hour, circulates 11,000 cubic feet per hour of 
freshly warmed air. Amazingly wide heat range. 
Beautiful brown duotone finish. Only $49.95! 





— 


Demonstrate and Sell! Medel S8SA 


Step up your unit of sale—display the complete Same style as 333A— Radi- 
line of Coleman oil heaters. Light one—show ates 50,000 BTU’s in a jiffy. 





how quickly it pours out a flood of warm air. Low-draft, fuel saver 
Demonstrate how easily fuel tank is removed burner. Sells quick at only 
and filled, safely. $39.95. 

9457 





The Colem 





an Line is Your PROFIT LINE Because More | 


People Buy Coleman Than Any Similar Line of Appliances \ 


Timely Products to Push for Profit Now—Order from Your Jobber | 


Daylight 
; Lamp 
A favorite 
in homes 
beyond the 
high line. 
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THE COLEMAN COMPANY, Inc., Wichita, Kansas 


Speedmaster Stove 








" Floodlight Handy = Good eats fast-— 
Lantern ( Gas Plant ei 2 at home or away. 
Fastest sell- Quick heat 


Radiant Heater 
Clean, odorless 
heat instantly. 
Use it anywhere. 


for farm, dai- 
ry or truck- 


| sport light — 
ing business. 


3 models. 
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IN THE 
FLOOR MACHINE RENTAL FIELD 


Sales and Service Bronches in all Principal Cities 
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BIGGEST RENTAL PROFITS 
FOR YOU WITH THIS 
NEW RENTAL MARKET! 


HERE ARE fotts!/ 





THAT PROVE 7 OUT OF 10 
WOMEN WILL RENT 
RUG SHAMPOO EQUIPMENT! 


You will want these profit-revealing facts 
on the new untapped rug shampoo rental 
market. Based on a nation-wide survey 
this 8-page booklet clearly proves the 
tremendous demand in your community 
for rental rug shampoo equipment. Get 
these facts, get Rent-A-Clarke, get 
brand new profits NOW! 


send for 
your 
copy today! ~ 


CLARKE SANDING MACHINE COMPANY 


303 Clay Avenue, Muskegon, Michigan 


C7 Please send me my free copy of "A Study ot 
the Rental Market for Rug Shampoo Machines.” 





C) Please demonstrate Rent-A-Clarke Rug 
Shampoo equipment. 





COMPANY 





NAME 





ADDRESS 









city ZONE STATE 


All the facts of value favor 


ADVANCE-DESIGN TRUCKS 


CHEVROLET 








and convenience. And they know that all 
the facts of value favor Chevrolet trucks 
to an overwhelming degree. . . that they 
cost less to operate, less to maintain, and 
have the lowest list prices in the entire 
truck field. That’s why they use Chevro- 
let trucks more than any other make! 


America’s truck operators are wise 
buyers. They know the value of prime 
power with economy .. . of massive load 
capacity ... of outstanding quality, dur- 
ability and handling ease. They know the 
advantages of the latest and finest 
features and of greater driver comfort 

CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN 





TOP-VOLUME PRODUCTION BRINGS YOU TOP-VALUE FEATURES! 








Chevrolet's new 4-SPEED SYNCHRO-MESH 
TRANSMISSION offers quicker, quieter and 
easier operation. Double clutching is elimi- 
nated because the gears are always in mesh. 
Faster shifting maintains speed and momen- 
tum on grades. Available in series 3800 and 
heavier duty models. 

Chevrolet’s power-packed VALVE-IN-HEAD 
ENGINES provide improved durability and 
efficiency as well as the world’s greatest econ- 
omy for their size! 


Chevrolet trucks have the famous CAB THAT 
“BREATHES”*! Outside air is drawn in and 
used air forced out! Heated in cold weather. 


Chevrolet Advance-Design brings you the 
FLEXI-MOUNTED CAB, cushioned on rubber 
against road shocks, torsion and vibration. 


Chevrolet's exclusive SPLINED REAR AXLE 
HUB CONNECTION adds greater strength 
and durability to heavy-duty models. 


Uniweld, All-Steel Cab Construction e Large, 
Durable, Fully-Adjustable Seat e All-Round 
Visibility with Rear-Corner Windows* e 
Heavier Springs e Super-Strength Frames 
e Full-Floating Hypoid Rear Axles in the 
3600 Series and Heavier Duty Models @ 
Double-Articulated Brake Shoe Linkage e 
Hydrovac Power Brakes in Series 5000 and 
6000 Models e Multiple Color Options. 


*Heating and ventilating system and rear-corner win- 
dows with de luxe equipment optional at extra cost 








CHOOSE CHEVROLET TRUCKS FOR TRANSPORTATION UNLIMITED! Prcneveotet| 
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0 and Send for Illustrated Hardware Tools Catalog 

ations. on These Newly-Packaged Items: 

or win- *ADZES °®CHISELS ® WRENCHES 

cost * HAMMERS [all types) ® PICKS or types) 
* MATTOCKS, Cutter & Pick ® 
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LEDGES 


Other items not listed paekaged to your requirements 










als EASIER TO SELL 


Mow EASIER TO HANDLE, TOO! 





HEAVY HARDWARE TOOLS By 


. WOODINGS-VERONA 


LET Since 1873 
NEW SMALL PACKAGING 





Yes, the big, big Woodings-Verona line progresses to smaller, 
more convenient packaging—a cost-saving feature to help you 






sell. Now, for example, through your local jobber—Handled Ham- 






mers (No. 113 as pictured) may be had in either half-dozen or 





dozen lots, in neat, sturdy, easily-stacked corrugated cartons. Like- 






wise, Picks may be had in half-dozen cartons; Mattocks in half- 





dozen or dozen lots per box, etc. And... the famous Woodings- 






Verona trademark—fomiliar since 1873—is clearly starmped on 






the side of each carton to help you sell. Yes, Woodings-Verona 
—Always Easy to Sell—Now Easier! 







All Tools made in either VERONALLOY or Carbon Steel 








Jobbers throughout the United States 


Customer Preference Everywhere! 


WOODINGS-VERONA works 


VERONA, PENNSYLVANIA (Pittsburgh District) 
CHICAGO, ILLINOIS 
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Whatever the question, you'll find 
the right answer in the REPUBLIC 





























Upson full line of headed and 

















threaded products. Through- 
out 20,000 different sizes 
































and shapes, they are made to fit 

















right and hold tight. Republic 











Steel Corporation...Bolt and Nut 

















Division, Cleveland, Ohio, and 

















Gadsden, Ala. Export Department: 
Chrysler Bldg., New York 17, N. Y. 
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en who know good tools 
CHOOSE STANLEY 


For over 80 years, Stanley planes have 
been the favorite of craftsmen, handymen 
and hobbyists the world over ... the men 
who know and use good tools. 

Made with comfortable, hand-fitting 
solid Rosewood handles and knobs. Keen, 
fine steel cutters that are easy to adjust and 
stay sharp longer. Perfectly balanced. Feel 
“light in the hand”. 

You profit more when you sell the best. 
In planes, as in many other tools, it’s 
Stanley for quality. 





STANLEY TOOLS, NEW BRITAIN, CONN, 


See the Stanley Exhibit at Booth 1, 
National Hardware Show, New York 


STANLEY J] 


HARDWARE © HAND TOOLS © ELECTRIC TOOLS © STEEL STRAPPING 
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SPONSORED BY BETTY CROCKER. 
America’s best known, most respect- 
ed homemaking authority assures 
women of the dependable, trcuble- 
free service they want in an appli- 
ance. Her word pre-sells women. 
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GENERAL MILLS LAUNCHE: 


with the greatest consumer 











AUTOMATIC TOASTER to be introduced 


in full page ads in top magazines... in big 
space newspaper ads in key cities 


The General Mills Automatic Toaster gets a sales-rousing 
send-off in full page, full color ads in early fall issues of 
the SaruRDAY EVENING Post, WoMAN’s Home Com- 
PANION, BETTER HomMES & GARDENS...in full page, 
black and white ads in HOUSEHOLD, COUNTRY GENTLE- 
MAN, SUCCESSFUL FARMING ...in a gigantic newspaper 
campaign in key cities. AND the sales force of Betty 
Crocker’s MAGAZINE OF THE AIR will back the new toaster 
in September and October programs! 








EXCLUSIVE TRU-HEAT TIMER sets a 
new standard of performance. Not a 
single, but a double thermostat, 
automatically compensates for heat 
variations in toaster... assures 
evenly-browned toast every time. 





EXTRA-HIGH POP-UP ends finger burns 
... poking in slots with a fork. At last 
an automatic toaster in which even 
irregular, undersized pieces of toast 
may be easily removed! Even buns, 
biscuits or muffins lift extra high. 
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DESIGN VOTED "BEST" in a survey of 
thousands of women. Softly rounded 
case in gleaming chrome plate cra- 
dled in lustrous black plastic. Comes 
in an attractive red polka dot carton 
to give it exira-gift appeal! 
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NEW AUTOMATIC TOASTER 


offer in appliance history’ 


Now...big coupon values given 


for Yow. Dis ih Silverware 
MADE BY ONEIDA COMMUNITY SILVERSMITHS IN GENUINE TUDOR PLATE 


Already —millions of women are collecting Queen 
Bess Silverware—offered only with General Mills 
food products: Wheaties e Kix e Cheerios 
Betty Crocker Cereal Tray ¢ Softasilk Cake 
Flour « Bisquick « Betty Crocker Soups « Apple 
Pyequick « Crustquick'« Betty Crocker Cake 
Mixes ¢ Sperry Products (on West Coast). 
NOW, the proven power of this silverware as a 


sales attraction will go to work for you . . . make 
these millions of women hot prospects for toaster 
sales. Queen Bess Pattern Silverware, 


created exclusively for General Mills 
in extra-heavy, reinforced Tudor Plate 
by Oneida Community Silversmiths— 


Nothing for you to handle! Customers send their 
dated sales slip directly to General Mills to get 


their silverware coupons. : | one of the oldest makers of quality 

| silverplate in America. Customers will 
y, ie le a le ile el ile, | want to add new pieces to their collec- 
| } | tions...or start new silverware sets. 


, 75 COUPON VALUES 
GIVEN WITH TOASTER! 


Big silverware offer with other 
General Mills Home Appliances, too! 






Tru-Heat Iron 


| 
( 
( 
\ “9 40 COUPON VALUES 


( 


, 


Steam Ironing Attachment 


25 COUPON VALUES < 





~ 


_—_— 


a ae ae ee ee 





Carton cards, display pieces, retail cut and 
mat service and Betty Crocker transcriptions 
—all available through General Mills! 
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Rocking 
d Elephant — 
J little pull-t 
set. Molde 
bocker Pl 
San Fernai 
Fire Engi! 
jously de 
engine co! 
accessori 
and dist 
Nosco Plas 
4 
Tractor an 
7 and seed: 
| detail. M 
... the lunch case for business ll a 
Fifth Ave 
@ You’ve never had a food accessory as smart sandwiches and fruit. It is zippered and venti- 
and appealing as the new Office Lunch Case by ' lated, and the bottom is reinforced to hold shape. 
“Thermos.” The convenient fabric handles will slip over 
The “O. L.”’ Case is beautifully styled in leath- the arm. 
erette, in black or desert brown. It contains a Order enough of these “‘O.L.’’ Cases by 
4 a . rr . . . + , K Cc 
Thermos brand No. 2084 aluminum 11-ounce Thermos for an impressive display. They're te eve 
° e ° . cargo of 
vacuum bottle, with Atherlite cup—a band to certain to sell on sight. Molded 
Kusan 
hold the bottle upright—and plenty of room for Stated capacities are approximate. Franklin 
» Tennesse 
“Custor 
tained 
increase 
made o 
TRADE-MARK REG. U. S. PAT. OFF. St art me 
tions ar 
BRAND VACUUM BOTTLES AND LUNCH KITS Pan ¢ 
THE AMERICAN THERMOS BOTTLE COMPANY -~ NORWICH, CONNECTICUT Plastics 
Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 
, HARD 
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Rocking Lamb, Pig, Horse, and 
Elephant — with wheels — Appealing 
little pull-toy animals for the y g 

set. Molded and distributed by Knicker- 
bocker Plastic Company, Inc., 4101 
$an Fernando Road, Glendale 4, Calif. 





Fire Engine—Ingen- A 
iously designed fire ‘~*~ 
engine complete with \(\ 
accessories. Molded \\. 
and distributed by \sh) 
Nosco Plastics, Erie, Pa. 





Tractor and Seeder—Miniature tractor 
and seeder are notable for exacting 
detail. Molded and distributed by 
Ideal Novelty & Toy Company, 200 
Fifth Ave., New York 10, N. Y. 








Kusan Circus Wagon—Real- 
istic circus wagon with its 
cargo of caged wild beasts. 
Molded and distributed by 
Kusan Incorporated, 2716 
Franklin Road, Nashville, 
Tennessee. 


“Customer preference”—created and main- 
tained by powerful national advertising— 
increases turnover and volume sales of Toys 
made of Sryron (Dow polystyrene). 


Start now—build your Christmas toy promo- 
tions around powerful, four color advertise- 
ments appearing in The Saturday Evening 
Post, Good Housekeeping, Parent’s Maga- 


customers big and little buy 
ly advertised plastics toys! —, 


zine, Better Homes and Gardens, and Ladies 
Home Journal. They will increase sales of 
color-bright Styron toys that are ingen- 
iously designed to catch the eyes of children 
and budget-priced to attract their mothers. 


Specify toys bearing the “made of Stryron” 


label. It’s your guide to plastic products 
that you can buy and sell with confidence. 


Plastics Division TP-33—THE DOW CHEMICAL COMPANY ¢ MIDLAND, MICHIGAN 
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Washing Machine, Sewing Machine, 
Rocking Chair, Kiddie Car—Appeal- 
ing toys molded and distributed 
by Renwal Manufacturing Co., Inc., 
902 Broadway, New York 10, N.Y. 





If you have not received your copy of 
the Fall Toy Check List Manual con- 
taining business building displays 
send for it today. It’s your buying 
guide to better toys made of Ameri- 
ca’s No. 1 Plastic . . . Styron. 
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DON'T STRANGLE 
THE GOOSE! 


A hardware store in Ravenna, Ohio, displayed a 
full assortment of Rubbermaid Houseware, fea- 
tured it in their local advertising, and made 
$400 plus sales in one week! 

Everywhere dealers and jobbers are profiting 
on Rubbermaid. In one store sales are up 318%! 

Yes... Rubbermaid sales are up... away up—97% 
ahead of last year during the first six months. Rubber- 
maid's hot right now. 

Don’t strangle the goose that lays golden eggs! 
Women want the Rubbermaid Houseware they 
see advertised in national home magazines. They 
buy Rubbermaid where they see the complete 
line on display. Make it easy for women to buy 
Rubbermaid in your store. 

Check stocks often to make sure you have a 
full line of Rubbermaid items. Stock the com- 
plete Rubbermaid line. Display Rubbermaid 
prominently. Feature Rubbermaid in your ad- 
vertising. Get in on the big Rubbermaid busi- 
ness, and profit with Rubbermaid—the line that’s 
boosting sales everywhere. 





The quality home-engineered brand that assures long life, resistance 
to soap, grease, heat and wear. 


THE WOOSTER RUBBER COMPANY 
Department HA-5, Wooster, Ohio 
IN CANADA: RUBBERMAID PRODUCTS, INC., TORONTO 








WITH THE NEW AMAZING 


NON-SPLASH SPATULA 





Here's the most useful 
Kitchen Utensil with 
plenty of profit for you. 
STAINLESS STEEL 
BLADES — QUALITY 
CONSTRUCTION. A 
product you can sell 
with confidence. 


Special patented “Jaw-Ac- 
tion” holds food while turn- 
ing, avoiding the chance of 
painful burns by splashing ” 
grease. Attractively pack- ‘ 
aged in individual cartons. MEE 
Contact your jobber today! f 


Ad) 
SI} 
Lf 


» 






Write for literature 
a 9D 


SUCKLY = 
315 N. ABERDEEN i 
CHICAGO 7, ILLINOIS 
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HARDWARE AGE, AUGUST 11, 1949 















useful 
with 


r you. 
TEEL 
.LITY 
N. A 


1 sell 
















in a 
Fast Selling, 
Popularly Priced 


ALUMINUM 
ROASTER 


There's Customen- A fepeal 





burn-proof Thermoplax top handle. A 
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in each of the stand-out value features 
of this beautiful PRISCILLA WARE 
Oval Roaster. It is ideally shaped for 
increased roasting room, requires less 
oven space, and is self-basting with ad- 
ditional vents for browning. Folding 
handles assure easier storage, and your 


customers will specially approve the 





Roaster of striking beauty in design and 
finish—plus real, built-in serviceability. 
Offered in three sizes, with convenient 
lifting rack as optional equipment. A 
round style roaster is also available. 
Prices are moderate — backed by the 
famous Unconditional PRISCILLA 
WARE Guarantee. 


UNCONDITIONAL 
GUARANTEE LABEL 


is attached to every 
PRISCILLA Utensil. 


LEYSE ALUMINUM COMPANY 


Kewaunee ¢ Wisconsin 








MORE ROOM TO WASH MOP 
MORE PRESSURE TO WRING IT 

















 rcscezxy ‘ROL OVL'’ MOP WRINGERS 


and Braces on Bot- 
tom. 


ee : This heavily built Oval Mopping Bucket has proved to be the 





most practical for mopping and cleaning. Equipped with a 








Rol-Ovl type wringer, it is especially designed to stand hard 


The N White Steel ” . 
The New White Steel wear and abuse. The foot lever, only 8” from the floor, brings 


running clear through : . 
eliminates pins and the rollers together with a powerful squeeze that wrings mops 
pin rouble... nor 

pair bills... lasts a 


lifetime. thoroughly and with little effort. Wringers made with either 
wood or steel rollers and equipped with gliders or Easy Roll- 


ing noiseless casters. Two sizes — 16 or 26 qt. capacity. 


Equipped with Easy- 
Rolling Noiseless Cas- 
ters. 


WHITE MOP WRINGER CO. FULTONVILLE, N.Y. 


MANUFACTURERS OF... A Complete Line of Floor Cleaning Equipment 











NEVER BEFORE.... 


AT THIS LOW PRICE! 


A Fountain Brush of this quality has never before been offered at 
retail for less than $7.50. This handmade brush of custom quality 











a 





ALL 





scrubs—washes and rinses in one operation—Houses, Windows, 
Screens, Awnings, Cars, Trucks, Trailers, Boats and any 
other washable surface. The public is waiting for this 
brush at this new low price—display them and 
they will sell themselves. The brush is 6 inches 

in diameter and fitted with aluminum handle 
to fit any garden hose. Suggest this 









ALUMINUM— 
Light weight—no corrosive 
parts—will last for years— 
you can guarantee this brush 
to your customers without reser- 
vation. 


HAND DRAWN BRISTLES— 


Genuine Horsetail Mixture Bristles are hand 





brush every time you sell a hose— 
suggest a new hose with every 





drawn with rust-proof wire and will never pull out. 












MAR-PROOF BUMPER—Genuine scratch - 
proof rubber bumper that will not mark or mar any surface. 
No other brush at this low price has this feature. 


BRUSH REFILLS — Replaceable brush elements available at low 
cost. However, original brush element will last several years with 
ordinary use. 


EXTENSION HANDLES—2, 4 and 6 foot aluminum pipe extension handles 


for reaching upstairs windows, screens, etc., available at 65¢ per foot retail 


brush sale and watch your 
profits climb. 











including coupling. 





DEALER: This is our No. 104 Brush which is sold only direct to dealer. Because 
of this policy of selling dealers direct, we are able to offer especially attractive 
discounts. Write for complete information and discount schedule. 


SUGGESTED RETAIL PRICES 


wom we roar’ © 9 SO Som tom voor’ * 9&5 
WITH TWO FOOT WITH FOUR FOOT 





HANDLE ......- HANDLE ....- 














- C. FOUNTAIN BRUSH CO., 1230 OAK ST., KANSAS CITY, MO. 
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*) THE SUBJECT IS COROAIRE 


rm Fae 


E Peres Lean ‘} 30.0, Patented exclusive Venturi Tube — cast iron — 
RS ai? gd ae lifetime service. 

1 to be the if * ieee ° Five Times Greater Wiping surface than con- 
ot withe } ' ) . ventional heaters; air driven through tubes in 


— a spinning motion like a funnel spins water. 


or, brings pe Sy felelel lato M Ul o\-1Maeltht- Male) Melolt TMM lel <-ialep 


ings mops zag course through heat exchanger. Traps 


ith either 
Easy Roll- 
Icity. 


heat — five times longer flue travel. Minimum 
stack heat loss. 


Does a complete job — automatically; engi- 
neered — designed for three-to-seven-room 
houses, apartments, shops, restaurants. Assures 
perfect circulation of filtered, humidified, no 
draft heat to all. rooms with little or no tem- 
perature differential in even the most remote 
corners. 


These features assure savings of 20%-50% on 
fuel bills — heats for cost of light bill... con- 
clusive proof Coroaire is the most efficient 
heater. 


* Postwar development 
* Tens of thousands sold since the war 


* Acclaimed by heating authorities, engineers and 
home owners nationally 


* A complete system at a new low cost 


* Beautiful and tough air cooled double cabinet 
finished in burled walnut — fits into any decora- 
tive scheme 


* Simple installation—trouble free for all types of 
gases including butane and propane 


WRITE NOW! For complete franchise details, to: 


THE COROAIRE HEATER CORP. 
1422 Euclid Ave. - Cleveland 15, Ohio 


* 


se rttab lin? 


COROAIRE“::# 
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LF9 


LB2 Football 


Basketball 





Lv4 
LS3 Volleyball 


Soccer— Kickball C) 


D25 
Pet Ball 








L12 
RS13 Softball 
Sport —Beachball 











PRICED FOR VOLUME SALES 
SEE YOUR JOBBER TODAY! 




















eson 
ROP pocket knife with 


PERMA-LUBE 
BEARINGS ° 








~ 
oGid 
Here’s our “Carpenter’s Choice” 


A—The only brand of pocket knives in the world with 
ae Perma-Lube bronze bearings never need 
oi 

B—Extra-strong, nickel steel bolsters; smooth, hard 
Pyralin handles. 


C—Clip blade, chrome-vanadium steel, hand-honed, 
as are all the blades. 


D—Sheepsfoot blade. 
E—Carpenter's blade. 


Every Robeson knife is fully guaranteed to give satisfaction. Get 
a Robeson direct franchise—enjoy full mark-up.Write for details, 


ROBESON CUTLERY CO., INC., PERRY, N. Y. 








Schimel .22 Cal. Gas 
Pistol— Model GP-22 


35 smashing charges 





_ froma single common ~ 
C02 soda cylinder! 


Yes...perfected and foolproof! 
No Hammer —No Valve. Authentic Luger type, perfect bal- 
ance. Shoots .22 Cal. ball shot or pellets. 

Now-—for the first time you 
may offer your trade the only 
gas or air pistol that in feel, 


That's not all... 
There’s also the Schimel 





#132433 








NEW YORK 10, CHICAGO 6, LOS ANGELES 11 


Shntvieas Finest 


AMbletie €. ypnent 





vl 
oN 


For your nearest jobber, 
dealer aids or cotalogues 
write W. J. Voit Rubber Corp. 
Dept. "H”, 1600 E. 25th St., 
los Angeles 11, California 





AIR PISTOL, Model AP-22, 
most efficient and powerful 
pneumatic sidearm ever 
developed. No hammer—no 
valve (identical in appear- 
ance to the gas pistol). 


balance, and appearance re- 
sembles a conventional fire- 
arm perfectly! 

e@ Jobbers, Dealers: Send for 
catalog pages and specifica- 
tions today! 


Exclusive world-wide sales agents for Schimel Arms Corp 


Schimel Sales, «1. 


6053'4 Melrose Ave.* Los Angeles 38, Calif. + Phone Hillside 6982 
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JOINTED BAMBOO FISH POLES ROLLED EDGE FERRULES 
ON ALL ST. CROIX POLES 


set the pace in Quality set the pace in Price 


. eliminates damage in shipping or in use 


set the pace in Sales . . « ferrules always "in round" and always fit 


. also provide a handy grip when taking pole 


American made for American fishermen from the highest quality apert. Another St. Croix “extra value" 


imported bamboo, selected for straightness and strength. Expert 
workmanship throughout. Rolled edge ferrules and eye tips on 
all styles. 


4 Sales Producing Models. No. 1. Two pc. 8'-10', retails for 
under $1.00. Brass wire eye tip. No. 2 “leader,” 10'-16', 3-4 pc., 
2 finishes, Brass wire eye tip. No. 3 "Special" 10'-16', 3-4 pc. eye 
guide tip, flame tempered, hand straightened, reel seat. No. 4 
“De Luxe” 10'-14', 3 pc. eye guides and tip, flame tempered and 
hand straightened, reel seat and handle. 


Write for complete details . . . sold only through legitimate jobbers. 


St. Crotr, Corporation 


ee ee 


THE NATIONS FOREMOST MANUFACTURER OF FISH POLES JOINTED WITH. BRASS 
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COPING SAWS 


App to your sales volume 
and your profits in 1948 with 
these four outstanding Parker 
Line Coping Saws. Each is a 
leader in its price range. Stur- 
dy frames with eye-catching 
finishes. Nos. 25, 55 and 85, 
with generous, comfortable 
handles, incorporate the fa- 
mous Parker “Klik-Klik”, pat- 
ented ends which lock the 
keen, tempered blades in any 
position. 


#210 ALL-WIRE COPING SAW 
Sturdy round wire frame, 5“ 
deep. Blade faceable in four 
directions. 


#25 COPING SAW FRAME 
Excellent value — nickel plated. 
Fuily adjustable. Complete with 
612" blade. 


Chatto 


#55 COPING SAW FRAME 

Heavy duty. Master quality. Pol- 

ished nickel! finish. Fully adjust- 

able. Hardwood mahogany finish 
handle. 612"' pin end 
blade. 


#85 COPING SAW FRAME 

Heavy duty. Polished and buffed 

nickel finish. Hardwood mahogany EXTRA 
finish handle, Fully adjustable. DEEP 


642" pin end blade, Individually 
packaged, THROAT 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S$. A. , — 
ACKERMANN-STEFFAN DIVISION HENRY CHENEY “corp. 


ESTAB 


oo oe A 


4532 Palmer St., Chicago, III. Manufacturers of 
famous Trojan Coping, Jig, and Jewelers’ Saw Blades. 
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LIFE-T 


WRENCHES 


New! Exclusively for the hardware trade. 


® 
ME 


. 


Drop forged, of proven scientific design, 


from alloy steel, chrome 
polished heads. 
low price, for rapid sale. Anu 
icombination! 











$37.92 
returns a quick $9, 
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—a message from K. C. Gifford, president 
Schick Incorporated, Stamford, Conn., 
manufacturer of Schick Electric Shavers 


, re BUYERS’ MARKET is the greatest challenge American business 
has ever faced... and our company is accepting this challenge 
without reservation. 

There is no reason for long faces. This country is the richest country 
in the world. Its people have money to spend. But they are spending it 
intelligently. They must be shown the value, the reason why of a 


product, before they will buy. 





“We are so confident...” 


says Schick’s president, 
K. C. Gifford, “that on 
September 14 we are 
launching the biggest, 
most aggressive sales 
and advertising cam- 
paign in the history of 
electric shaving.” 
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We at Stamford are confident of three things: One—men will con- 
tinue to shave. ‘Two—they want a better way to shave. Three—in the 
Schick Electric Shaver, we have that better way to shave and every 
man with a whisker on his face is a potential customer ! 

What’s more, we are so confident of these facts that on September 
14 we are launching the biggest, most aggressive sales and advertising 
campaign in the history of electric shaving. We have more than 
doubled our advertising budget. This fall, in addition to a full schedule 
of magazine advertising, we are using coast-to-coast newspaper, radio 
and television advertising. 

That’s what I mean by confidence. Not just a lot of talk, but the guts 
to go after business when it doesn’t come to you under its own power. 
I believe that the majority of progressive American business leaders and 
retail merchandisers will agree with me when I say, ““There’s nothing 
wrong with this country that good products backed by sound selling 
and merchandising can’t cure.” 

This is not a time for the chicken-livered—but a time for men, 
whether they be manufacturers or merchants, to sail into this so-called 
‘buyers’ market” and really make ’em buy. Right down the line we 
are asking our distributors and retailers to join with us in creating the . 
sales and profits that must be made if America is to maintain both its 
prosperity and world leadership. And, because I know so many of these 
men personally, I haven’t the slightest doubt that they will respond .. . 
that we will together make 1949 an outstanding year in our business. 


ie 


-_—_ 


PRESIDENT, SCHICK INCORPORATED 


Reprints of this advertisement available on request. Schick Incorporated, Stamford, Conn. 






















GLASS CUTTERS 


For your own use, and for over-the-counter sales 
the FLETCHER “Gold Tip” glass cutter will give 
lasting service and satisfaction. These cutters 
feel right, cut right and are guaranteed. Your 
jobber can supply them. The name FLETCHER 
appears on every “Gold Tip” cutter. 


WOOD SCRAPERS 


This is the time of the year when scraper sales 
will materially increase. You can, at the same 
time, increase your profits by ordering at once, 
FLETCHER Wood Scraper Assortments. These 
assortments will provide you a small but ade- 
quate stock of all models of FLETCHER Wood- 
Scrapers. Additional blades at no additional 
cost will increase your profit. Order through 
your jobber. 


OTHER FLETCHER PRODUCTS 


Circle Cutters, glazier points and drivers, elec- 
trical putty softeners and the FLETCHER Auto- 
matic Glass Cutting Machine are excellent tools 
you need for your own trade. All these are ob- 
tainable from your jobber. 


WRITE FOR CATALOG 


THE FLETCHER-TERRY CO. 


390 SOUTH STREET ° FORESTVILLE, CONN. 


‘ 
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Try Squares j 
Bevel 


See The Southington 
Line 

National Hardware Show 

Booth 110 Oct. 11-15 





Pointing Trowels 


Metal Wood 
Southington Hardware Mfg. Co. 


Southington, Conn. 














Amazing NEW 
FIBERGLAS* 


Insulation Material 
SELLS ON SIGHT! 


Fs \ 
7, 
This is it . . . Glastrip IA 
Fiberglas* miracle insula- “Nat 
tion gives you a hot, year 
‘round fast seller. The 
most effective, most eco- 
nomical insulation on the Door Frames 
market. Even a child can 
R fn 
b 

















apply it. Just an ordi- 
nary table knife does it. 
No fuss—no muss. Your 
customer wants it . 
You'll make big profits 
selling it . . . Comes in 
generous sized package 
containing 27 feet in 
7/16” strips. Write for 
details today. 
*OWENS-CORNING FIBERGLAS 








14410 S. WESTERN 






BLUE ISLAND, ILLINOIS 
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Today, tomorrow, every 
day WARM MORNING 
proves its value by perform- 
ance.--in supplying the 
lowest cost dependable heat 
that money can buy. That's 
why WARM 
sales have so@ 
the million mark...why you 
can sell these proved-right 
heaters and profit! 


The WARM MORNING line of six models meets practi- 
cally every heating requirement of your customers. And 
dvantages: ® Semi- automatic, 
for every need, 60 lbs. to 200 lbs. 
Burn any kind of coal, coke, briquets e Re- 
quire less attention than most furnaces e Heat all day and 
night without refueling — hold fire several days on closed 
draft @ Start a fire but once 4 year @ Exclusive patented 
interior construction © Your home is WARM _ 
every MORNING regardless of the weather. (ams 


SEE YOUR WHOLESALE DISTRIBUTOR 
LOCKE STOVE COMPANY 
114 West 11th St. Kansas City 6, Mo. 
(TJ-92) 
TERN 


LLINOIS 


11, 1949 
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You can fill all your 
Customer’s Needs 


from the complete 
PEERLESS LINE 


of 
WATER SYSTEMS 


DEEP AND SHALLOW 
WELL JET SYSTEMS 
Your Best Bet is 
o Peerless Jet! 
© CAPACITY 
Up to 7500 Gale. Per Hr. 
¢ PRESSURE 
Up to 40 Lbs. or More 
e Lift 
Up to 170 Feet from 
2” Wells and Larger 
¢ MOTOR 























THE AMAZING PEERLESS 


Water King 


Exclusively for Suction Lifts — 
Shallow Wells, Cisterns, Sumps 
CAPACITYe | 
275 to 860 Gals. Per Hr. 

PRESSURE e 

Up to 40 Lbs. or More 
LIFT e 

Up to 20 Feet 
MOTOR « 
1/6, V4, V3 and 2 H.-P. 


PEERLESS SHALLOW 
WELL PUMPING UNIT 
Everything in a Package 

© CAPACITY 
275 to 430 Gals. Per Hr. 
¢ PRESSURE 
Up to 40 Lbs. or More 
© LIFT 
Up to 20 Feet 


¢ MOTOR 
Va H.P. 

















RECIPROCATING PUMP 
Deep Well Pumping Economy! 
CAPACITY e 

200 to 1100 Gals. Per Hr. 
PRESSURE e 

Up to 40 Lbs. or More 
LIFT e : 
From 25 to 550 Feet 


























Write for full details today. 
PEERLESS PUMP DIVISION 


FOOD MACHINERY AND CHEMICAL cr adherens 


Indi 





Los Angeles 31, California . 

District Offices: New York 5, 37 Wall Street; Chicago 40, 4554 North 

Broadway; Atlanta Office: Rutland Bidg., Decatur, Georgia; Omaha, 

Nebraska, 4330 Leavenworth Street; Dallas .. Texas, 3905 Elm Street; 
Fresno, California; Los Angeles 31, California 












































Ci CHAIN 







INSWELL PROOF Co), 


INSWELL BBB COil 


CM INSWELL CHAIN is nationally advertised... known % 
and preferred by chain users in every type of business, 





LIBERTY COIL STRAIGHT LINK 


REGULAR SELLER 


LIBERTY COIL TWIST LINK 


CM INSWELL CHAIN is available in all standard 
welded chain types and sizes. 


LIBERTY MACHINE STRAIGHT LINK 


AT A REGULAR PROFIT 


RN 





ane MACHINE TWIST LINK 


CM INSWELL CHAIN cold shuts, repair links, hooks 
and other accessory fittings make ours a “one-stop” 
chain supply service. 





COLUMBUS McKINNON 


CHAIN (CORPORATION 


GENERAL OFFICES AND derappeadgsi: TONAWANDA, N.Y 


SALES OFFICES: NEW YORK e HICAGO « CLEVELAND e¢ SAN FRANC! 


w Y 
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Loaded with a price punch that has 
merchandising impact, the Preway 
Starline heater is available in 
two sizes. 


7 mi 


met aunty 
wil a—~ era 


oS 


lly, the hottest line 


of space heaters on the market 


There’s a big dammed-up demand for space heaters 
that’s going to let go this fall . . . for in ’48 sales were 
stifled by “the oil shortage.” Things are different now 
... and alert dealers can turn back the clock and ride 
a sales boom again if they sell the right equipment. 

From this approach consider Preway, always a 
leader in the field, with a bigger lead now than ever 
before . . . for these outstanding space heaters give 
you premium performance to sell — performance 
supported not by claims, but by hard-hitting en- 
gineering facts that you can demonstrate and show. 

And when visual values like these are backed by a 
price tag that stops the eye, you can plainly see why 


you should be promoting Preway this season. Point 
for this red hot line. Write today for the full story. 


It packs a terrific merchandising wallop. 


Incorporating 
many of the basic 
engineering ad- 
vantages of the 
Starline for high 
capacity heat, the 
Preway Emblem 
is pitched as a 
sensational price 
leader. 


Wo Dy Re V2) DS 
2849 SECOND STREET, N., WISCONSIN RAPIDS, re og - 10) 0) 0{ oy Y Co. 


HARDWARE AGE, AUGUST 11, 1949 





Myers 


water 
systems 


BEST SELLERS 
. « . right down the line! 


You’re set to sell every water system 
prospect with the complete Myers line 
of Ejecto and Reciprocating Types. 
They offer capacities to meet every 
possible requirement. They rate second 
to none in buyer preference — because 
their exceptional quality is nationally 
known. Get 
Myers Water 
Systems out in 
front in your 
store. You'll see 
them move out 
Fest ... and 
steadily! 


THE F. E. MYERS & BRO. CO. 
Dept. P-63, Ashland, Ohio 


ANOTHER SKILLMAN LINE ANSWERING your PROBLEMS 




















* RIM KNOB LATCH SETS * 
Skillman INTRODUCES A LINE OF RIM 


LOCK SETS LONG DEMANDED BY ARCHITECT, BUILDER AND HOMEOWNER BECAUSE 
OF THEIR REASONABLE PRICE, EASE OF INSTALLATION, AND TRUE COLONIAL 
APPEARANCE AS WELL AS SMOOTH ACTION AND DECADE AFTER DECADE DEPENDABILITY. 

* REASONABLY PRICED * USED ON ANY THICK- 
WESS DOOR * QUICK AND EASY INSTALLATION...IN A FRACTION OF THE TIME IT TAKES 
TO INSTALL TUBULAR DEVICES » SECURITY OF A DEADBOLT * FULLY REVERSIBLE * LONG 


LATCH-THROW * CASES 4% 
OF CENTURY-PROVEN CAST @ 
IRON * BRONZE BOLTS AND a 
LATCHES * SOLID BRASS 
TRIMMINGS * THIS NEW 

LINE OF LOCKS IS NOT 


ONLY IN GREAT DEMAND 


_ FOR MORE SATISFACTORY 
Be LIVING BUT THEY INCREASE 
THE CHARM AND VALUE 
OF A HOUSE MAKING IT FAR 
MORE SALEABLE. aay, 
COLONIAL ARCHITECTURE IS BY FAR THE MOST POPULAR IN RESIDENTIAL 


AND PUBLIC BUILDINGS. THE ONLY TRUE COLONIAL SETS ARE THE RIM 
SETS AS PROVEN BY WILLIAMSBURG AND MANY OTHER RESTORATIONS. 
A DOOR LOCKING DEVICE WITHOUT A DEADBOLT 1S NOT A REAL LOCK! 


* WRITE FOR LATEST CATALOG, SPECIFICATIONS, AND PRICE INFORMATION * 
Am 











SKILLMAN HARDWARE MANUFACTURING CO-TRENTON-4-N-J 
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FALL Sales of 


Lawn Seed 


iw Now's 
the time to 
advertise and talk 





Super- 
Refined 


WHITNEY'S 


LAWN SEED 
for FALL Sowing 


and tie-in with 
WHITNEY’S 
Ads in 
Newspapers 
— like this one 
shown small size 
Get posted on 
this high-profit 
two big season 
line. Write today. 


WHITNEY SEED cO., It 


INC., Buffalo 5, N.Y. 
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gir Introduce your customers to 


pes — the easiest floor care ever 


~~, 





Pp: 
a 


and they’ll introduce you to 


the easiest double-profit sales ever | 


nf { a Actual experience has proved that demonstrating Bruce 
Floor Cleaner and the Doozit together is indeed a profit- 
able investment. 

On the original sale alone, it means two profits in- 
stead of one. But that’s only the beginning. Because 
every Doozit correctly sold creates a continuing repeat 
demand for Bruce Floor Cleaner, Doozit Pads and other 
Bruce Floor Products. 

Try demonstrating Bruce floor care this way to a few 
of your own customers. Be sure to remind them that this 
is the same wonderful new kind of floor care they’ve 
been reading about in color pages of Life, Ladies’ Home 
Journal, and Better Homes and Gardens. 

If your experience matches those of the many other 
retailers who-are selling Bruce Floor Products by dem- 
onstration, you'll find that’s all it takes. Except, of course 
for ringing up the sales and banking the profits. 


Liquid, Paste, Self-Polishing Waxes, Floor Finish, Asphalt Tile Cleaner 
E. L. BRUCE CO. © MEMPHIS 1, TENNESSEE 
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e AMERICAN CHAIN offers 
the popular‘‘Sales-Maker’’ 
—the most efficient means Fe. 
ever found for demonstrat- ove 
ing and selling chain at re- Ac 


tail. It’s a salesman and a have | 

, : ous the an 

complete ‘‘chain department” in less than two aint 
square feet of floor space. Beir 
Your American Chain distributor will give and n 
you the details of the ‘‘Sales-Maker’’ plan; tell dustry 
you what assortments of popular patterns of were 1 


chain are now available. 
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E. J. FLOOD 


has been with this company EVI 
since 1919; Ha 
is now Chicago District It?” [ 


lined | 
daily \ 
of inf 


° ” 
vice ] 


Sales Manager 


Proc 


order, 

well a: 

AMERICAN CHAIN DIVISION = 
AMERICAN CHAIN & CABLE ame 

/ In Business for Your Safety Agai 
HARD’ 


70 HARDWARE AGE, AUGUST 11, 1949 








i Mk A 











Your 28th Annual “Who Makes It?” 


Issue the Most Complete 
Hardware Directory 


OR the 28th consecutive year 
Pics subscriber to HARDWARE 

Ace has received or should 
have received, at no extra cost, 
the annual “Who Makes It?” Di- 
rectory Issue, dated July 28, 1949. 

Being the largest, the original 
and most complete hardware in- 
dustry directory available, there 
were tremendous production and 


mailing problems which caused 
unavoidable delays in_ bringing 
this issue to our readers. 

For these delays we are sorry— 
yet we are confident that all hard- 
ware buyers will heartily agree 
that its great and frequent useful- 
ness for the next 12 months will 
more than offset any of the incon- 
veniences incident to its delayed 


ao co GO 


delivery to our readers. 

Not only does your 1949-50 
“Who Makes It?” Issue represent 
the largest and most complete 
hardware directory available—it 
also enjoys the widest and greatest 
distribution, for use, that any such 
directory issue has ever had. 
There will be a total of 39,000 
copies distributed. 


Some Important Facts You Should Know 
About Your Latest “Who Makes It?” Issue:— 


EVEN years ago (1942), the 

Harpware AcE “Who Makes 
It?” Directory Issue was stream- 
lined to save you time in your 
daily use of this valuable source 
of information. “One-stop ser- 
vice” is again provided. 

Product listings, in alphabetical 
order, include the brand names as 
well as the manufacturers’ name 
and address—all in one place un- 
der the individual and respective 
product headings. 

Again, for the eighth time, you 
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need only locate the product head- 
ing and you can quickly secure 
the manufacturer’s full name and 
address, if you know the trade- 
mark or brand, or part of the 
company’s name. This informa- 
tion, complete, is all in the same 
tabulation under each product 
heading. 

You don’t have to look in more 
than one place when you use the 
Harpware AcE “Who Makes It?” 
Directory Issue. This streamlined 
presentation has been continued 


because of the widespread volun- 
tary endorsement of this feature 
given by wholesale and retail 
hardware buyers. It has been an 
exclusive feature for the past 
seven years. 

As in the past, there is no un- 
necessary padding nor is there 
any duplication of reference data 
to give this issue bulk—it has that 
despite its streamlined, time-sav- 
ing format because it is the largest 
and most complete hardware di- 
rectory available. 








Streamlined Again of Course to Save Your 


Time—No 


NCLUDED in your streamlined, 

“one-stop service” the 1949-50 
HarpwWareE AGE “Who Makes It?” 
Directory Issue, are more than 
25.000 brand names under 6121 
headings; 9643 cross-references; 
a complete and current tabulation 
of jobbers’ brands; a total of 414 
pages of general listings including 


the brands, names and addresses 


of more than 15,000 manufactur- 
ers of hardware and allied prod- 


_ucts and the condensed catalog 


advertisements of nearly 900 com- 
panies using a total of more than 
588 pages to provide you with 
useful data on their products. 
The first 38 pages of this issue, 
the “Index to Product Informa- 
tion” printed on yellow paper, 
provide an immediate means of 


Padding or Duplication:— 


locating the condensed catalog 
type advertisements of nearly 900 
manufacturers providing you with 
buying and selling data on their 
lines. 

Only the products featured in 
the manufacturers advertisements 
are listed in this section, on page 
4 to 38. The complete alphabeti- 
cal index of these advertisers is 


shown on page 39. 


Please Write and Tell Us How You Like 
Your 1949-50 “Who Makes It?” Issue:— 


_ you have had an op- 
portunity to study, and put 
into daily use, your 1949-50 
HARDWARE AGE “Who Makes It?” 
Directory Issue please write and 
tell us how you use this directors 
and how often. We will welcome 
suggestions which may enable us 


to improve subsequent annual edi- 
tions. 

Tell us if you prefer the 
streamlined “one-stop service” 
which provides the name, ad- 
dresses and brand names of manu- 
facturers all “in one place.” How 
much time does this save you? 


0 
O 
O 


Also please tell us the condition 
of your copy when received in its 
strong individual carton. 

In fact, tell us of your complete 
reaction that we may have your 
guidance for continuing this origi- 


nal HARDWARE AGE service to the 


entire hardware industry. 


So-Called “Advisory Boards 


AVING served on a few ad- 

visory boards and_ having 
talked with many hardware men 
who collectively served on a great 
many, I really got quite a boot 
reading an item in a_ current 
Economic Intelligence bulletin is- 
sued by the Chamber of Com 
merce of the United States. It 
reads as follows: 

“It has been customary in re- 
cent years for government agen- 
cies to appoint advisory boards 
and committees to help them with 
their work. Business men and 
other civic leaders are frequently 
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called upon in this capacity. While 
many of these boards are bona 
fide, there seems to be no question 
that some are looked upon by the 
agencies concerned simply as good 
public relations media. 

“Recently, on the Senate floor. 
the following fragment of debate 
(from the Congressional Record) 
threw some light on the subject: 

““Mr. Kem: My _ experience 
and observation indicate that they 
do not have any authority at all, 
that they are debating societies or 
discussion groups. They meet and 
discuss questions. Their delibera- 


tions are academic and _ largely 


futile, unless they are given some 


power and authority.’ 

“*Mr. Wherry: Is it not a fact 
that usually advisory boards are 
called in after a policy has been 
developed? The policy, of course, 
is submitted to them, but is it not 
a fact that it is more or less sold 
to the advisory board after it has 
been developed, and all they do is 
hastily to approve what has been 
done, and then go back to their 
respective homes? Is that not 
about as much force and effect 
advisory boards can have?’ ” 
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You’ll want this 


free ILCO display 
board that sells 


.-. and sells 


...and sells 
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Love or money cant buy 













ILCO Display No 
84MT. Shows anas 
sortment of three 
colorful ILCO 
Streamlatches at 
three price - levels. 
Order your stock to- 
day! You pay only 
for the Stream- 
latches . . . the Dis- 
play Board is free! 


this display board for ILCO 


Streamlatches. But we'll make you a present of it . . . to help 


you get more Streamlatch sales! It’s a slick display . . . big 


enough to show off three different Streamlatches, but not 


so big that it'll topple or take up too much counter space. 


And it’s finished in an eye-tickling color that'll catch your 


customers no matter where you stand it. Ask your supplier 


about ILCO Streamlatch Display No. 84MT right away .. . 


or write us direct. 


INDEPENDENT LOCK COMPANY °* 
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New low prices now in effect. 


FITCHBURG, MASSACHUSETTS 
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Looking toward the toy department at the left rear. This is the women's side of the store. 





.* unorthodox = ap- 


proach may also prove to be a 
highly profitable method of doing 
business. This is the conviction of 
F. M. Lark of Lark’s Hardware, 
2004 Market St., Seattle, Wash. 
Concrete evidence of the effective- 
ness of his merchandising meth- 
ods, is the better than 40 per cent 
gross sales increase which he has 
noted by comparison with last 
year’s. figures. Lark’s Hardware 


View of the store front showing 
how the sidewalk is used for dis- 
playing merchandise. Seed racks 
may be seen just inside window. 
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View of the tool department on the right side of the store which is the masculine side. 





Lark's Sales to Soar 


Use of varied hues in different sections of the 


first opened for business in De- 
cember, 1947, 

Mr. Lark does not set out de- 
liberately to break the established 
rules of storekeeping. When he 
does so, there is always a sound 
merchandising reason behind his 
action. 

In paints, for example, one of 
his pet departments, the owner 
goes to considerable pains to keep 
his shelves well stocked and free 
from dust. After dressing up the 
department, however, he removes 
a number of cans from the shelves 
and places them on the open coun- 
ter which is part of the paint wall 
shelving section. These are placed 
as though previous customers had 
inspected the cans and left them 


store aid in emphasizing departmentalization. 


Unusual innovations increase traffic and volume 


there. This gives the department a 
“shopped-in” appearance and en- 
courages customers to take items 
off the shelves for closer inspec- 
tion. A too flawless display, on 
the other hand, might discourage 
this impulse, he feels. 


Unusual Toy Department 


A good traffic building section 
is the toy department which was 
installed in August of last year. 
Competitive conditions were espe- 
cially favorable for this, as the 
store now has the most complete 
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department of this sort in the dis- 
trict. It is a year ‘round depart- 
ment, and occupies a 15-ft. section 
of wall shelving and one display 
island. Its attraction for children 
brings in the parents along with 
the youngsters and it has proven 
to be a major traffic builder as well 
as a profitable department which 
pays its share of the rent. 

Color has been used in an un- 
usual manner in finishing of the 
walls, ceiling, and fixtures. These 
hues vary from green, yellow, and 
pink, to purple and light blue- 
green in the toy department. Most 
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Mrs. Lark places some brooms in brackets specially designed for this 
type of merchandise. Slope of the fixture slides the item forward so 
it is always “dressed up." Mops are displayed adjacent to the brooms. 


of the colors are in light pastel 


shades. Different combinations are 


used for each major department. 
giving contrast and relieving the 
monotony of a uniform color paint 
job. 

Garden supplies are a good 
profit and trafic building depart- 
ment at Lark’s. The firm carries a 
complete assortment of seeds of 
each of four major seed-producing 
companies. Many home gardeners 
insist on a specific brand of seeds. 
By stocking the merchandise of the 





major seed producers, therefore. 
the store is able to meet the de- 
mands of the majority of garden 
enthusiasts in the district. To- 
gether with fertilizers and garden 
tools. they are displayed in the 
front of the store. thereby creating 
a good many impulse sales in these 
items. Sidewalk display space is 
also used to fullest advantage for 
this type of merchandise. 

In general, display principles at 
Lark’s follow those used in most 
modern. self - service hardware 
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‘ 
stores. Wall shelving is open and 
accessible so customers can see and 
handle the merchandise on the 
shelves. Display islands are kept 
well below eye level, enabling cus- 
tomers to see merchandise in any 
part of the store, and encouraging 
them to move freely from one de- 
partment to another. 


All-Night Illumination 


Lighting is exceptionally goo, 
and the fluorescent lights in the 
store are kept on all night. There 
is a good deal of sidewalk traffic 
in the evening. with the result that 
passers-by may be “sold” on an 
item they see inside. and come in 
the next day to make the purchase. 
Wall shelving is uniformly lighted 
by concealed fluorescent lights be- 
hind the overhanging trim on the 
wall cabinets. This is extended 
some distance out from the wall 
shelving, with the result that the 
light illuminates all shelving. 

An innovation which has proven 
very practical for the store’s rela- 
tively small operation, has been 
the installation of an “electric eye” 
at the front door. Save during 
busy seasonal peaks. the store is 
operated by Mr. and Mrs. Lark 
At times one or the other had to 
leave the store. thus leaving only 
one of them to wait on the trade. 
The result was that they did not 


(Continued on page 104) 
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Paint shelves are well stocked. The table in front is intentionally kept in mussed condition. 
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One of the firm's irriga- 
tion crews ready to start 
out on a job. At the right 
is Archie Mclinay. In oval 
—the trucks and equipment 
used by this department. 


Irrigation Contracting Leads 
To Business in Other Lines 


—_ farmers 


have wonderfully productive soil, 
but the soil needs a greal deal of 
moisture in order to produce those 
buraper crops of corn and grains 
which are needed to fatten live- 
stock. 

And because of this moisture 
condition, together with the fact 
that sufficient rainfall is often lack- 
ing when crops need it most, there 
is a big irrigation business—with 


Installation of equipment on jobs as high as 
$14,000, in many instances, has been just the 
beginning of sales for the Ross-Mcllnay Co. 


plenty of tie-in sales—for a hard- 
ware and plumbing firm at Central 


City, Neb..—the Ross-MclIlnay Co. 


Do a Complete Job 


Located in a community of less 
than 2500 people, this hardware 
firm, employing from 12 to 20 men 
seasonally in its irrigation and, 


HARDWARE AGE, AUGUST 11, 1949 








plumbing division, will drill a well 
for a farmer, sell him the casing. 
the pump and the power unit and 
also build the concrete spill box. 
In addition, the company has the 
equipment to dig irrigation ditches 
for the farmer. 

Nebraska farmers need not go 
very deep to get enough water for 
open irrigation ditches through 
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Left to right, Harold Ross, A. B. Ross and Archie Mclinay. 


their fields. For example, a sample 
job costing a farmer $1,678 in- 
cluded the cost of drilling the well, 
the casing, the power unit, the 
pump and also the irrigation 
ditches. Installed on a job like this 
was a turbine pump capable of 
producing 1000 to 1500 gal. a 
minute. 

On the other hand the firm re- 
cently did a $14,000 irrigation job 
whereby several farmers got to- 
gether to split the cost of pumping 
up to 3000 gal. per minute from a 
nearby river to irrigate a number 


of fields. 


100 Irrigation Jobs 


The Ross-MclIlnay Co. has done 
more than 100 such irrigation 
jobs, large and small during the 
past few years. Archie Mcllnay 
says that more and more farmers 
are investigating the possibilities 
of more profitable farm production 
through well-planned irrigation, 
and he believes his firm will be 
kept busy for some time handling 
this type of work. 

Due to the fact that there are 
relatively few firms in the south- 
eastern Nebraska area which offer 
as complete a service as does the 
Ross Mcllnay Co., the company is 
in an excellent position to get 
plenty of jobs thus far. Irrigation 
work is done within a radius of 
50 to 60 miles. 

Mr. MclIlnay points out that 
when a farmer has the irrigation 
problem solved by a separate well, 
he often feels free to use more 
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water for a bathroom-»r even a sec- 
ond bathroom on the farm, and 
also to install water ig his hired 
help’s headquarters. 

“On almost every irrigation’ ‘ob 
we do,” says Mr. Mcllnay, “we get 
more business than the original 
order called for. As we handle the 
irrigation work we size up oppor- 
tunities for farmers to use more 
water. We mention these ideas to 
him, and frequently, before we are 
off the premises, we get an order 
to do all or part of the additional 
work.” 

Because the firm does plumbing, 
heating and irrigation work, it can 
offer the farmer an almost com- 
plete repair service and construc- 
tion help. If a plumbing or heat- 
ing job is done well one year, it 
can mean an irrigation job the 
following year. Or it can happen 
the other way around. 


> asi ro 


This firm does an irrigation vol- 
ume business of about $70,000 an- 
nually and its plumbing and heat- 
ing volume runs more than $125,- 
000. This is sizable business on 
these departments for a town of 


only 2460 population. 


Complete Equipment 


Three large trucks, one of them 
mounted with well drilling and 
ditching equipment, are usdd by 
the firm to handle its servicel work 
in rural communities. The men are 
well trained in their jobs, with Mr. 
Mellnay in charge of all the ser- 
vice operations. 


Last winter, Nebraska experi- 


enced some..of the worst snow- 


storms in its history. Only the 
main roads’ were open, and those 
only periodically between storms. 
In order to give its service men 
employment at that time, Ross- 
Mcllnay Co. constructed a model 
bathroom department in one cor- 
ner of its large show windows. 
Good walls, excellent floor tiling, 
etc., were laid. This model room 
can easily be seen from the street 
and also has an entrance from the 
store interior. 

Harold Ross is the other active 
member of the firm. He has charge 
of the store which handles a com- 
plete line of hardware and appli- 
ances. The firm has an excellent 
seed business and does better than 
$20,000 volume annually on field 
seeds. A. B. Ross, father of Har- 
old, is still active in the store. He 
has been in the hardware business 
for 48 years. 





This complete model bathroom display was featured in a show window. 
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So You Want to Get in 
The Hardware Business? 


Drawing from his years of experience as a wholesale hardware 
salesman and sales executive Mr. Finnegan advises the new- 
comer in the retail hardware field of the "musts" to consider. 
He emphasizes the need for courtesy to juvenile customers, 
who become adult customers in later years, the importance of 
turnover, a neat store, a well trained staff and points out that 
a dealer's most important job is selling. Urges the young man 
entering business for himself to carefully consider advertising 
means, proper store location and the importance of concen- 
trated sources of supply. 


By JOHN A. FINNEGAN 
Field Sales Manager, 
Masback, Inc. 

New York City 


OK SON, you’ve 


picked a good business! It’s ‘in- 
teresting, even fascinating as is 
evidenced by the thousands of men 
who have loved the hardware busi- 
ness from the very first day they 
worked at it. 

It’s profitable business, too. 
Many of the hardware stores 
you've known were run by solid, 
substantial citizens who were also 
bank presidents and heads of local 
government. Many of them lived 
in the nicest homes in town and 
their sons and daughters attended 
the best colleges. 

It’s a business son, where you 
can perform a real service as well 
as make money. Many customers 
entering a hardware store are in 
some sort of difficulty—some ma- 
chinery has broken down, they 
need a screw extractor—a pulley 
or a cap screw, their roof leaks, 
they need roof coating or cement, 
their table top needs refinishing 
and at small proportionate cost. 
The hardware man gives of his 
wide experience as well as his stock 
and makes friends as well as profits 


on the transaction and on little 
transactions such as these—the big- 
ger sales are made later. His 
“know how” is constantly used to 
advise customers and aside from 
dollar and cents profits there is a 
deep personal satisfaction in being 
able to help your fellow man. 


He Renders Service 


With the possible exception of 
the druggist—no merchant renders 
as much appreciated service as the 
hardware dealer. 

It’s a business, young fellow, in 
which very little spoilage occurs, 
very little hardware becomes ob- 
solete by changed style—your in- 
vestment is always safe and sound. 


If you like tools, boy, and are 
mechanically inclined, you should 
have no trouble mastering the 
hardware business. You should 
early develop a curiosity about 
every item you sell and find out 
what they are made of and what 
they are used for. Study all your 
catalogs, son, just as you used to 
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JOHN A. FINNEGAN 


study your text books in school. 
Read everything you can get your 
hands on if it applies to hardware 
—and you'll soon impress your 
customers as a good man to buy 
from—a man who knows what he’s 
talking about. When you stock 
your new store, pal, be careful of 
its selection. Buy well-known ad- 
vertised brands—name lines. These 
lines are usually old standard re- 
liable brands whose reputation has 
been earned by manufacturing and 
merchandising goods of unusual 
value. These brands will be famil- 
iar to your customers even though 
they do not know you. When you 
get a line and it demonstrates it- 
self to be a seller—think twice be- 
fore you change because custom- 
ers who have bought your line wil 
tell friends how much they liked it. 
These friends will visit your store 
because of these recommendations 
—word of mouth advertising can 
be mighty helpful. 

New competition from chain 
stores, department stores and co- 
ops, make direct mail advertising 
an absolute necessity now. Don’t 
hide your light under a bushel. Tell 
the folks what you’ve got to sell. 

You’ve got to want to be helpful, 
son, to be most successful in any 
business. 

If you’re in business purely from 
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the cash register viewpoint you 
can’t help but show it in your 
actions. 

If you are not naturally a friend- 
ly person, pal, try to develop this 
side of your personality or you'll 
start with two strikes on you. 

When customers call at your 
store—try diplomatically to get 
their names so you may call them 
by their correct names next time 
they call. Remember nothing is 
sweeter to a man’s ears than the 
sound of his own name, and back 
again to direct mail advertising— 
everyone likes to get mail and see 
his correctly spelled name on a 
mailing piece. The box holder and 
hand out method ignores this im- 
portant psychological fact. 

Smile plenty, son, in your con- 
tacts with customers and act as if 
you meant it. If you are friendly 
and cheerful even a grumpy old 
sourpuss may smile too and you 
may start that mile of smiles. Who 
knows? 


Treat Salesmen Well 


Treat all salesmen well. More 
money has been made from sales- 
men’s suggestions than dealers 
realize. Select your suppliers care- 
fully and stick to them and their 
salesmen, but even when you have 
to turn down another salesman’s 
proposition, do it courteously. You 
never know when you might need 
him and his company. Visit your 
suppliers—know their top men, 
their inside force. Investigate their 
plans for improving your business. 
Progressive wholesalers know that 
“a wholesaler’s first duty is to help 
their customers prosper.” 

Visit the chain stores, see the 
display methods that get them their 
tremendous volume. Read depart- 
ment store advertising. Match their 
values if possible. Try to show as 
much merchandise as_ possible. 
Don’t hide your goods under coun- 
ters and behind panels. Use open 
ledge displays. Don’t spare paint 
and electric lighting. 

Housewares bring women cus- 
tomers, son, the ladies who con- 
trol the family purse strings. They 
want cleanliness—dirty, dusty, un- 
attractive stores do not appeal to 
women who buy plenty of cooking 
utensils, bathroom accessories, 
even lawn mowers and garden 
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tools. Get a young lady to help 
you set up your displays of gift- 
wares and housewares. No man 
ever acquired a woman’s touch in 
displaying this type of goods. Use 
your windows to advantage. Win- 
dows work day and night. Keep 
them lighted until after theatre if 
you are on a traffic street. You can 
do this easily with an inexpensive 
time clock. Price ticket all your 
goods. Don’t fumble with un- 
ticketed, unpriced merchandise. 
Nothing makes a customer so sus- 
picious as these easily remedied 
faults. 


Help the Customer 


Treat your child customers nice- 
ly—Fix their skates—Help them 
plan their “Derby” scooters—Sell 
them their “five cents worth of 
nails, please” and above all take 
them seriously. They'll be adult 
customers awfully fast, and they'll 
remember the little courtesies and 
buy their hardware from you. 

Deliver promised goods on time. 
If you’re at all doubtful don’t 
promise. 

Watch your turnover, son. It’s 
possible to turn your stock a good 
many times a year if you control 
your buying and buy only the 
quantities you can sell in proper 
time. Never let a better price blind 
you to your sales possibilities. 


Don't Speculate 


Don’t speculate outside of your 
business, pal, until you get your 
new store exactly the way you 
want it and making money. Many 
a would-be-merchant has starved a 
promising young business by using 
needed funds for real estate, stock 
market and other speculation. Let 
this come when your business is 
really rolling—out of profits. 

Remember what Gordon Self- 
ridge, one of the world’s great 
merchants had to say: “Get the 





confidence of the public and you 
will have no difficulty getting their 
patronage. Inspire your whole 
sales force (when/if) with the 
right spirit of service. Encourage 
every sign of that true spirit. So 
display and advertise your wares 
that customers shall know exactly 
what they are buying. Treat them 
as guests when they come and go 
whether or not they buy. Give them 
all that can be given on the prin- 
ciple that to him that giveth shall 
be given. Remember always that 
qualities’ recollection remains long 
after the price is forgotten. Then 
your business will surely prosper 
by natural process.” 

When you have to hire help 
make sure the applicant is friendly 
and courteous and wants to learn 
the hardware business, instead of 
merely wanting to work in a hard- 
ware store. 


Read Trade Papers 


Much of your hardware educa- 
tion will come from intelligent 
reading of your trade papers. 
When you read remember what 
you're after—more sales points to 
incorporate into your presenta- 
tions. Profit from the experience 
of successful hardware stores from 
all parts of the country. 

Don’t spend too much time keep- 
ing books. Your most important 
job is selling. 

Use window envelopes that re- 
quire no addressing, in mailing 
your statements. This is only one 
of many shortcuts in keeping 
books. 

Yes, son, you’ve picked a good 
business. Keep the right kind of 
store, buy the right kind of mer- 
chandise from the finest whole- 
salers—Be friendly and _ helpful. 
Location is important — rents in 
the center of towns and cities are 
often out of the question. When 
you take a side street location pos- 
sibly better parking space may re- 
sult. Try to locate near post offices, 
city markets and busy grocery 
stores. 

Do these things! Believe me 
they'll hasten your success. You 
may succeed even if you don’t do 
them but it surely will take longer. 
And good luck to you. 
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OPEN FOR CUSTOMERS ONLY 
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This te merchants of 
eorgia 


Tom Fellows, of the Fellows-Slocumb Supply Co., hardware and builders’ supply firm, 
points to the sign on the cash register which ties in with “Leave-Us-Alone Week." 


“Leave-Us-Alone Week" 


ARDWARE and 


other merchants in Douglas, Ga., 
a community of approximately 
4,000, like merchants everywhere 
have been the pet props of fund 
raisers and solicitations of every 
type. But the Douglas merchants 
decided to do something about 
even the earnest and worthy ap- 
peals that rolled around as regu- 
larly as Monday. 

They dedicated “Leave-Us- 
Alone Week” to achieve a period 
in which stores could meet their 
customers on a purely business- 
like basis, with charity towards 
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Merchants of Douglas, Ga., dedicate a week to 
selling. No contributions are made during the 
period and ''specials" are the order of the day 


none, except perhaps to the cus- 


tomer. 

It all originated as a publicity 
gag in 1948 and got off to a start 
in a newspaper column in a coun- 
ty paper. But it was observed 
with such success in Douglas that 
a second observance was sched- 
uled this past April 1-8. Once the 
ball started rolling —the local 
Chamber of Commerce backed up 
the week’s originator, F. Lander 
Moorman — newspapers all over 


the country picked up the idea 
and planted a seed of interest in 
the tills of other communities. 
Now the Department of Commerce 
has recognized “Leaves-Us-Alone 
Week” and has listed it in their 
booklet of days, weeks, and other 
observances. 

During this week’s observation 
local merchants put on_ special 
sales dedicated to giving their 
customers a break. C. E. Weir, 

(Continued on page 100) 





“The Virginia Story’ 


Conducted as a year ‘round promotion, "The Virginia Story" is a 
program used by the city of Virginia, Minn., as a means of telling 
people for miles around that it is the shopping center of the famed 
Eastern Mesabi Iron Range. A continuous round of programs takes 
that story into a wide area by means of newspapers, radio and a 
variety of gala occasions. Forty-seven promotions, or "chapters,”’ 
in a little over two years, have kept the Virginia Story" hitting on 


Win Roy H. West- 


man, advertising manager of the 
Mesabi Daily News, published in 
the city of Virginia, Minn., recalls 
as a “coffee cup conversation,” 
started a program for that city 
that has greatly increased all forms 
of business in that municipality. 
Since its inception in 1947 the 
“Virginia Story,” as the program 
is appropriately named, has in- 
cluded 47 events—or “Chapters” 
—some of highly original nature, 


all cylinders at all times. 


others adaptations or tie-ins with 
national activities calculated to 
build traffic and create volume and 
profits for merchants and other 
businessmen of the community. 


How It Started 


Over a cup of coffee, back in 
1947, Mr. Westman and a mer- 
chant in this city of less than 13,- 
000 concluded that there was need 
for a concentrated promotion ef- 
fort which would “present the year 


‘round the story of Virginia’s com- 
mercial importance” in the Eastern 
Mesabi Iron Range. Hardware 
dealers, and in fact operators of 
all kinds of businesses in Virginia, 
support the campaign. As Mr. 
Westman puts it, “that the ‘Vir- 
ginia Story’ has proven its effec- 
tiveness in bringing new revenue 
to the retail merchants has been 
acknowledged by the merchants 
themselves. They point to new 
volume records established month 
by month, new names on the 





Here is Virginia's giant balloon parade, held to mark the opening of the city's fall 
shopping season. These balloons appropriately said “Hello” to residents and visitors. 
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or How a Conversation Led to a City- 


Wide, Year ‘Round Promotional Program 


charge account records and new 
faces in the stores, many coming 
from cities much larger than ours 
and a good distance away. 

“The idea became a reality in 
April, 1947, at a meeting of mer- 
chants, who recognized the neces- 
sity for such a program and ex- 
pressed their willingness to make 
monthly contributions to support 
the promotion in the newspapers 
and over the radio and to supple- 
ment this message with appropri- 
ate tie-in advertising of their own 
individual firms. Thus was born 
the Greater Virginia Trade Divi- 
sion of the Chamber of Com- 
merce. Through the use of page 
advertisements (in local newspa- 
pers) ... and spot announcements 
on the radio, the advantages of 
shopping in Virginia have been 
carried far beyond our normal 
trade area and into trading zones 
formerly conceded to other towns.” 


Monthly Assessments 


More than 100 business con- 
cerns in Virginia are assessed 
monthly from $4 to $8, according 
to the volume of each firm and 
says Mr. Westman, “are the au- 
thors of ‘The Virginia Story.’ 
Membership in the Greater Vir- 
ginia Trade Division is subscribed 
to on the basis that every dollar 
invested in it is spent for the ex- 
clusive purpose of bringing more 
dollars into Virginia. There are 
no salaries involved. All time and 
effort spent in the mechanics of the 
program is voluntary. In less than 
12 months the record of this or- 
ganization was so impressive that 
the Virginia Chamber of Com- 
merce immediately annexed it as 
an integral part of that group.” 

The Greater Virginia Trade Di- 
vision has a secret advertising 
committee which acts upon re- 
quests for permission to solicit its 
members for such advertising as 
souvenir programs, baseball score 
sheets, etc. It is estimated that in 


Chapter XLV 
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This ad—"Chap- | © 
ter XLV" — is in- | ; 
stitutional in ap- | || 
proach. It men- ih 


tions no store but 
it suggests that 
the business men 
of Virginia can 


provide "every- | 
thing but the 
groom." It ap- | 


peared in the pic- 
torial section of 
Range Facts in 

tabloid size. 


iy 
oo d 5 
oo bef 
; 
| ath? 





“The Virginia Se. ory” 





* ta, ——__ 
Presented by the Greater Virginie’ Trad. 


verything but the gram 


/ 2). 4 4 

S20), . 
FOR THe SLYES V// AA % 
7 AG 


YOU'LL FIND AN 
APPROPRIATE. GIFT 
iJ} FOR THE JUNE BRIDE 
IN VIRGINIA 


os § a 
ah, W - — | 
C4 aww HOME FURD | 
RL} a ¥ SNISHINGS t 
“ay LAR ¢ > 
AG GraegAPPAREL LEATHER 
Pyikia erat) \ STATIONERY JEWELER : | 
ar BOOKS cxgameen | 
: ~ HOUSEW al VERWA 
' oy WARE GI ' 
(—— HOME APPLIANCES F 


PRESENTED By MEMBERS 


GREATER ‘VIRGINI 
DE DIVISION 


A DIVISION OF THE Virc 


one year alone the secret commit- 
tee saved merchants more than 
$35,000 in such advertising ac- 
cording to an analysis made by the 
merchants and in comparison with 
previous years. 

The Division’s executive board 
meets to consider possible promo- 
tions, suggested layouts prepared 
by the Mesabi Daily News, which 
if accepted become a new “chap- 
ter” in “The Virginia Story” and 
the nucleus around which an ad- 
vertising section will be built. 

“An effort is always made to 
give the usual promotional events 
a fresh slant—a new appeal—to 
avoid the stereotyped phases and 
titles that have become time-worn,” 
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1A CHAMBER OF 


says Mr. Westman. For example 
since national ‘Clean-Up, Paint- 
Up, Fix-Up’ week -immediately 
precedes the arrival in our area of 
thousands of tourists, this particu- 
lar chapter of “The Virginia Story’ 
is entitled ‘Company’s Coming.’ 
The thought is suggested that we 
tidy up our homes, schools, and 
parks so that the tourist will re- 
ceive only the best impression. 
Merchants tie-in with their own ad- 
vertising all using the same 
theme.” 

Pictured, in these pages are 
some of the highlights of some of 
the 47 “chapters” of “The Virginia 
Story” that have already been pro- 
moted. As to how the plan clicks, 
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from a traffic standpoint, the Fall 
Festival in 1948, had more than 
250,000 registrations in a two-day 
period. More than 1000 children 
wrote essays in connection with 
Mother’s Day, the second year of 
the plan. This year’s Spring 
Opening promotion included the 
distribution of more than 1710 
free coffee coupons, which enabled 
people to obtain free refreshments 
to the extent of 15 cents per 
coupon in local restaurants. These 
coupons were distributed by the 
merchants to their customers dur- 
ing a two-day promotion. 

In July and August “The Vir- 
ginia Plan” has a “Tourist Time” 
program on the local radio station. 
Tourists driving down the main 
street are stopped and interviewed, 
while they sit in their cars. More 
than 500 out-of-state tourists were 
thus interviewed last year, each 
receiving a gift. 

“The Virginia Story” has 
brought inquiries, from all over 
the country, and has been adopted 
almost in its entirety in many 
communities, including Superior, 


Wis., and Hibbing, Minn. 


Essential Points 


Six points, which “The Virginia 
Story” indicates are essential for 
such a plan are: 

“1. Assured monthly income. 
This objective is accomplished by 
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Gi. G A “Paint Blitz" 
POM on May 13, 1949, 

Susman was performed 
on the rectory of 

é St. Paul's Episco- 
—— pal Church as 
Tis part of the “Com- 

pany's Coming" 

promotion. Eight 

local companies, 

including hard- 

wareware stores, 

donated the paint 

while the local 

CIO unit of the 

Painters - Deco- 

rators and Paper- 

hangers’ union 

furnished labor. 

The job was done 

in eight minutes 

and 44 seconds. 


requiring the sponsor firms to con- 
tract for annual membership, with 
charges billed each month and 
varying from $4 to $10 monthly 
depending upon the size of the 
member firm. 

“2. An active functioning com- 
mittee. Ours is composed of 12 
members, representative of the 
types of our membership . . . who 
meet at least twice monthly and 
who are willing and able to carry 
out the multitude of assignments. 

“3. Acceptance of principle that 
that a promotion which helps one 
class of business also aids the 
others. As it is not possible in any 
one promotion to help directly the 
interests of all types of member- 
ship, care must be exercised in the 
over-all picture to make sure that 
all classes of business gets their 
fair share of publicity and atten- 
tion. 

“4. A well thought out and va- 
ried program of events. Our ef- 
forts take the form of straight 
sales—institutional . . . and public 
relations campaigns. Use of ‘bally- 
hoo’ novel angles are helpful de- 
vices that we always try to employ. 
“5. An essential is that of keep- 
ing our membership interested and 
thoroughly informed of our plans 
by means of letters sent out well in 
advance of each event. 

“6 An unselfishness on part of 
professionals. We refer to the im- 
portant part played by the adver- 


tising managers of our paper and 
radio, both of whom are active 
members of our committee.” 


All Types of Participants 


Just about every conceivable 
type of legitimate business partici- 
pates in “The Virginia Story,” in- 
cluding independent retail hard- 
ware dealers, voluntary chain, fran- 
chise and national chain stores, 
with the common objective of en- 
couraging Virginia residents to 
shop in their own city and to at- 
tract those from other communities 
to Virginia stores. Besides stores 
groups cooperating include the- 
aters, repair shops, financial insti- 
tutions, hotels, Radio Station 
WHLB and local express services. 

As part of its “Company's Com- 
ing!” campaign an ad—“Chapter 
XLII” called attention to “Clean 
Up ... Paint Up Week,” last May, 
sponsored jointly by the Virginia 
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Shop... where MOTHER shops... 
in VIRGINIA! 


This message presented by the 


Greater Virginia 
Trade’ Division 


A DIVISION OF THE 





VIRGINIA CHAMBER OF COMMERCE 











“Chapter XLI" had Mother's Day as 
its theme in this half-page ad. 
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GET YOUR FISHING LICENSE HERE 


FISHING REELS CASTING RODS 
from $2.65 $2.50 up 
TACKLE BOXES FLY RODS 
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EE THEM IN OUR DISPLAY ROUMS 


CENTRAL 
Supply & Appliance Co. 


BILL GLUMACK JOHN PEPELNJAK 
523 CHESTNUT VIRGINIA PHONE 290 

















This hardware dealer tied in with 
“Chapter XLII" for the opening day 
of the fishing season with this 
three-column by 13-in. ad urging 
people to “Cast Your Eyes on These 
Fishing Needs." It suggested abcut 
everything an angler would want. 


Lions Club and the Greater Vir- 
ginia Trade Division. It pointed 
out that, “In Virginia you'll find 
all the facilities, tools, materials 
and merchandise necessary to as- 
sist you in improving your home 
and grounds. Paints and hardware, 
lumber and millwork, plumbing 
and electrical supplies and all the 
cleaning services are available to 
help you. Shop now for your 
‘Clean-Up’ needs in Virginia.” 


“Clean Up Parade" 


Conducted from Saturday, May 
7, to Saturday, May 14, the first 
event was a “Clean-Up Parade— 
Down Chestnut Street,” followed 
an hour later by “Scrubbing of 
Chestnut Street Sidewalks by the 
Merchants.” On Sunday the clergy, 
in Virginia, included the “Clean- 
Up” theme in their sermons. Mon- 
day was “Yard Clean-Up Day” and 
on Tuesday, “Health Day” the City 
Health Department spread DDT 
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through all alleys and on garbage 
cans. A rat extermination program 
was inaugurated. Wednesday was 
“Fire Prevention Day,” with citi- 
zens being urged to eliminate fire 
hazards in home, store and office. 
On Thursday there was a “Trash 
Pick-Up,” throughout the city. Fri- 
day, May 13, saw the city partici- 
pating in a city-wide collection of 
scrap paper and scrap metal. 

Another ad—of half page size— 
tied in with graduation time and 
was Chapter XLIV of “The Vir- 
ginia Story.” Other than naming 
the Greater Virginia Trade Divi- 
sion of the Chamber of Commerce 
this ad was purely institutional. It 
paid tribute to graduates, wished 
them a successful future and then 
went on to state, “Give a Gift to 
the Graduate. You'll want to re- 
member the graduate on this im- 
portant occasion with a gift that 
will appropriately indicate your 
recognition of achievement. In 
Virginia you'll find a wide selec- 
tion of gifts to suitably reward the 
graduate. Wearing apparel, jew- 
elry, candies, flowers, sporting 
goods and hundreds of other fine 
gift suggestions await you in Vir- 
ginia’s metropolitan shopping dis- 
trict. Courteous clerks are eager 
to serve you and offer helpful as- 
sistance in gift selection. You'll 
find the right gift for boy or girl 
graduate in Virginia. 

That some of the promotions 
cannot benefit all types of busi- 
ness, to the same degree, is obvi- 


Arnold Grande, 
of Grande Hard- 
ware, washes the 
sidewalk in front 
of his store as a 
part of the 
“Company's Com- 
ing" campaign in 
“Chapter XLII." 





FISHERMEN’S 


Buy Your Fishing 


License Here! 


Good Fishing Starts at 


KOSKI’S 


Come in and select your needs from our open display of one of the 
largest fishing tackle stocks onthe Range. Among the fishing 
tackle equipment you will find nationally advertised top quality 
tackle such as Pflueger, Shakespeare, Ocean City reels and True 


Temper, Shakespzare, Gep and Richardson rods 


Specials for the Fisherman! 
ALL ALUMINUM 10 QUART MINNOW PAILS $1.50 


18 FOOT BAMBOO POLES _ — 50¢ 
LEVEL WIND REELS _._.___. wanconwse GD 
STEEL FS ROSS ......................------ B45 
ee I cnticiencscecnccecsnuccnee 85< 
en — 
LARGE HOME MADE MINNOW TRAPS 3.65 
KOSKI’S 
HARDWARE — PAINTS — LINOLEUM 


VIRGINIA, MINN. 











Koski's, another local hardware 
firm, also participated in “Chapter 
XLII" by saying that “Good Fishing 
Starts" at its store. This three- 
column by 11-in. ad featured fewer 
items but emphasized nationally 
known brands of fishing tackle. 


ous, but the compulsion that all 
members contribute for each 
“Chapter” of “The Virginia Story” 
has good reasons in that any time 
an out of town person visits Vir- 
ginia, Minn., as the result of one 
of the “Chapters” he cannot help 
but be exposed to a wide variety 
of merchandise. 








How to Cut 


Your Stock Handling Costs 


Keeping your stock in clearly marked and regular 
places at all times cuts down on lost time and 
eases your problem of what to order and how much 


E vcs time a man 


wastes an expensive hour trying 
to find something put away in your 
storeroom—or a half day getting 
delivery on an item you thought 
was in stock—it costs you money. 
Add up a number of small time- 
wasting operations like this, and at 
the end of the month you'll dis- 
cover that you have paid a pretty 
sum for time and effort wasted in 
poor stock room operation. 

What, then, can the average 
hardware dealer, whose operations 
often are not usually of sufficient 
size to warrant the ownership of 
fork lift trucks and other materials 
handling equipment, to do in 
streamlining his stock room opera- 
tions? 

Actually, simplifying stockroom 
methods isn’t hard. A little effort 
expended early in making the 
warehousing of merchandise an 
efficient operation, plus a small 
amount of effort in keeping it that 
way, can make a goodly difference 
in the amount of net profit on your 
annual statement. 


A Full Time Specialty 


Once, even big manufacturers 
turned over the matter of ware- 
housing to an old employee who 
deserved well of the company, but 
was unable any longer to do work 
that called for greater skill. When 
the war brought soaring prices for 
warehouse space, they had to face 
the immediate need for building 
efficiency in stock handling. In the 
past eight or 10 years, warehous- 
ing has become a full time spe- 
cialty. 

Here’s what warehousing ex- 
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perts say can be done to stream- 
line the stock handling operations 
of the average hardware store: 
First, set up a location system. 
Follow this with a plan for ef- 
ficient stock flow. This sounds 
complicated, but it isn’t. Stock 
flow means that what’s needed fre- 
quently should be toward the front 
where it can be reached easily. 
Everything should flow in the di- 
rection of its final use, with no 
wasteful shifting back and forth. 


Keeping Stock Records 


Next, set up a simple system for 
keeping stock records in accord- 
ance with the location system you 
have decided to use. 

Follow this by checking to see 
that the location system takes into 
account good use of related 
groups. 

What do these suggestions mean 
in practice in the average small or 
medium-sized hardware store? 

A location ‘system is actually 
nothing more than a plan for keep- 
ing one thing in one place at all 
times. It is a method for seeing 
that the location today is the same 
as it was yesterday and the day 
before. 


There must be some definite 
method in the setting up of a lo- 
cation system. Aisles and racks in 
the storeroom should be marked 
with symbols that do not vary. For 
example, an item is stored in rack 
three of aisle A. Make sure that 
every man who has occasion to use 
the stockroom knows what these 
symbols mean and that the loca- 
tions of stock are clearly marked 
on a master warehouse plan that 
can be tacked to the wall where it’s 


available for instant consultation. 

Efficient flow of materials calls 
for a little advance thinking. 
You’ve got to consider what is in 
regular demand, and see that this 
is located where it can be drawn 
out with minimum trouble. Stock 
that isn’t often called for can be 
stored toward the rear. 

Good flow planning calls for see- 
ing that each thing is moved only 
once—when it’s ready to take out. 
Movement toward the final use is 
essential. If you have to shift stock 
back and forth continually, you 
are not only wasting motion, you 
are wasting money as well. 

The records that show what is in 
your store at any given time should 
also show where it is. If you’ve 
assigned a spot in aisle A, rack 3 
to something, see that the inven- 
tory records upon which your or- 
dering is based show this location 
too. Then when you re-order, it 
is simple to see that the stock goes 
into the right place. 

To make this right placement 
even surer, some hardware dealers 
indicate on the purchase orders 
sent to suppliers the stock room lo- 
cation symbol of what they've 
ordered. Then when it comes in, 
and the invoice is checked against 
the purchase order, the correct lo- 
cation for the new order is in- 
stantly apparent. 


Good Grouping Important 


Good grouping of related stocks 
is important, too. When choosing 
the stock room spot for an item, 
it’s a good idea to take into ac- 
count whether it’s near the things 
that are likely to be drawn out at 

(Continued on page 108) 
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The double store 

has a wide sweep 

of open-back dis- 
play windews. 





Remodeled Store Pays Off 
Out of Profits in First Year 


A anoware dealers 
who hold back on modernizing 
their stores because of the cost 
might well give thought to the case 
of Victor Clark, owner of the 
Victor Clark Hardware, 1718 W. 
Douglas St., Wichita, Kan. In 
1946, after his return from naval 
service in the Pacific area, Mr. 
Clark set about enlarging and re- 
modeling his store. The work was 
done locally, according to his 
plans and specifications, and the 


store operated continuously while 
the job progressed. 

The new store is twice as large 
as the old, but it is still a small 
store, measuring only 3744 by 50 


ft., with a back room 20 by 32 ft. 
in size. The total expense involved 
in the enlargement and remodel- 
ing amounted to $10,000. Yet Mr. 


Clark insists it did not cost him 


That's the story of the Victor Clark Hardware 

which was able to improve display facilities 

and show more merchandise as the result of a 
$10,000 modernization program 
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a cent, because his profits for the 
year 1947, when the expansion was 
completed, exceeded those of 1946 
by more than the amount spent on 
the improvements. 


Added Space 


Mr. Clark attributes this sizable 
increase in net almost wholly to 
the better merchandising which 
the remodeling made possible. It 
gave him more room, so that he 
could carry larger, more complete 
stocks; it put all merchandise out 
on open display, where customers 
could see and handle it; it pro- 
vided better lighting, to give mer- 
chandise greater appeal, and it 
gave the store an appearance that 
attracted new customers and kept 
old ones coming back. 

Victor Clark started selling nails 
in his grandfather's hardware 
store when he was nine years old. 
He was only 20 when, in 1937, 
with $200 capital, he acquired his 
own little store by taking over the 
small stock and assuming $600 
liabilities of the former owner. He 
built up the volume year-by-year 
until he was called for war service. 


When the call came from Uncle 
Sam, Mrs. Clark jumped into the 
gap and carried on the business 
during his 27 months of naval ser- 
vice. She did a good job of it, 
too, and received splendid help 
and understanding cooperation 
from both customers and suppliers. 

Like the storied bus driver, 
whenever Mr. Clark hit port with 
the navy he spent his time study- 
ing retail stores and their mer- 
chandising methods. He was sur- 
prised at the counterparts of 
American machines and methods 
which he found in the Philippines, 
and even in much bombed Tokio. 

Open Display 

In planning his postwar im- 
provements, Mr. Clark’s first 
thought was to provide open dis- 
play for all merchandise, so that 
everything would be exposed to 
the view of browsing customers, 
and nothing hidden away where it 
would not be sold unless called 
for. “People have become so 
thoroughly accustomed to visual 
merchandising,” he says, “that, 
unless they see what they want 


they figure you don’t have it, and 
go some place else to buy it.” 


Nail and Bolt Section 


One of his innovations is the 
nail and bolt bin section, in a rear 
corner of the store, which makes 
it easy to locate and easy to han- 
dle these items. The bins occupy 
13 ft. of wall space. In the lower 
section are 27 nail bins in three 
tiers. These are faced with 3-in. 
stainless steel strips, with a slope 
from them to the floor of the bin. 
so that nails can be scooped out 
easily. The top section contains 
162 plywood bolt bins, each care- 
fully labeled, so that any size bolt 
is easily found. 

Another feature Mr. Clark de- 
signed is a narrow display ledge 
cut into the front of the wrapping 
and cash register counter. Spaced 
off by glass dividers, the ledge dis- 
plays a number of small seasonal 
and generally used items. 

“Customers who have made 
purchases see these items while 
waiting for packages and change,” 
Mr. Clark says, “and it is surpris- 
ing how many pick up and buy 





Compactly arranged displays show a wealth of merchandise without any 
semblance of crowding. Ledges are only used for showing bulky items. 
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Note the cut-out display ledge in 


an extra item or two from this 


display.” 
Triple-Decked Display. 


An important factor in the store 
arrangements is the 5 by 10-ft., 
triple-decked display islands. There 
are five of these, three across the 
front and two back of them, flank- 
ing the cash register and wrap- 
ping counter in the center. The 
entrance to the store is on the 
right hand side, and a display 
island directly in front of the door 
is used as a “hot spot” for new 
and seasonal merchandise. 

The front center island features 
small appliances and housewares 
while the one at the left displays 
kitchenwares. Pottery and other 
attractive housewares fill the wall 
shelving at the front on the left. 
While many of the store fixtures 
have closed stock space under- 
neath, the housewares section has 
open display clear to the floor. 
Adjoining it is an attention get- 
ting wall section for brooms, mops, 
and cleaners. 

About 25 per cent of the store’s 
business comes from women, and 
one saleswoman is employed as a 
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front of the cash register and 
wrapping counter featuring small items that build impulse sales. 
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gesture toward the feminine trade. 
Cleanliness is a watchword 
throughout the store, but special 
care is taken to keep the women’s 
department neat and appealing, as 
well as stocked with the newest 
items to be had in housewares 
lines. 

“A man naturally tends to sell 
what he likes to sell,” Mr. Clark 
says. “I like to sell paints, and 
they are a good profit item, so | 
have emphasized this department 
and given it more promotion than 
most of the others. We sell only 
quality paints, and because we 
push the sundries just as hard as 
the paints we get good volume on 
them, too. Fully a third of the 
space in the paint section is de- 
voted to sundries display, and they 
help to make the department profit- 
able.” 


Sporting Goods 

In the corner in back of the 
paints is an attractive open rack 
display of steel goods, while a 15- 
ft. sporting goods section occupies 
the center of the back wall. A 
well rounded stock of sporting 
goods is carried, and attractively 
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displayed during the entire year. 
The right side of the store is 
strictly a man’s side, with wall 
shelving and display islands given 
over to tools, builders’ hardware, 
and other items of particular in- 
terest to men. Here, as well as in 
the paint section, the bulk of the 
volume comes from_ individuals 
who are interested in repairing or 
sprucing up their own homes, 
rather than from contractors. 


Heavy Passing Traffic 
While the Victor Clark Hard- 


ware is on Wichita’s principal 
avenue, it is some distance out 
from the downtown shopping dis- 
trict, a fact which has proved 
beneficial in many ways. Traffic 
past the store is heavy, but there 
is no parking problem. The store’s 
attractive front and well lighted 
interior make it a traffic stopper 
by day and by night, and there is 
always plenty of free parking 
space for those who stop. 

Because they can find what they 
want easily and be served courte- 
ously and quickly, the store at- 
tracts many rural customers, as 
well as a large patronage from 
Wichita’s west side residence area. 


89 





Hardware Age Display 
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Over-all view of the fixture showing plate glass shelves and turntable. 


E veny retail merchant 
should make a careful study of 
his fixture layout to determine if 
every square foot of floor area is 
producing sales. 

The chain stores maintain store 
planning departments which make 
a study of each store layout to 
be sure that the proper number 


of square feet are given over to 
each department. The independent 
retailer can check the sales in each 
department against the allotted 
floor area and this will enable 
him to determine which sections 
are under or over spaced. 

One of the ,main problems of 
most stores is lack of selling area 
or adequate space in which to dis- 


Go oO 


To help those hardware dealers who do not have a professional 
display man HARDWARE AGE has arranged with a display con- 
sultant, having more than 20 years’ experience in designing and 
building both windows and store interior displays, to write a series 
of articles on these important phases of successful operation. The 
author of this series—which will appear in every other issue of this 
publication—has gained practical experience, in his own business, 
designing and building fixtures and displays for retail stores. 

Your comments and suggestions are invited as to the types and 
kinds of displays YOU would like to see featured, in these pages. 
Should you wish information as to sources of supply for fixture hard- 
ware used in these display fixtures or about any other phase of these 
suggestions, please address your inquiries to: 

Display Editor, c/o Hardware Age, 100 East 42nd St., New York 


17, N. Y. 


90 


play the various lines of goods car- 
ried in stock. The only answer 
without increasing the size of the 
store is to go up. This can be 
accomplished by means of step 
risers or shelves on the table tops 
similar to the ones shown in the 
April 21, 1949 issue of HARDWARE 
AcE, page 174. This method will 
enable you to pick up valuable 
additional space in which to open 
display more goods in any given 
floor area without building an ad- 
dition to the store or increasing 
the rent. 


Motion Attracts Attention 


Another space saving method is 
to build up the display on the 
table tops with plate glass shelves 
set on chrome finish pedestals as 
shown in these drawings. One 
sketch shows a bank of four tables 
with this type of buildup at both 
ends and a special revolving unit 
in the middle section. The detail 
drawings show how to build the 
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ideas 


unit. Electric turntables can now 
be bought at low cost. The same 
unit can also be used in your 
window display. And MOTION 
will always attract attention which 
is the main purpose of any good 
display. 

We shall always be glad to mail 
you data as to the sources of any 
of the various display props men- 
tioned in these articles, just ad- 
dress your request to the Display 
Editor. 


An Attractive Showing 


Picture this bank of tables 
complete with these glass shelf 
buildups loaded with bright 
chrome electric irons, toasters, 
aluminumware, enamelware, glass 
cookware, ovenware, etc., and the 
center unit revolving and feature 
displaying special gift items and 
you will realize what an attractive 
showing it will make. 

For an added attraction the 
drawing with the two step glass 


Efficient Use of Display Space 
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buildup shows how you can con- 
nect up a tube light on the table 
top using frosted glass so that the 
light will reflect upon the goods on 
the shelves. This will put life and 
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Detail illustration of the turntable. 
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Detail illustration of the shelves. 


sparkle into the entire department. 

You will note that the table top 
is binned off with standard glass 
and hardware. 

These articles are written in a 
sincere effort to be of display ser- 
vice to the retail hardware dealers 
who cannot employ a full time 
professional displayman. The Dis- 
play Editor will be glad to receive 
your comments and requests for 
drawings of any particular dis- 
play you may have in mind, please 
feel free to Write to him any time. 

I well remember attending a 
farm auction sale and buying a 
number of old rusty hand forged 
tools, hammers, screw drivers, 
chisels, etc. These were later used 
in dozens of effective window 
trims, we would take a sheet of 
plywood about 4 ft. by 6 ft. in 
size and tack on 24 show card 
squares half white and half orange. 
Then one of the century old hand 
forged tools was wired on to one 
of the white squares and next to 
it a new highly finished advertised 
brand tool. Finally all the squares 
were filled and the panel used com- 
plete with neat cards to tell the 
progress story as the center piece 
in the tool window display. 


91 





Special Display Room Doubles 
Sales of Builders Hardware 


H. H. Bennett Co. has designed room following 
Dutch motif and a 50 per cent increase in volume 
has been the result. Lighting and fireplace fixtures 


A SPECIALLY de- 


signed room for the display of 
builders’ hardware has increased 
every sale of the line by at least 
50 per cent, for the H. H. Bennett 
Co., 106 Northampton St., hard- 


ware store, Easton, Pa. 


Sales Increased 


“It has always been my ambition 
to construct a special display room 
for builders’ hardware because 
this line is one of my favorites and 
also one of the largest in our 
store,” says John Bennett, presi- 
dent. And I realized this ambition 
when I constructed this display 
room about a year ago. Since 
then, I have increased sales in 
this line by over 50 per cent. That 
is, every customer of builders’ 
hardware, taken into this room has 
more than doubled his regular 
purchase, which is sufficient proof 
of the value of our newly built dis- 
play room.” 

The room measures about 10 by 
15 ft. and is located in the rear of 
the store. Any store customer who 
asks Mr. Bennett or one of his sales 
clerks about builders’ hardware is 
immediately taken to this room 
where they can make selections at 
ease and without other interrup- 
tions. 

Mr. Bennett followed a Penn- 
sylvania Dutch motif when he con- 
structed this display room because 
it lent itself best to the display of 
this line. The entire room was fin- 
ished in knotty pine with an 
insulation board ceiling. Around 
the ceiling of the room is a scal- 
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are also shown there 


O 
oo 


Looking through 
the Dutch door- 
way visitors see 
knotty pine wood- 
work and Dutch 
style cupboards. 


Oo O 
O 


loped knotty pine valance that 
house fluorescent tube lighting. 


Adds Atmosphere 
A Dutch door and a cupboard 


that covers an entire side of this 
room adds to the atmosphere and 
also to the display of builders’ 
hardware. On another side of the 
room is a closet door and the rear 
wall has been devoted to a fire- 
place display. Each serves a dis- 








play purpose and while space is 
limited, merchandise is satisfac- 
torily arranged for selling. 

“We selected the Dutch door to 
this room,” says Mr. Bennett, “be- 
cause we could best display 
wrought iron hinges, door knock- 
ers, locks and other applicable 
hardware. We also attached door 
signs and numbers, each in its 
place, so that it doesn’t present 4 
confused appearance yet permits 


HARDWARE AGE, AUGUST 11, 1949 











A 


4 Aga 
<—— 


ro 
4 





Anothe 
a wide 


us to 
merch 
The 
hinges 
numer 
Beneat 
a close 
the di: 
is illun 
and ¢ 
made, 
ately ¢ 
The 
display 
door | 
openir 
holder 
utility 
a pull 
and o 
“We 
of clo: 
the di: 


others 


HARD 











ace 13 
tisfac- 


yor to 
, “be- 
isplay 
enock- 
icable 
door 
in its 
ent a 
srmits 


1949 








‘ 





« 


Another corner of the builders’ hardware room is used to show 
a wide variety of fireplace equipment and plumbing specialties. 


us to display a large line of this 
merchandise.” 

The cupboard displays a line of 
hinges on doors, closet handles and 
numerous kitchen hardware items. 
Beneath each cupboard section is 
a closed cabinet in which is stored 
the displayed items. Each cabinet 
is illuminated by a fluorescent tube 
and as customer selections are 
made, the articles can be immedi 
ately obtained. 

The exterior of the closet door 
displays another line of hinges, 
door handles and locks and upon 
opening it there may be seen, tie 
holders, hat holders and other 
utility racks. In the closet itself is 
a pullout garment rack, hat hooks 
and other accessories. 

“We have found that more sales 
of closet accessories are made by 
the displays in this closet than any 
others that we have made in our 


store.” savs Mr. Bennett, “‘and even 
though these articles aren’t in- 
cluded in our regular line of build- 
ers’ hardware, they help to in- 
crease the sale.” 

The rear of the room features a 
fireplace. Placed in it is a circu- 


lating warm air unit and before it 
is displayed various kinds of fire- 
place equipment. Adjacent to this 
display is an imitation tile board 
area that features bathroom fix- 
tures such as towel racks, glass 
shelves, glass holders and other 
accessories. 

This room also features a num- 
ber of hooked up door chimes. A 
push of the wall buttons and they 
sound off. In addition, the walls 
display mail boxes, weather vanes 
and numerous sign posts and iden- 
tification signs. 

“Although we have a large num- 
ber of items on display, they do 
not present a confused appearance. 
That is because each line is shown 
in an individual area,” explains 
Mr. Bennett, “so that customers 
interested in hinges only sees 
hinges, and if they’re interested in 
fireplace equipment can only see 
it in one area.” 

As a subscriber to a_ building 
report service, Mr. Bennett is al- 
ways aware of new buildings being 
contracted for. As soon as he gets 
these reports, he contacts the con- 
tractor or builder and invites him 
and his customers to his show- 
room. 

“Many builders like to send 
their customers to us to select their 
own hardware fittings.” savs Mr. 
Bennett, “because they feel that 
their customers appreciate heing 
given the opportunity of making 
their own selections. 

“For us, it serves a double pur- 
pose. Not only do we make sales 
of builders’ hardware, but we ac- 
quaint these customers with ou 
full line of merchandise so that 
they return to us on their own 
accord at a later date.”, 


Facts No American Should Ever Forget 


INUTES of work required to 
buy one pound of average 
grade beef, based upon a recent 


survey made throughout the world 
by Associated Press: 


Kansas City 12Min. 
Washington, D. C. 8 “ 
*London, England i 
Stockholm, Sweden = 
Dublin, Ireland 28 “ 
Amsterdam, Holland 60 “ 
Paris, France 65 “ 
Oslo, Norway 66 “ 
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Prague, Czechoslovakia 67 “ 


Athens, Greece i Tila 
Budapest, Hungary “a” 
Brussels, Belgium 96 “* 
Geneva, Switzerland 108 “ 
Vienna, Austria 135 * 
Frankfurt, Germany 120 “ 
Helsinki, Finland i366 * 
Rome, Italy 150 “ 


* Rationed to 17¢ worth a week 


—from an advertisement by 
Standard Steel Spring Co. 
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How to Choose the Best Time 
Periods for Your Radio Spots 


Ad-Ventures 


Listening habits of the audience, rates of various time 


periods, surrounding parts of the program and the "best" 


shopping hours must all be given careful consideration 


[. was pointed out in 
this column some time ago that 
radio advertising can do an ex- 
cellent job of selling for the hard- 
ware merchant. Frequent com- 
mercials are ideal for conveying 
short, hard-hitting messages. They 
are comparatively inexpensive. 
They can be convincing. 

Among other factors, the com- 
mercial time periods play an im- 
portant part in the success of the 
campaign. Questions such as— 
When is the best time period? 
How can the largest audience be 
reached? Which times of the day 
are best for various types of cus- 
tomers ?—constantly confront the 
hardware radio advertiser. The 
correct answers will mean the dif- 
ference between sucess and failure. 

Let us examine some of the con- 
siderations which must be weighed 
in effective time period selection. 


Listening Habits 


1. Consider Audience Listening 
Habits. Intensive research has re- 
vealed specific audience listening 
habits. Knowing your own cus- 
tomers, it is possible to choose 
time periods during which most 
of them are listening to the radio. 
Following is a fairly general “lis- 
tening schedule”; 

5:00 to 7:00 a.m. This is an 
excellent time to attract early 
workers such as farmers and a 
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good time to offer merchandise 
which they need and use. 

7:00 to 9:00 am. We find a 
large family audience listening 
during this period as they prepare 
to go to work. Both town and 
city workers can be reached at 
this time. 

9:00 a.m. to 12:00 noon. This 
period is largely for women. Most 
men and children have left for 
work or school. This is the time to 
“push” all merchandise which is 
usually bought by women. 

12:00 noon to 2:00 p.m. Lunch 
periods mean an increased listen- 
ing audience of both men and 
women. Workers at home and in 
factories or stores usually tune in 
for radio entertainment. 

2:00 p.m. to 4:00 p.m. A de- 
crease in listening appears at this 
time. Women usually leave for 
shopping tours. Men are at work. 
After 3 o’clock, children begin to 
return from school and the listen- 
ing upswing begins again. 

4:00 p.m. to 6:00 p.m. An in- 
creased women’s interest exists 
here as shopping periods end and 
supper preparation starts. Chil- 
dren also help to increase the audi- 
ence. 

6:00 p.m. to 8:00 p.m. The 
evening period of family listening 
starts to increase at this time. Dur- 
ing and after supper, complete 
family units are found listening 
to the radio and are therefore sub- 
ject to advertising selling. 


By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 


Instructor of Advertising, 
Pace College, New York City 
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8:00 p.m. to 10:00 p.m. This is 
the peak period of listening for 
the entire day. This period is one 
of the best to advertise practically 
any item of merchandise. 

10:00 p.m. to 12:00 midnight. 
This period shows a diminished 
audience as most persons prepare 
for bed or are already sleeping. 
The smaller the town, the smaller 
is the audience. 

12:00 midnight to 6:00 a.m. 
Night workers form most of the 
audience during this time. Many 
stations are off the air. 

The use of a schedule similar 
to the one above will assist the 
hardware dealer considerably in 
selecting the best time periods for 
your selling message. 


Consider the Rates 


2. Consider the Rates of the 
Various Time Periods. Most radio 
stations vary their rates according 
to the different time periods, charg- 
ing the most for the largest audi- 
ence. For example, here is a 
typical rate breakdown. 

“A” time—6:00 p.m. to 10:00 
p-m.—most expensive. 

“B” time—8:00 a.m. to 6:00 
p-m.—moderately expensive. 

“C” time—before 8 a.m. and 
after 10:00 p.m.—least expensive. 

“A” time is usually prohibitive 
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Hose EASIER 
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Here's another mages A Remember to specify Du Pont “Cordura” High 
pealing Pls wearers” High Tenacity Rayon when you order a// types of hose— 
mood Rayon. Besides weld garden, industrial and washing-machine. And when 
ing less, it hos a you sell hose, tell the story of the “INNER CIRCLE” 


flexibility—colls sm ) . 
.--for easier sales... for more sales. We'll be glad 


; to send you the addresses of your nearest suppliers. 
Rayon Division, E. I. du Pont de Nemours & Co. 
(Inc.), Wilmington 98, Delaware. 


o 
REG. U. 8. PAT. OFF. 








BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 


for RAYON...for NYLON... for FIBERS to come... look to DU PONT 
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in price for the hardware dealer. 
“B” and “C” are most commonly 
used. In choosing the period, it 
is often discovered that the least 
expensive time produces the larg- 
est “potential customer.” For ex- 
ample, if you wish to reach the 
farmers, “C” time would probably 
do the best job for you. 

3. Consider the Surrounding 
Shows and Programs. There are 
preferred times within all periods 
and this depends upon proximity 


to established shows. A maximum 
of listeners can be obtained with 
commercials located between two 
popular network shows. As a mat- 
ter of fact, either before or after 
a good show will increase your 
audience. You are getting the 
benefits of top entertainment pro- 
vided by national advertisers. It 
is better to precede rather than 
follow a show since the audience is 
in a more receptive mood. 

4. Consider the “Best” Shop- 


ping Hours. For maximum effect, 
a selling message should be offered 
immediately before shopping time. 
With the audience in a shopping 
mood, receptivity to your adver- 
tisement is highest and selling is 
made considerably easier. 

Consequently, if you advertise 
on the radio, care and considera- 
tion of time periods can increase 
promotional efficiency. At “con- 
tract time” be sure to make the 
best possible choice. 


Heads of Wisconsin Firms Retire After Half Centuries 


BUSINESS association of 

more than half a century 
was brought to a close on June 1, 
when A. A. Wettengel and Wilmer 
D. Schlafer retired as officers of 
Schlafer’s Inc., which chaims to be 
“Wisconsin’s largest retail hard- 
ware store,” and the Schlafer Sup- 
ply Co., wholesale hardware firm, 
both of Appleton, Wis. 

Mr. Wettengel and Mr. Schlafer 
were feted by the 50 employees of 
the two companies, former em- 
ployees and many of the people 
who have sold to and bought from 


the companies for many years. 
The party was held on June 8, at 
the Appleton Elks Club. Each was 
presented with a sterling silver tray 
and 25,000 miles worth of gaso- 
line travel coupons, which they had 
to promise to use before they were 
allowed to open them. 

New officers of Schlafer’s, Inc., 
the retail firm, are: E. D. Kellogg, 
formerly of Wisconsin Rapids, 
president: William J. Roemer, 
vice president, and Mrs. Margaret 
De Long, secretary-treasurer. 

The new officers of the Schlafer 





A. A. Wettengel and Wilmer D. Schiafer are holding the silver trays and the 
coupons for 25,000 miles of gasoline with which they were presented by 


their employees when they retired from business. 


Shown with them at the 


testimonial dinner are, Karl Haugen, (left), the new president of the Schlafer 
Supply Co.; Mrs. Mary Albrecht, new treasurer of the same company, and 
E. R. Kellogg, new president of Schlafer's, Inc., retail hardware company. 
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Supply Co., the wholesale hard- 
ware and mill supplies company, 
are: K. M. Haugen, president; 
Mrs. Haugen, vice president; W. 
D. Schlafer, secretary; Mrs. M. 
Albrecht, treasurer; D’Arcy Mc- 
Gee, manager-superintendent, and 
Nels Nutting, assistant manager- 
superintendent. While he is retir- 
ing from active Mr. 
Schlafer is remaining as secretary 
of the wholesale company. 


business, 


Mr. McGee, the new manager of 
the wholesale firm, had been assis- 
tant manager under Mr. Wettengel 
and has been with the company 
for 23 years. Mr. Nutting had 
been tool department manager for 
29 years. Len Weilock is the new 
manager of the tool department. 

The Schlafer businesses date 
back to 1883 when O. P. Schlafer, 
the father of Wilmer Schlafer, 
bought out an established hard- 
ware business and went into part- 
nership. He had this 
country, by himself, at the age of 
14, and started work in Appleton. 
Wilmer Schlafer spent all his vaca- 
tions and holidays working in his 
father’s store, but he had a stake 
in the business from the time he 
was 10 years old. 

In that year his father took him 
to the 1893 Columbia Exposition 
in Chicago where he learned about 
photography. That Christmas he 
received a camera from his father 
and in March, 1894, when just 11 
years old, he opened a photog- 
rapher’s studio in the store, with 
capital assets of $34. 

He had his own bank account, 
ewn cash register and his own cus- 
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These Cleveland merchandising tools 
: will boost your chain sales! 


Mr. Dealer, you can increase your chain sales Customer attraction of Cleveland Chain is en- 
‘volume and profit by one simple action: Put _ hanced by attractive, convenient packaging, mod- 
| Cleveland chain on display so it can sell itself! ern displays and sales aids. 

Chain on display consistently outsells chain in Put Cleveland profit-makers in your store today. 

bins or on shelves by 40%. Your jobber will gladly give you full details. 





The Reel Salesman turns the spotlight on chain The Sales-Master is built for heavy-duty service, 
—makes it a star attraction. It holds 4 reels or streamlined to the needs of the busy, big store. 
their equivalent in 2 or ¥ reels. Holds six reels... promotes sale of heavy welded 


chain such as Proof Coil. 









Since oavid SOvne 1869 
NA 








CLE VELAND (BAIN 


There’s beauty, col- 
or, sales appeal in 
; this new dog chain 
PROOF COIL CHA! display. Plastic 
' handles in 4 colors 
add to the bright 
attractiveness of 
nickel plated chain. 





The Cleveland (hain & Mfe Co. 
Cleveland as Ohio 


Associate Companies: David Round & Son, 
Cleveland 5, Ohio ¢ The Bridgeport Chain & Mfg 
Co., Bridgeport 1, Conn. © Seattle Chain & Mfg 
Co., Seattle 8, Wash. ¢ Round California Chain Co., 
So. San Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton 7, N. J. 


fg wudis 











Proof Coil and BBB Coil Chain in 
, . sa 

popular sizes now available in at- y, 4 

tractive plywood “Keg-ettes.” — Pre 

(250 ft. of 36”. 150 ft. of %”. aS 

100 ft. of 46”. 75 ft. of %”.) Can 

be reshipped by jobber without 


sepacking. green red 
yellow blue 








' Certified 


sa: INSTITUTE 
Member ‘ 
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tomers. To expedite better book- 
keeping between the two establish- 
ments he sold his business to his 
father for $5,000 when he was 
about 16 years old. 

Mr. Wettengel started with the 
business as a bookkeeper. At that 
time the store opened at 6:30 a.m. 
and closed at 8 p.m., with the ex- 
ception of Saturdays, when it re- 
mained open until midnight. Mr. 
Wettengel recalls that if the em- 
ployees wanted haircuts, they 
sneaked away just before midnight 
on Saturdays and headed for the 
barber’s. 

When Mr. Wettengel started in 


Dairy Supplies, a Key 


the store it had three owners, a 
clerk, a driver, and seven or eight 
tinsmiths. The hardware store sold 
mostly hand craft tools for hewing 
out homesteads, some kitchen ne- 
cessities and logging and river 
supplies. 

Messrs. Wettengel and Schlafer 
purchased stock in the business 
when it was incorporated in 1905, 
and became known as Schlafer 
Hardware, Inc. At that time and 
ever since, employees have been 
given the opportunity to purchase 
stock and today they own most of 
the stock of the two companies. 

The firm was divided into two 





businesses in 1937, and the whole- 
sale branch has considerable trade 
with paper mills and allied indus- 
tries. 

The retail store was renovated 
early this year. (See P. 74, June 30 
issue of HARDWARE AGE.) 

Mr. Wettengel plans to take 
short trips to use up those 25,000 
miles of free gasoline, and will 
work in his garden. 

“I’m out to have fun. Maybe I'll 
catch a fish or two,” says Mr. 
Schlafer. His stamp collection and 
cottage life will keep him busy, 
and he also plans to work on his 
golf game. 


To the Rural Market 


H. H. Dickson, Inc., has captured a steady farm business 
by selling service along with equipment to the dairy 
farmer. Its dairy supplies' volume approximates $25,000 


A COMPLETE _ line 


of dairy supplies backed up with 
thorough knowledge of the line 
and an installation service has 
given H. H. Dickson, Inc., Green- 
ville, S. C., a firm hold on the rural 
market. The company’s sales vol- 
ume has been running from $125,- 
000 to $150,000 annually with an 
average of around $25,000 in 
dairy supplies. The remainder is 
in hardware, appliances, and bee 
supplies. 

Once won over to a store, the 
dairy man turns into a good cus- 
tomer buying an average of $150 
a month worth of replacement 
parts, washing powder, disinfec- 
tant and other supplies. But win- 
ning the dairyman as a steady for 
the Dickson company has meant 
being in a position to handle 
orders, large and small: from 
dairymen having only two or three 
cows up to those who are install- 
ing large pasteurizing plants. 

It requires more than just sell- 
ing experience. For instance, Mr. 
Dickson must be able to advise a 


98 


farmer not only as to the proper 
equipment to use and type of barns 
to set up but also how to comply 
with all city, country, and state 
health regulations. 


Planning Service 


“We offer the farmer a com- 
plete planning service,” points out 
Mr. Dickson. “We help him draw 
plans based on those suggested by 
the agricultural authorities with 
whom we are in close contact. We 
then submit those plans to the 
health authorities and get them 
approved before the farmer spends 
his first nickle. After plans are ap- 
proved, we are finally ready to 
make complete installations.” 

Installations mean sales of large 
size water heater, electric milkers, 
electric churns, ventilating systems, 
pumps and other items. This is 
all in a complete, contract pack- 
age, ready for the farmer to put to 
work. It is natural for the dairy- 
man to come to the Dickson hard- 
ware store because of that service 
and it follows just as naturally that 


he will return for other merchan- 
dise. 

“Dairymen make excellent cus- 
tomers,” Mr. Dickson states. “They 
are on a sound business footing. 

“We have found rural selling to 
be a wide-open field. The farmer, 
however, doesn’t respond to ex- 
actly the same sales methods as 
does the city customer. Conse- 
quently the same system of sales 
promotion does not work.” 

Mr. Dickson has two outside 
salesmen calling on both the rural 
and city trade. But he avoids high- 
pressure methods. He does not 
put a truck on the road making a 
round of calls to sell supplies. 

During farming time, the farmer 
is usually too busy to leave his 
work. Then the store deals largely 
with the farm lady. That is the 
time that the Dickson staff sell her 
home appliances. A full line of 
home appliances is displayed in the 
store to tempt her. And to hold 
her trade, a complete appliance 
service department is also main- 
tained. 

Since paint is used regularly on 
spic and span dairy farms, that 
means added volume because it 
results in a steady repeat business. 
Another companion sales oppor- 
tunity is builders’ hardware for 
new or remodeled dairy structures. 
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These KEIL JIMMY-SAW-PROOF 
LOCKS are especially designed for 
wharehouse and store door use. 


Hardened steel bolt cores provide 


you with the utmost in security. 


P No. 51000 — No. B51000 
Dealers throughout the entire coun- one cylinder 


try are stocking these new KEIL 
LOCKS .. . they mean steady busi- 
ness and steady profits . . 














No. B51090 
Two Cylinder Lock 


No. B51001 
two cylinders 


CALL YOUR JOBBER TODAY 
AND ORDER YOUR STOCK i. 00 














KE YouP1icaTinc MACHINES 


HARDWARE AGE, AUGUST 11, 1949 99 





Pp ple Want Traps 
IP esigned by VICTOR 


i). 


..- THAT MEANS 


uick Profits for You! 





No. 22 Victor Coil Spring Double 
Jaw Trap. Jaw spread, 5% 
of chain, 20'%4"'. Weight 

per dozen, 17'/2 Ibs 


; length 
packed 





i 


I. pays to sell the well-known, quality 
line. It pays to sell Victors. For Victors 
bring profits...PDQ! Your customers 
know from experience that Victors are 
ruggedly built by men who know trapping. 
And now you can sell them the trap they've 
waited to get since before the war. It’s the 
No. 22 Victor Coil Spring Double Jaw 
Trap, designed to prevent fox, raccoon, 
skunk and mink from escaping. Order 
your No. 22 Victors now and be ready 
for those sales. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. « PASCAGOULA, MISS. 


It pays to sell 


VICTOR 


the TRAPS that trappers know 





Ants make the market. VICTOR ANT TRAPS 
make the profit. Order from your jobber. 
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“Leave-Us-Alone"” Week 


(Continued from page 81) 


dean of Douglas hardwaremen 
served on the publicity committee 
to put out a folder that was mailed 
all over the country. 

Mr. Weir who manages the 
New Peoples Hardware Co. and 
still finds time to write a column, 
“Weir Telling You” for the Coffee 
County Progress, pointed up the 
week his column and also i 
his store’s advertisements. Ad copy 
read: 

“This week has been dedicated 
to ‘Leave-Us-Alone Week’ for the 
merchants. No contributions will 
be made during the week. We wish 
to be able to devote all our time 
to serving-the customer without 
any interruption. To show we do 
appreciate this opportunity we are 
going to make some special prices 
on the things you need every day. 

“For instance, every lady wants 
to try her hand at painting furni- 
ture, so, with every quart of... 
enamel, we will give her an hon- 
est to goodness pure bristle brush, 
anything from one inch to two- 
and-one-half inches wide. 

“To the men, 
50 cents on any pocket knife we 
have in stock. 


we will give off 


“For the boys, we will give with 
every 22 rifle, 100 22 cartridges, 
either short, long, or long rifle. 

“For the girls we have some- 
thing unusual. We learn that more 
girls are learning to cast in fish- 
ing. We will’ give a discount on 
any reel or line or bait bought. 

“Help us enjoy this week and 
get some bargains on_ things 
needed.” 

In his column, on the subject of 
“Leave-Us-Alone Week,” Mr. 
Weir, commented in part: 

“Merchants are generally big 

but the sad 
part of it is there are some who 


hearted people 


seem to make it a business to ask 
for aid. The merchants are happy 

feel that for one whole week, 
they will not be called upon for 
any donations and can give their 
full time to serving their cus- 
It also gives them the 
added time to study their stock 


tomers. 


HARDWARE AGE, 


and to arrange it to better ad- 
vantage. 

“Being in the hardware busi- 
ness naturally I am _ interested 
in doing my part for the com- 
munity, but with so many drives 
for national causes plus the state 
drives and the county drives, it 
becomes more or less a hidden 
extra tax on business. 

“However we will have one 
week free to say ‘No thanks not 
this time’ but the next week we 
will go back in the old groove 
and the old pocket book or open 
the cash register and start all over 
again. This is the American Way 
of Life and we like it!” 

At the Fellows-Slocumb Sup- 
ply Co., a hardware and builders’ 
supply firm, Tom Fellows looked 
pleased when he was able to point 
to his cash register and the sign 
that said for the week it would 
be all “sell” and no “give.” 

As a guide to other communi- 
ties and merchants that like this 
idea of having a week to them- 
selves—with business off limits to 
solicitors—the Coffee County 
Chamber of Commerce in Douglas, 
Ga., will send a pamphlet telling 
how to stage a similar observance. 
Some of the promotional hints 
are: display of posters announc- 
“Customers Only Week” 


burial of 


ing a 
parades, funeral and 
“Mr. Gimme”; signs at city limits 
telling all solicitors to keep out 
observance; and 


“Miss 


during the week’s 
a beauty show to select 
Leave-Us-Alone.” 


Make an Annual Event of 
Fall Window Unveiling 

ERCHANTS of Fond du Lac. 

Wisc., 

of the dramatic and its value to 

year they 


have a good sense 
merchandising. Each 
stage a huge parade, including a 
100-piece military band, on the 
night when stores’ fall windows 
are unveiled for the season. Stores 
are all open until 9:30 that eve- 
ning, with many people coming in 
to buy. 
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WASHINGTON’ FRUGAL 


& 
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(_d 
WIN 
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| 1 Sew Model No. 4938 


Ze Q h 55 eager 7 
(a IKE oc >. NEW VALUES... 


Iwo new Models that Strike Pay - Dirt! 


Your customers are demanding better values . . . they want 
heating appliances with plenty of plus features. You can 
satisfy them with 49-ers . . . oil burning heaters of out- 
standing beauty and powerful capacity; designed and pro- 
duced by one of the early pioneer manufacturers of oil 
burning heaters. 


See these and other WASHINGTON Heating and Cooking 
Appliances at our Booth 515-B, Chicago Furniture .Market. 


Plenty of Plus Features... 


Down-draft Hot-Blast tube spreads flame, increases heating capacity 
on high fire, makes possible less oil consumption on low fire. 









Radiant heat is provided by Ray-Dors and grille in lower front. 





Three hot-air ducts in rectangular combustion chamber provide 
greater radiation surface, increase heating efficiency. 


*WORTHY OF THE NAME 


Insta-Liter available for quick starting. 





Waist-high oil control. Cheerful fire-glow window. 


Approved by Underwriter's Laboratories. ~ ea 1) 
° 


aren 


PY { 
WW = ... Beautiful 





Ay 7 
Established 1862 LO Blonde Model 
A new light finish of 
f e GRAY Ae 
of ers” Th RAY and DUDLEY Co, exquisite tone that har- 
WORTHY OF It wae . - . * 
IGray & Dudley Coll Nashville 3, Tennessee monizes with modern 
incmere wet furnishings. 
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As I have written, 


while side tracked the past few 
months in a convalescent hospital, 
I have grasped the opportunity to 
do a lot of careful reading. 

We have been passing through 
an era of historical biography and 
autobiography. 

The Churchill memoirs have 
been intensely interesting. He has 
lifted the veil so that we can see 
the intimate workings of diplo- 
macy behind the curtain of war 
planning, execution and the play 
of strong world personalities upon 
each other in the titanic struggle 
for world domination between the 
nations. One would be dull-witted 
indeed if many of the revelations 
did not produce food for deep 
thought on the past, present and 
future of world ideologies. 


Far-Reaching Influence 


As one reads the great drama 
it is evident that these far reach- 
ing events in our own history have 
had and will have far reaching in- 
fluence on our own lives. This 
makes each of us an active par- 
ticipant in the Homeric stories we 
read. We sit with Churchill in his 
company and we know him and 
the other important men who meet 
and discuss the tragic issues of 
state. No intelligent citizen should 
fail to read these books. A course 
at one of our great colleges is just 
a lesson in shadow boxing when 
compared with the great series of 
autobiographies that have just 
been issued. 

There comes the story of Presi- 
dent Roosevelt and Harry Hopkins 
written by Robert E. Sherwood. 
This, of course, is rare and un- 
usual reading but the endless small 
gossip that went on, the political 
byplay somehow seemed petty 
compared with Churchill’s and 
General Eisenhower’s memoirs. 
Then there was Byrnes’ book. 
Very interesting but not soul 
working. Somehow I did not ex- 
pect so much of Gen. Eisenhower's 
“Crusade.” Possibly that is why 
I was surprised and thrilled by 
what I found. General Eisen- 
hower’s book will live as an epic 
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Dean's 


Page 


By SAUNDERS NORVELL 





SAUNDERS NORVELL 


when our generation has passed 
on. I hardly know how to write 
about this book. First of all he 
takes the complicated subject of a 
great war with new weapons and 
problems and makes it all crystal 
clear to the untrained lay mind of 
the average citizen. We are struck 
by the careful planning of cam- 
paigns—every feature, every 
chance, figured out in advance 
and then all timed and put on 
paper with detailed orders to 
commanders. Each must do his 
part with his command according 
to an over-all plan, but he must 
do his part at a fixed time. To be 
ahead of time was as bad as being 
behind time. 

When I had read and re-read 
this remarkable book I had one 


great regret. Why hadn’t I read 
such a book 50 years ago? Gen- 
eral Eisenhower’s methods of win- 
ning battles can be applied to any 
business. If not a general he 
would have made a great business 
man. 

General Eisenhower had a tick- 
lish job. It was no easy trick to be 
the boss of seasoned commanders 
of other nations. Human nature is 
always at work. Reading between 
the lines one can see where the 
General had to call on all his great 
fund of tact to keep from upsetting 
the applecart. To do this he even 
withholds praise. But it’s not hard 
to see what he thought of Gen- 
erals Bradley, Montgomery and 
Patton and all the others. Gen- 
eral Bradley was the dependable 
man who always delivered the 
goods. General Patton was the 
fighter. He was sent to take im- 
possible positions. I expect to read 
this book of Eisenhower’s many 
times. 


Research Isn't Fun 


Among books I made another 
discovery, “The Times of Mel- 
ville and Whitman” by Van Wyck 
Brooks. The hard work Brooks 
must have done in writing this 
book is simply appalling. Re- 
search among old documents isn’t 
fun. If you want to know about 
our American writers in the past 
50 or 100 years, arranged geo- 
graphically, get this book. You 
may think you are fairly well in- 
formed on American literature but 
this book will convince you that 
you are an ignoramus. Who was 
Wild Bill Hickok? What year 
was Custer’s last battle of the Lit- 
tle Big Horn? Where was the bat- 
tle fought? What did General 
William Tecumseh Sherman have 
to do with the American Indians? 
Who was “Detroit” after whom the 
town was named? Get Brook’s 
book and have all your family 
read it. 

Now to the point of this article. 
Autobiography is now stylish. 
People are not only keeping 
diaries, they are reading biog- 
raphies. 

But to write a worthwhile biog- 


(Continued on page 106) 
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What Tax Exemption Means in Competition 


, aagad tax exemption means 
in competition between dif- 
ferent types of businesses—and in 
taxes not paid to the Federal Gov- 
ernment—is shown in the accom- 
panying chart. 

The chart has been developed 
from statistical data submitted to 
the Ways and Means Committee 
of the House of Representatives 
during the November, 1947, hear- 
ings of the committee on taxation 
of cooperative businesses. 

Complete escape from federal 
income taxes for profits of city 
consumer cooperatives is possible 
because patronage dividends paid 
to consumers based on purchases 
of consumer goods, are not treated 


or to build up unallocated reserves, 
they would be subject to corporate 
income taxes on earnings so util- 
ized. However, they can credit the 
patronage dividends and _ retail 
cash earnings for business pur- 
poses without incurring tax lia- 
bility. 

For purposes of the computa- 
tion, certain reasonable assump- 
tions are made. For example, it is 
assumed that the ordinary corpora- 
tion follows the 1945 practice of 
retaining 50 per cent of profits 
after taxes in reserves for expan- 
sion, while the average farmers’ 
cooperative retains 23 per cent of 
its profits in direct reserves. 

For the computation of individ- 





THE INEQUALITY OF TAX EXEMPTIONS 


PerCent of Earnings Zahen by Federal Income TAXES 
From Various Types of Business Enterprises in Two Income Groups 





ic TOTAL BUSINESS NET EARNINGS* OF $10,000--- 100% _—» 
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if you have any 
doubts regarding 
benefits derived 
by those who are 
enjoying tax ex- 
emption, look at 
this chart. It tells EXEMPT 

the story. 
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“Net earnings before payment of Federal Income Toxes but offer all other expenses 


PREPARED BY INDIANA STATE CHAMBER OF COWMERCE—1948 





by the treasury as being taxable 
income in the hands of individuals. 
Also, it is possible for city con- 
sumer and non-exempt farmer co- 
operatives to manage their finances 
so that they escape all corporation 
income taxes. 

If either the city consumer or 
non-exempt farmer cooperative 
elected to pay dividends on stock 


ual tax amounts, it is assumed that 
stock and patronage dividends are 
distributed in units of $100 to each 
individual stock holder or coopera- 
tive member. Because farm income 
averaged less than $3,000 in 1945, 
it was assumed that only 50 per 
cent of the recipients of patronage 
dividends would have enough 
other income to be taxable. 
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ANO YOU 


Sales come quicker when you 
stock the complete line of Star 
hand and power hack saw 
blades and metal cutting band 
saw blades. More people ask for 
Star than any other blade. That's 
because Star blades cut faster 
and cleaner and last longer. 
Besides, Star tells customers how 
to buy, use and care for metal 
cutting “blades for best results. 
The handy booklet “Metal Cut- 
ting” for pocket or tool kit, and 
the Star Wall Chart for the shop, 
both chock full of helpful hints 
on metal cutting, are free for the 
asking. Order a supply now... 
be sure you have a good stock of 
Star blades on hand always. 


ld We 


FY 





BROS., INC 
Middletown, N. Y 


CLEMSO 


‘2 Makers of hand and power hack 
saw blades, bond sow blades 
and the Clemson Lawn Machine 


103 





Theres a perfect Boss Glove 
or every job 


It’s a cinch when you 

display the Boss line of gloves 
. because there’s a wrist or cuff 
style for every need . .. and you've always 
got the right pattern or cut for 

You're always 








your customer! ... 

within “overnight” 
distance because Boss jobbers are supplied 
by seven completely stocked Boss 


shipping 


warehouses across the country. 


LITTLE JOE 
SAFETEE 


Full leather thumb, 
finger tips, continu- 
ous pull, knuckle 
strap, rubberized 
waterproof cuff ma- 
terial, elastic strap, 
2%” safety cuff. 





1250 FIST GRIP 


Knit wrist; full leath- 
er thumb and fore- 
finger, finger tips. 
Gunn pattern. 





581 HI-BAK 


“Norip” thumb, in- 
side palm and thumb 
lined, continuous 
leather pull, elastic 
strap across back, 5 
rubberized water- 
proof gauntlet. 





THE BEST KNOWN NAME 


WORK GLOVES 


60TH YEAR—THE BOSS MANUFACTURING COMPANY 
KEWANEE, ILLINOIS 





| 








Color and Light Help 
Lark's Sales to Soar 


(Continued from page 76) 


always hear a customer come in 
the door, especially if they were 
in the back room warehouse. 

The electric eye arrangement 
rings a chime in the back of the 
store when a customer breaks the 
light circuit by walking in the 
doorway. Customers are now 
waited on promptly, as a result. 
Moreover, ringing of the chime 
enables them to tell the order in 
which customers enter the store, 
during busy periods. It also re- 
duces loss through pilferage. Due 
to these advantages, the innovation 
has already paid for the $40 cost 
of installation. 

For the most part, Lark’s Hard- 
ware carries only nationally adver- 
tised products as these are high 
turnover items. 
their own name brand of paint, 
which is carried together with a 


An exception is 


well-known national brand. The 
reason for this exception is that the 
former owner of the store carried 
a locally manufactured brand of 
paint with his own label on it, and 
had built u, considerable demand 
for that product in the district. 
Mr. Lark acquired this stock, and 
found that it still moved in satis- 
factory volume. 

under the “Lark” 


This is now sold 
trade name. 

Before opening his own store, 
Mr. Lark was co-owner of another 
successful Seattle hardware store. 
Prior to that, he worked as a sales- 
man and a department manager in 
a large chain organization. 


Farmers’ Day Attracts 
Customers to Town 
HEN merchants of Sidney, 
Mont., 


Day with a Labor Sav- 


sponsored a_ big 
Farmers’ 
ing Caravan Exhibit, a showing 
of new appliances, farm machin- 
ery, and the offering of free lunch, 
a show and a dance, they jammed 
the town with farm families. The 
project was a success and local 
merchants made many friends and 
did a big business. 
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Newspaper Honors 
William A. Bell 


tT Seattle Times, in a recent 
Sunday issue, carried a lengthy 
feature story on the career of 
William A. Bell, president and 
chairman of the board of the 
Yakima Hardware Co., Yakima, 
Wash., who went to work for the 
hardware company in 1892. 

“When I first came here in 
1872,” Mr. Bell recalls, “Yakima 
had about 2,500 people as com- 
pared to 38,000 today. There 
were only about a dozen or so 
‘big’ businesses, all of them oper- 
ating in one-story buildings. 

“When I first started work for 
the hardware store it had a small 
stock of implements and five em- 
ployees. I was chief clerk and 
worked from 7 a.m. till 9 p.m. or 
later. In addition to selling I kept 
the books after the store closed. 
That first year the store did a 
business of between $30,000 and 
$35,000. 





WILLIAM A. BELL 


“Today the company has a staff 
of 175 and does a $4,000,000 busi- 
ness, with 12 salesmen covering 
Central Washington for its whole- 
sale department.” 


Mr. Bell served as first president | 
of the Rotary Club and as presi- | 





King Cotton Sash Cord 
looks, tests, feels and is a quality 
cord... designed and manufac- 













@ MADE FOR 
© PRICED FOR 


Value 


tured to give longest service life 
under severe conditions. It's a 
TOUGH CORD for TOUGH JOBS. 


And it's priced for VALUE... 
your best buy in a quality sash 
cord. To assist you in merchan- 








dent of the Chamber of Commerce | 


and has long been active in the 
Boy Scouts. He helped organize 
the Yakima Trust Co. and Ya- 
kima Federal Savings & Loan Co. 

The Times story said: “Bell, 
great as is his renown as a builder 
of expanding businesses, wins even 
more attention as a builder of 
men.” 

Mr. Bell is a member of the 
Harpware Ace 50-Year Club. 
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dising this fine cord we now offer 
Sizes 7 and 8 in an attractive 
floor display self shipper... 
Packaged to Sell! Order from 
your jobber — today. 


e PACKAGED TO 













THE King Coffon LINE 


© Chalk Line 





© Sash Cord 






© Clothesline © Cable Cords 





© Mason's Line ® Venetian Blind Cord 
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JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 
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“Streamlined for Sales : 
Packaged for Profits 


Write for catalog TODAY. 


LOCKS FREEZE AT (°)(0) | 
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(For LOCKS THAT STICK 
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(Continued from page 102) 


raphy many notes, documents and 
letters must be read. Where can 
they be found? I have received an 
offer of a commission to write the 
history of a great western mer- 
chant. I would like to do it, but 
the family and business associates 
of this remarkable man_haven’t 
preserved a scrap of paper about 
him and his correspondence and 
papers were mislaid or destroyed. 
As a result, much valuable busi- 
ness history of this man, his city 
and family is lost and an interest- 
ing and valuable biography will 
never be written. 

A member of the Missouri His- 
torical Society has written me ask- 
ing for anecdotes and letters. I 
regret I have only a few. 

All this leads up to the sugges- 
tion that every business organiza- 
tion and family should have a his- 
torian and he should keep and 
preserve all important papers and 
records, 


Now here’s a suggestion I have 
made before. In my 
have often asked when and how 
the town I was visiting got its 
name. It was a common thing for 
the citizens not to know. 


travels I 


How many Detroiters know any- 
thing about the great Indian chief 
Detroit, for whom it was named. 
Is there a car called the Detroit? 

When I pulled this inquiry on a 
town near New York at a cham- 
ber of commerce dinner, no one 
knew the answer. So I suggested 
that a brief history of the town be 
printed on thin paper and pasted 
inside the back cover of every 
book in the town library. If this 
were done, I said, every man, 
woman and child taking out a book 
would read about the early history 
of the town. How many inhabi- 
tants of Davenport, lowa, know 
who Davenport was and why the 
town was named after him? 


Let’s look forward in New York 
City. The U. N. buildings are now 
going up. Steel is going into place. 
I have been wondering what 
changes in New York will be 
brought about by all the U. N. 


(Continued on page 114) 
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STYLE 1300 


FAMOUS ARVIN 
SAFETY LOCK 


Slips into place by 
itself when table 
is opened. Can’t 
J work loose. Re- 

leases with one finger. 


Spectacular Success of the Arvin 
1200 Ironing Table! 


The Arvin Standard 1200 Ironing 
Table, at the new low price, continues 
to show amazing sales-building power 
—breaking sales records in leading 
stores throughout the nation. 


The New ARVIN 
Adjustable Ironing Table! 






Unqualified acceptance paves the way for big-scale Fall 
promotions in the nation’s leading stores. 


Lowest priced nationally advertised all-metal adjustable 
ironing table on the market! 


4 CONVENIENT HEIGHTS 


~ s 5 , bn 


"A 32 . ATA 30 97 
i" Li 
} | ] 

Pa vy | pm. e)% 


For women tall, medium or short . . . For standing or sitting . . . For 
Mother or Daughter. Amazing speed and ease of adjustment — 
“Fool proof’’—Sets at any height in 30 seconds! 

Women say: “The Arvin adjustable feature is simpler, easier to operate, 
so that I use it more often and get more good out of it.’’ Table stands firm 
and rigid at each height, without wobble, rattle or looseness of any kind, 








RAVE the name on mony profit-building products of 


NOBLITT-SPARKS INDUSTRIES, tnc., 
Columbus, indiona 
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NATIONALLY ADVERTISED © ALLMETAL OUTDOOR FURNITURE 
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@ METAL CHROME-PLATED DINETTE SETS 















Retail 






MORE SALES! 
MORE PROFITS! 


By ® for you. 
DN / 


Contains New 
IMPROVED FLEXISEAL 
CAULKING COMPOUND 


Demand by customers who 
wanted to do their own caulking 
repairs without the need of a 
gun created the new Flexiseal 
Collapsible Tube. 


el 


It contains improved Flexiseal 
Caulking Compound in Brilliant 
White ...the whitest white 
made. The Flexiseal tube will 
not crack or break; gives even 
pressure, and ,is air-tight to 
prevent oil loss or drying. 


Sturdy key with every tube 
EC SENT LES SO SRR ERE oe mo 


—— 


USE THIS SALES 
BOOSTING DISPLAY! 
Flexiseal Collapsible 
Tubes are shipped in 
self-displaying carton; 
place it on your coun- 
ter for bigger sales! 





NEW FLEXISEAL CARTRIDGE FITS ANY GUN! 
Another Flexiseal first! Only cartridge 
made to fit either 
conventional or 


skeleton type gun. F 


5 o¢ Brilliant White 





For extra sales and extra profits, order 
Flexiseal from your hardware or paint 
jobber today; or write us for informa- 
tion. 


LANDEN PUTTY WORKS 
MALDEN. MASS. 
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Bay State Salesman Has Never Missed an Order 
From One Customer in Half Century 


oo H. DORN, who rep- 
sents the Edw. K. Tryon Co., 
Philadelphia wholesale hardware 
firm, in New England, claims that 
he can better the record of 
Thomas Cranley, of J. Russell & 
Co., Holyoke, Mass., wholesale 
hardware house. In the June 2 is- 
sue of HARDWARE AGE there was a 
story about Mr. Cranley, who be- 
lieved that he had set a record 
for travelling salesmen by having 
occupied the same hotel room 
once a week for the 30 years that 
he has been going to North Adams, 
Mass., on business for the Russell 
company. 

While Mr. Dorn doesn’t claim 
to have occupied the same room, 
he does claim to have gone to the 





FREDERICK H. DORN 


‘ 


same hotel as Mr. Cranley, for a 
much longer time—19 years long- 
er, in fact. He has been stopping 
at the Hotel Richmond, in North 
Adams since March 1900. 

Mr. Dorn writes: “I stopped at 
the old Richmond Hotel before 
this one was built in the horse and 
buggy days. I have a similar rec- 
ord in several hotels in New En- 
gland as I have been covering the 
same route 491/3 years. 

“The Burlingame & Darby Co., 
one of my oldest customers in 
North Adams, have never passed 
me with an order in all this time, 
some 50 years. I think that is quite 
some record. I was made a mem- 


ber of the Harpware AGE Fifty. 
Year Club some six years ago.” 

That certainly is “quite some 
record,” Mr. Dorn. Perhaps some 
other “knight of the road” cap 
beat Mr. Dorn’s record. If g, 
HARDWARE AGE would like to hear 
about it. 


How to Cut Your Stock 
Handling Costs 


(Continued from page 86) 


the same time. This simplifies mat- 
ters for the man who is taking it 
out of the stockroom. 
his time, it saves your money. 

Warehousing efficiency experts 
pass on these two helpful hints 
that will aid in making your stock 
handling system work: 

1. Have good lighting in the 
warehousing area. No matter how 
well you have marked the location 
system, or how intelligently you've 
planned for group placement, 2 
the man who goes after the stock 
can’t see clearly what he is doing, 
he can’t accomplish what you want 
him to—which is to find what he 
needs rapidly, and get back to 
work. Saving on the light bill in 
your stockroom is a poor economy. 

Z. Educate your personnel to 
the plan. Take as much pains 
teaching the set-up of the stock- 
room as you would to drum home 
the importance of any new com- 

The reason for this is 
Unless the men who use 


pany rule. 
obvious. 
the streamlined stock handling sys- 
tem know it thoroughly, they can’t 
use it with maximum efficiency. 
Unless you have sold them on the 
fact that the new plan helps them, 
they'll grumble about the new: 
fangled idea and they'll hate it. 
Few people ever perform efficiently 
at what they hate. 

The time to plan an efficient 
stockroom set-up is now. It means 
added profits in your pocket, and 
fewer stock-keeping headaches. 
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ARISTO-MA’ 
utility mats ii 


wide selection 
—patterns to | 
ppocketbook. 4 
SAFETY RIN 
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Order 


Ace. Fit ARISTO-MAT DEALERS 


rs ago.” from coast-to-coast REPORT 
quite some ik 


Be MORE sacs MORE Prorins 


per square foot floor space 
than other household items 
r Stock 


sts FLORAL 
QUEEN 


i 
VCO YZ 7 
ARISTO-MATS are the finest quality stove and all-purpose 
utility mats in the world. ARISTO-MATS are first choice 
ng in the Wot your customers, because they know how well they protect 
natter how fifine surfaces from heat, scratches, spilled foods, knicks, chips 
1e location Gand stains. Used by millions of housewives on stove tops, 
itly you've Fable tops and under electrical appliances. Available in a 
cement, °! Bwide selection of patterns and sizes—a size to fit every range 
- the stock }—patterns to please every taste—in a price range to fit every 


> is doing, ppocketbook. And remember, only ARISTO-MATS HAVE 
t you want [SAFETY RINGED KANT-KUT-KORNERS. 
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ore 3 BRAND NEW NUMBERS cso! 
ght bill in FLORAL QUEEN — A beautiful, colorful 
ee . floral arrangement. Precision built, de- 
economy. signed in everlasting full color QUAD 


COAT DURO-PROCESS. Will not chip 


‘sonnel to or peel. 


uch pains STAINLESS QUEEN—Ever bright stainless 














the stock- steel, with a sparkling mirror-like finish 
that will never wear off. Wipe clean in a 
rum home jiffy with a damp cloth. 
new com: CANDY STRIPE—Rich and colorful pep- 
- this i permint candy stripes, moderately priced 
for this is 
for volume sales. 
n who use 
idling sys- NATIONALLY ADVERTISED 
they can’t In House Beautiful, House & Garden, American 
eficionst Home, McCalls Magazine, Woman’s Home Com- 
‘ h { panion, Ladies’ Home Journal, Better Homes & 
em on the Gardens, Good Housekeeping, Parents Magazine, 
elps them, Sunset Magazine, Guide For The Bride. 
the new: 













ARISTO-MATS ARE FAIR-TRADED 
WRITE FOR CATALOG 


1 hate it. 
efficiently 


1 efficient 

dy PHOENIX TABLE MAT COMPANY 
aches. 1315 West Cenaress Street ° a ? 4 ’ 
11, 1949 
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THERES A SUPER 


CARBIDE TIPPED 


MASONRY DRILL 
FOR EVERY JOB! 








Aer 
Suyver [wie 


WRITE FOR NEW BULLETIN 
SUPER TOOL COMPANY 


21650 HOOVER ROAD . DETROIT 13, MICHIGAN 
SURPLESS-DUNN CO. 






Nationa! Distributors 
CHICAGO 


NEW YORK . 
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The first prize winning window created by Frank J. Griffiths, of 
Maxwell Wholesale Hardware Co., 1320 Washington St., Oakland, Cal. 








Hardware Store Windows Win 
Cutlery Week Awards 


SSOCIATED Cutlery Indus- 
tries of America, 521] Fifth 
Ave., New York City, 17, has an- 
nounced winners in its window 
display contest which was con- 
ducted in connection with National 
Cutlery Week, May 2-9. First prize 
of $100 went to Frank J. Griffiths 
of the Maxwell Wholesale Hard- 
ware Co., 1320 Washington St., 
Oakland, Cal., for the best display 
arranged during National Cutlery 
Week. The decision was based, ac- 
cording to Lewis D. Bement, secre- 
tary of the association, on the win- 
dow’s strong sales tie-in and bal- 





This window took 

second prize. It 

was created by 

W. 4H. Bailey, 

Madsen & Howell, 

Inc., Perth Amboy, 
N. J. 
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ance, with the various items dis- 


played well and __ suggestively 
grouped. 


Second prize of $50 was warded 
to W. H. Bailey of Madsen & 
Howell, Inc., Perth Amboy, N. J. 
Maynard E. Ulcher of the Oliver 
Hardware Co., El Dorado, Kan., 
won third prize of $35. A special 
award of $50 was given to C. W. 
Watts of the Everett Hardware 
Co., Jackson, Miss., for his attrac- 
tive window showing various types 
of professional knives used on the 
farm for killing and dressing live 
stock. 


WEEK 


1S 5 yas UTTERY 9 049 


11, 1949 
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No. 467 
Individual shaker: No. 468 


{ HOUSEWARES 
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Tnractical 









HOUSEWARES 








3 NEW NUMBERS 
utth money-making sales appeal 
SUNMASTER aemeaaane CLOTHES LINES 


‘*3.WAY’’ 


ANODIZED ALUMINUM TUMBLER GIFT SET 





* 
"N PEPPER RANGE SET 
* 


SALT 


Gt MASTER AUTOMATIC CLOTHES LINES... 


e FOR INDOOR USE: Your customers will find Sun- 


master Jr. the practical, modern solution to their clothes- 
line problems. 40 feet-(2 lengths of 20’ each) of strong 
tight-knitted rope unroll easily from compact wall- 
mounted metal case; lock securely; rewind axtomatically 
with smooth spring-roller action when released. Pull- 
out bar hooks on opposite wall. Choice of colors. 
Suggested retail: $4.95. 


No. 861 


“3.WAY”’ 
SALT 'N PEPPER 
RANGE SET 


Triple utility with new, 
2-piece all-plastic caps 
which can be turned to 
three positions for 
shaking, quantity pour- 
ing, or complete clos- 
ing. Sanitary, spill- 
proof (fine for carry- 
ing!) ...and helpful in 
retarding salt caking in 
humid weather! 7-oz. 
capacity. Suggested re- 
tail: 49c with tray. 








indivi ive 
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e FOR OUTDOOR USE: sunmaster provides 110 feet 


(2 lengths of 55’ each) of galvanized braided steel line 
in compact, weather-proof aluminum case finished in 
green with chrome-plated trim. Mounts permanently 
on house or garage; lines attach by chrome pull-out bar 
to hook on opposite fixture, adjust and lock by strong 
ratchet handle. Automatic steel ball-bearing rewind. 
Suggested retail: $24.95. 


No. 862 


ANODIZED 
ALUMINUM 
TUMBLERS 


Gift-boxed with clear 

acetate cover for dis- * 
play! 8 beautiful 13- 
ounce tumblers in dif- 
ferent colors... light- 
weight, unbreakable, 
permanently colored, 
virtually scratchproof! 
Fitted in bright, easy- 
grip plastic coasters 
with disposable, mois- 
ture-catching liners. 
Suggested retail: $6.95. 


No. 517 
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FEDERAL TOOL CORP., 3600 W. PRATT BLVD., CHICAGO 45 
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~ FULLER = 


RECESSED HEAD 










may Baked 


Enamel Finish | 
| 


Knurled Heavy 
Ferrule 


4 Tempered Steel 


You’d never believe that 
anyone could turn out 

so fine a tool at so low 

a price! The handles are of 
glossy cherry red hard- 
wood, the blade of tem- 
pered steel, and points are 
available to fit all sizes 
of cross head screws. 


JOBBERS: Write to- 
day for wide - margin 
catalog pages and free | 
samples for your sales- 
men. 





all cross head screws 


&: Spec. to fit | 


NO. POINT BLADE 
1227 Point one fits #4 & smaller 3"' x 3/16" 

1228 Point two fits #4 to #10 4x 
1229 Point two stub fits #4 to #10 IA" xh" | 


Every month we're promoting Fuller quality 


in ‘Popular Mechanics’ and ‘Popular Science’’. 


FULLER TOOL CO., INC. 


World's Largest Producers of 
Unbreakable Amber Handle Tools 


905 Faile Street New York 59 | 
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What to Look For 
In a Job Applicant 


By EVALD H. GASSTROM,* 
Vice-President 
Eagle Rule Mfg. Co. 
New York City 


PHILOSOPHY that the 
world owes them a living 
has become all too prevalent 
among a great many people to- 
day. We see signs of it every- 
where—in our government, among 
our employees, in job applicants. 
We don’t think it’s a good sign. 
Consequently, the first thing we 
try to find out about an applicant 
is whether he wants to pull his 
own oar in life or whether he is 
just a passenger. 
We next try to ascertain wheth- 
er he can think clearly, come up 
with the right answers, face his 





EVALD H. GASSTROM 


engineering problems with cour- 
age and persistence without run- 
ning for help until he has ex- 
hausted his own means, and can 
assume responsibility. 


It goes without saying that we | 


expect sincerity, honesty and loy- 
alty. We also look for frankness 
and a willingness to admit mis- 
takes when made. We consider 
grades a general indication of ap- 


“Reprinted from the Columbia Engi- 
neering Quarterly for May with special 
permission. Mr. Gasstrom’s remarks 
were published by the Quarterly as an 
opinion on the question, “What Do You 
Look for in an Engineering Job Appli- 
cant?” 








DADO 
] { 7 SAWING 
WITH LOJverr WASHERS 


» THEY 2. you BET 
sell * “Tyey DO 


When woodworkers and hobbyists see 
this amazing new invention in action 
... they buy! The low price of $4.95, 
simplicity of operation, and accuracy 
of Micromatic adjustment—have sold 
Warren Washers everywhere, from 
Alaska to South Africa. Outstanding 
stopper display sells ’em right off your 
counter. National advertising and 
mobile demonstration units promote 
sales volume for you! Not a gadget— 
it’s a woodworker’s drean/ 


WRITE FOR INFORMATION 
WARREN DADO SAWING WASHERS CO. 


70 Medbury, Detroit 2, Michigan 
















It takes years of actual service on 
the job to create a popular buying 
trend for builders’ hardware. Smooth, 
friction-free service, year after year, 
has proved that NATIONAL Hard- 
ware possesses exceptional “built-in” 
stamina. ° 


The modern designs incorporated in 
this extensive line meet the require- 
ments of both present-day construc- 
tion and those of tomorrow. 


Attractive, protective finishes and 
neat packaging ore further aids in 
building profitable repeat sales with 
National Hardware. 








NATIONAL 


MANUFACTURING COMPANY 


Sterling * Illinois 
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Order this No. 5187 Home Instrument Package NOW! 


Pex. Me: Description Retat! Each 
2 5908 Taylor Candy Thermometer $3.00 
3 5936 Taylor Roast Meat Thermometer 1.75 
3 17AA1 Taylor Wall Thermometer 1.25 
2 5546 Taylor Ashton Humidiguide 2.00 
6 5140 Taylor Wall Thermometer 85 
1 5304 Taylor DeLuxe Window Thermometer 3.50 
3 5316 Taylor Window Thermometer 1.75 
1 **ss”’ Home Instrument Display...... N/C 


YOU MAKE FULL 41%+ PROFIT 
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EXCITING NEW TAYLOR THERMOMETER 
DISPLAY SELLS 7 HIGH-PROFIT 
FAST TURNOVER ITEMS ON 
20 COUNTER SPACE ! 


Want to make the weather work for you? Just 
set this attractive new Taylor Home In- 
strument Display on your counter. Only 
20’’ x 54%”, it contains a full assortment 
of best-selling Taylor Thermometers—in- 
cluding the easy-reading vitreous enameled 
DeLuxe No. 5304 Window Thermometer 
and the fast-moving Roast Meat Ther- 
mometer. You'll clear $13.50 on an in- 
vestment of only $19.35! See details below. 
Everybody 


And everybody wants Taylor Accuracy! 


wants these thermometers. 
Nationally advertised in Saturday Evening 
Post, Better Homes and Gardens and other 
leading magazines. For year-round prof- 
its, get your order in now! 


AND DON'T FORGET... order your permanent 
Taylor Merchandiser as well! An attrac- 
tive, compact permanent fixture, 16’’ x 
50” 


where your customers cant miss seeing 


Puts 14 Taylor thermometers up 


them. Either vertical style for pillars or 
posts, or horizontal for counters, tables or 
walls. Ask your Taylor salesman or write 
for full details! Taylor Instrument Com- 
panies, Rochester, N. Y., and Toronto, 
Canada. 


LOM PRUES 


make you 


MORE 


SALES 





You sell the line that’s priced to make 
customers buy when you sell Famous 


Ladders. 


Sound construction with 


thoroughly dry, seasoned woods .. . 
strong steel braces and hinges... 
smooth, clean finish. These features 
at the Famous low price make sales 


. . and satisfied cutomers. 


There is 


a Famous ladder for every need in the 
home, in industry, commercially and 


on the farm. 


BEST-SELLING FAMOUS LADDERS 





FRUIT STEP lad- 
der gives a steady 
stand even on 
rough ground. 


Pointed leg is 
hinged to go 
through branches 
or over limbs. 





HOUSEHOLD 
STEP STOOL. At- 
tractive and low in 
price, this handy 
step stool is a sure 
seller. 


Dept. | 
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Be sure to write for this free 
catalog. It includes the com- 
plete line of Famous Ladders 
plus the Famous line of Iron- 
ing Tables. 


GOSHEN CHURN & LADDER, INC. 


Leaders in Quality Woodenware over 48 years 


The SECURITY, a 
top - quality ladder 
at a selling price. 
All hardware fin- 
ished in Chinese 
Red. Other models 
in all price ranges. 





COMBINATION 
TRESTLE and EX- 
TENSION ladder. 
A four purpose 
ladder can be used 
as a step ladder, 
trestle, extension 
or two single 
ladders. 














Goshen, Indiana 






lar activities. It seems that the man 
of ability is always a busy man. 

Lastly, we look for a man who 
is good natured and can get along 
with people. In our organization 
we appreciate initiative and a de- 
sire to advance, and we don’t care 
for sycophancy, pettiness or un- 
fair competition among employees 
for advancement. 

We feel that the greatest ad- 
vantage of an engineering educa- 
tion is the help that an engineer- 
ing training gives a man in or- 
ganized thinking—that is, an un- 
emotional analysis of the facts, a 
plan of attack, adjustment of the 
plan as experience develops, and 
a sound conclusion. 


The Dean's Page 


(Continued from page 106) 


| titude and intelligence, but we ; 
| also weigh heavily the nature of 
outside interests and extra-curricu- | 


delegates, their families, servants | 


and friends when they all come 
here to live. Such a migration is 
sure to have its effect upon our 
citizens culturally, artistically and 
financially. Just consider changes 
in sales of books and papers alone! 
Our daily papers now have ads of 
teachers of foreign languages, es- 


| pecially in Spanish and French. I 
predict that in the next 25 years a | 
large part of our population will | 


be put to the same use. 


speak French and Spanish. 


Turns Burglary 
Into Testimonial 


When safe crackers recently used 


the firm’s own tools to break into | 


the safe of the Nau Hdwe. Co.. 


Corpus Christi, Tex., and take out | 
$4,000, the company made the best | 
of an embarrassing situation by | 
inserting the following ad in the | 


papers: | 
“Our tools must be good. The | 
safe crackers who visited our store | 
used our own tools to open our | 
safe. The same high quality tools 
are being featured in the store— 
at reduced prices.” 

The Nau company does not, ' 
however, recommend that its tools 
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°4" to 6" in length 

°3/16" and /4"" diameters 
°94 Round Head Bolts 

° All Electro Galvanized 

¢ All with nuts attached 


STOVE BOLTS 


SHARON'S NEW 
ASST. RS-94 











UU 





COMPLETELY REFILLABLE 


57 VARIETIES 


ASSORTMENTS 








SHARON 
NOW HAS 


oF 





Shavou Bot andl Scheu! Le. 


BOSTON 10, MASS. 











Each display carton — 
10 x 10 — holds 24 cards 
.--four of the most pop- ¢ 
ular wrench sizes to a! 
card. 


EW FINGER-TIP TOOL 
ME AND TEMPER SAVER FOR 
DYMEN, HOUSEHOLDERS, HOBBYISTS 





SLIPS ON FINGER-TIP 


Grips nats and bolts 
wrench-tight in hex 
opening. Adjustable to 
any size finger. Head 
bends to any working 
angle. 


Instant connection. No 
fumbling. No disassem- 


Yj bly of confining parts in 
Vz working areas. 


PUTS FIST-FULLS OF SALES 
AT YOUR FINGER-TIPS 


Priced Right Packaged Right 


SELLS ON SIGHT 





Contact your jobber or 


write manufacturer today! 





OUCH'N'GRIP 


F. E. REOFIELD 
31 Colonia! Parkway, Dumont, N. J. 
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FOR 200 DEALERS ONLY 


This Handsome, All-Steel Merchandiser Given 






THE VIMLITE MERCHANDISER 
Attractive enough to take a promi- 
nent position in your store... will 
help you to make more Vimlite sales 
Easel type, made of heavy gauge steel 
ERR cna ae ATALOG NO. 19 and handsomely finished in black, 
gray and orange. 36°’ high, 40°’ 


wide, 20’’ deep... . clip at back hii 
wv os 49 for display literature. 


You'll find the Safe quality builders line 




















complete, attractive, and profitable. Made 






of brass, iron, or steel—no substitute metals 






used. A line of builders hardware built on 





a foundation of 100 years experience. 












For 200 dealers only—the chance to increase your sales of 
Vimlite with this attractive Merchandiser. 





All you do is give your supplier an order totaling 400 
lineal ft. (or more), and mail us a copy of your order— 
attached to the coupon on this page. 

The first 200 dealers to reach us with their copies of 
bona fide orders to jobbers will be sent—prepaid and 
entirely without charge—a Vimlite Merchandiser. Act now 

. . this offer is being made to induce you to order your 
Vimlite early . . . to be prepared for early Fall business. 
It will be withdrawn after 200 Merchandisers have been 
given away free. If your jobber does not stock Vimlite, 
order directly from the coupon on this page. We will see 
to it that your order and, Merchandiser are delivered to 
you through him. 


yo ¥ VIMLITE” REINFORCED PLASTIC GLAZING 





DOOR PULLS => 

















EXTENSION 
FLUSH BOLTS 
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SAFE PAD LOCK AND HARDWARE to Leeann canned 


SEE US AT THE OOS. rs : be is : : 





LAM AZAS TER, 











a GRAND CENTRAL PALACE, NEW YORK 
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IT LOOKS, FEELS AND SWINGS 


UKE A HAMMER 





WOOD SCREWS 


immediately available from 


serew convoy | 6 TIMES AS FAST 


BUT IT WORKS 








STAPL-ON sells faster — because 
it works faster. 





For a complete line of wood 
It drives SIX staples in the time 

screws, steel or solid brass, ‘ 

it takes to hammer one tack the 


bright or plated finishes, call 


old-fashioned way. 





on Southern today. Southern can give you : 
FIXING UPHOLSTERED With one hand. Without ham- 


CHAIRS mer marks. 


immediate delivery on a wide selection of 





standard screws made to Federal specifi- 


And it holds tighter—its %4" or 
%” staples spread when driven 


cations in lengths ranging from |/," to 


4" in sizes from 2 to 20, inclusive. Slotted 
and Phillips heads. 


For tacking insulation, building 


paper, canvas, roofing felt, 











Southern screws are manufactured with 


great care and are precision measured and PUTTING UP metals, glass substitutes, etc. 


INSULATION 


under-decking, wire cloth, light 


tested to assure you a high degree of per- a a ee ee 





fection and uniformity. driving, easy-working, long-last- 
ing STAPL-ON!! 

Get all the facts on this extensive line 
AN D—don't forget the 
steady profits in your 
steady sales of STAPL-ON 
staples. 


of fine quality wood screws. Write today 


for Southern's net price list with full details 











of the Southern line. 


SOUTHERN 


SCREW COMPANY 
STATESVILLE, NORTH CAROLINA 





| INDUSTRIAL AND OFFICE STAPLING AND TACKING EQUIPMENT 
NORWALK, CONNECTICUT 
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counter top revolving 
tool merchandiser 





Now you can install a complete tool department in 
one compact P & C merchandising unit. The 100 JR 
unit illustrated consists of eight popular junior dis- 
plays in a sturdy revolving stand 3 feet in diameter, 
with a flashing plastic sign. 


Tools displayed cover 75% of the volume possible 
with a complete set of large displays and yet reduce 
your tool investment 50%. 


This merchandiser assembles quickly with no cut- 
ting or fitting; it revolves easily and cannot be 
spilled. Space for literature and gift sets is provided. 

Attractive natural wood finish with blue back- 
ground. Net cost for the stand complete with an 
illuminated flashing sign is $14.75 when ordered 
with set of Junior Displays. 

Order the latest in tool merchandising today from 
your P & C Distributor. 


Write for descriptive circular SD-10-A and complete 
catalog of P & C Tools . . . the Profit line. 


P&C HAND FORGED TOOL CO. 


Box G, Milwaukie P. O., Portland 2, Oregon 
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For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 


builder's hardware . 






quality produced by 
Griffin. 


8 


B very DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 


ERIE +» PENNSYLVANIA 


REPRESENTATIVES 
8. S. ALDER COMPANY—45 Warren Street, New York 7, New York 
WILBUR H. DAVIS—1i639 Fargo Avenue, Chicago 26, Illinois 
GEO. A. GREGG—9344 Woodword Avenue, Detroit, Michigan 
AUSTIN & EDDY, INC.—II5 Broad Street, Boston, Massachusetts 
CHARLES L. LEWIS—703 Morket Street, San Francisco 3, Cal 
W. S. JOHNSON—917 St. Charies Avenue, Atlanta, Georgia 
E. H. FARRAR—308!/, North Harwood, Dallas, Texas 
R. F. BEVERS—4524 East 60th Street, Seattle, Washington 
L. J. FULLER, JR.—785 North President Street, Jackson 6, Mississippi 
HARVEY D. RUSH & SONS—4638 Mill Creek, Kansas City, Missour! 
1N CANADA 

MANNING i. SHORE—Merchandise Sales of Canoda 

'S Wellwood Avenue Toronto, Ontario 








Naas 
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Cory Automatic 
Coffee Brewers 





Illustrated is the two to eight cup 
automatic coffee brewer, “Coralume” 
model EAB. Features satin-silver Cora- 
lum finish, stain resistant. Said to keep 
coffee hot. Suggested to retail for $19.95, 
with $1 excise tax. Also available is cus- 
tom model ACB in copper chrome. Over- 
size two to eight cup capacity it is also 
entirely automatic. Cory Corp., 221 N. 
LaSalle St. ‘chicago, 1, Ill. 


Scoville ''Green 
Spot" Catalog 


Scoville Mig. Co., Waterbury, Conn., 
offers a 24-page catalog containing il- 
lustrations, product facts and sales op- 
portunities for the complete “Green 
Spot” line. Thirty-four products are 
shown and explained; the don herold 
booklet is presented, new feature display 
cards, product tags, product inserts, 
newspaper mats and photos of window 
display being used by dealers. Catalog 
introduces five bonus items which are 
offered io give the dealer special mer- 
chandise with sales-plus. The items, 
quick connector, fan spray, gooseneck, 

. 
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“Y” connector, multiple spriker are 
the Green Spot products that research 
has shown most people will buy once 
they know the conveniences of having 
them, says maker. Copies of catalog 
may be had upon request. 


Glass Andiron 


Peerless Mfg. Corp., 14th & Ormsby, 
Louisville, 10, Ky., is introducing a 
crystal clear heat resisting glass an- 
diron. Andiron features an interesting 
design in the core of the glass, magni- 
fied by the contour. Glass is solid except 
for the cored hole in the center through 
which the connecting rod passes. The 
design is built up in the molten glass 
while the glass is in a liquid state, then 
overlaid with clear glass, and molded 
and shaped by hand methods. Suggested 
to retail for $59.50 per pair. 


‘ 


‘Casco’ Steam, Dry Iron 


Casco Products Corp., Bridgeport 2, 
Conn., offers an iron which operates 
with or without steam. Weighs 314 
Ibs. and holds 11 oz. of water, which 
is said to last for an hour. Features 
a flip-up to fill-up top. Automatic seal 
acts as safety valve. Baffle system is 
claimed to prevent steam backlash and 
spitting. User can refill iron while it 
is hot. Made of stainless steel, iron 
has one dial which controls heat for 
both types of ironing. Iron is said to 
automatically maintain proper tempera- 
ture. Steam vents are concentrated; 7 
ft. cord with removable plate to per- 
mit simple replacement. Double cush- 
ion of air “air-cools” the comfort 
shaped handle. Mirror-polished alumi- 
num sole plate, with button nooks, has 
10 sq. in. of ironing surface. Iron 
empties by pointing down over sink 


with sole plate away from body. Iron 
packed in plaid gift box. A special 
introductory offer gives the customer, 
without extra cost, a portable tubular 
aluminum ironing hamper with each 
iron purchased. Dealers may choose 
from two assortments. By taking as- 
sortment No. 1 dealer buys six irons 
at $17.95 each retail, federal tax in- 
cluded, which cost him $11.95, and re- 
ceives without extra charge six iron- 
ing hampers, which list at $5.95 each, 
making a dealer profit of $40.92. Sec- 
ond assortment includes three steam 





and dry irons and three ironing ham 
pers with a profit of $18 to dealers. 
With the second assortment dealer re- 
ceives: window streamer, jumbo poster 
promoting free hamper offer, instruc- 
tion booklets for sales people. With 
assortment No. 1 he receives in ad- 
dition to all the aids in No. 2, sug 
gested window arrangements, news 
paper advertising mat sheet and |ith- 
ographed display. 
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1,000.00 IN CASH PRIZES 


WINDOW DISPLAY CONTEST DURING 





WESTCLOX WEEK SEPT. 24 - OCT. 1 


FREE! 


Beautiful window display 
in 6 colors free with 12 
or more Westclox Elec- 
trics, assorted. Great 
“silentsalesman” for your 
store! Wholesaler ships 
merchandise from his 
stock—display comes 
from factory prepaid. 


$1,000.00 CASH PRIZES 


for best window displays during 


WESTCLOX WEEK 


(Read easy rules at right) 


Five Groups 
Group A—Jewelry Stores 
Group B—Independent 
Drug Stores 
Group C—Hardware Stores 
Group D—Chain and Dept. 
Stores 
Group E—Electrical Stores 


9 Prizes in Each Group 
1st Prize —$80 
2nd Prize —$40 
3rd Prize —$20 

Six others—$10 each 











In case of ties duplicate 
prizes will be awarded. 


Westclox Week is 


NATIONALLY ADVERTISED 
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Tie-in with this profitable promotion 
You'll sell more clocks—you may win a cash prize 


Westclox Week is a “natural’’ for 
electric clock sales! Comes in the 
natural clock season, when demand 
is greatest—vacations are over, 
schools opening, mornings darker. 


Proved successful— Westclox Week, 
instituted in 1931 but withdrawn 
after ten consecutive years because 
of abnormal conditions, always 
proved a whopping success and 
made money for electrical dealers 
everywhere. Tried and proven, the 
big promotion this year will be big- 
ger—stronger than ever. 
Prize Contest open to all retailers— 

Just follow these 3 simple rules: 


1. Make sure you have an adequate 
quantity of Westclox electrics on 


hand. Check your stock—place your 
order with your wholesaler today. 

2. Instalf a Westclox window during 
Westclox Week—September 24th to 
Oct. Ist. Use the display material 
furnished by Westclox, or if you 
prefer use your own material. 

3. Take a picture of the window—in- 
stalled during Westclox Week. (A 
snapshot will do.) Mail the picture 
of your window to Westclox, La 
Salle, Ill., by midnight October 8th. 


WESTCLOX 


LA SALLE-PERU, ILLINOIS 
DIVISION OF GENERAL TIME CORPORATION 


pers- 
[ea 20° 
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You -UWMortirse 
DOOR LATCH 





Now Available for 
Prompt Delivery 


This time-tested door latch and 
good seller is now available for 
prompt delivery in solid brass or 
steel. The IVES Non-Mortise Latch 
is as easy to install as a rim latch... 
as neat in appearance as a mortise 
lock and is unsurpassed for easy 
latching. Perfected by the improve- 
ments listed below, the IVES latch 
will satisfy the demand for superior 
screen, storm and combination 
door hardware. 


Rugged construction ... larger 
handles ... larger outside rose. 


2. 


Longer spindle... adjusts auto- 
matically from %” to 1%” doors and 
can be adjusted to 1%”. 


3. 


Redesigned strike... allows for 
sagging of door. 


Sec Mice hill 
THE H. B. IVES CO. 


* 
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Home Repair Display 

Schalk Chemical Co., Los Angeles, 
Cal., is offering a display that is said 
to combine oddity, utility and flexibil- 





ity. Against the gray background of 
a die-cut house is a series of full-color 
“murals” done in modern illustrative 
fashion. They show the varied home 
repair uses to which Schalk ‘“do-it- 
yourself” products lend themselves. 
Shipped knocked down it is simple to 
set on its feet. Right wing consists of 
dark blue field with scored slots to fit 
exact size of product. Packages out 
of dealer’s stock are used; if dealer 
does not have all eight products he 
inserts only the items he does carry, 
the remaining slots are left unopened. 
Display is 3144 by 30% in. 


‘Daisy Targette’ Table 
Target Pistol Set 








Daisy Mig. Co., Plymouth, Mich., 
offers No. 320 “Daisy Targette” table 
target pistol set which retails for $4.95, 
$5 in Rockies and on West Coast. 
“Targeteer” pistol has been chrome- 
plated with a silvery finish. Gallery 
features targets which spin when hit 
and are molded from plastic. Consists of 
the “Targeteer” Air Pistol; twin metal 
tubes of special .118 calibre, tiny BB, 
shot; shooting gallery; seven plastic 
spinning targets, permanently set into 
gallery in white. Pistol is holstered in 
gallery slot—twin metal cans of shot, 
are concealed in gallery legs. Entire 


set is packed in a strong, printed, 
corrugated parcel suitable for parcel 
post or broken case delivery. Each set 
is individually packaged and each con- 
tains a counter display card already at- 
tached to the gallery. Pistol is said 
to be accurate up to 10-12 ft. but, 
says the maker, the BB’s may be shot 
directly into the palm of the hand held 
6 in. from the muzzle without injury. 





Starline Barn 
Construction Book 


Starline, Inc., Harvard, Ill., offers a 
65-page book dealing with farm build 
ing construction details. Over 100 de- 
tail drawings covering everything in the 
modern barn building practices from 
concrete manger forms to laminated 
arch rafter§ is presented in clear, con- 
cise easy to follow, blue-print-like 
drawings. Other information covered is 
that of insulation and ventilation. Copy 
may be had of No. 116 from depart- 
ment 116. 


Black & Decker 
Merchandise Deal 





A merchandiser to focus attention on 
the Home-Utility electric tools is of- 
fered as part of a packaged merchandis- 
ing deal by which the dealer receives 
also a ready stock of tools and acces- 
sories. Measuring 54 by 29 in. the 
merchandiser base is said to fit all 
standard hardware store counters. May 
be used in show window also. Merchan- 
diser is made of blonde oak plywood 
and is equipped with a large fluorescent 
plastic illuminated sign and five ele: 
trical outlets. Unit is arranged so that 
as new tools are introduced they may 
be added to the display. Such tools 
and accessories as %4 and % in. drills, 
5 in, sander-polisher, %4 in. 
drill kit, vertical and horizontal dri 
stands, etc. Merchandiser emphasize: 
that dealer is an authorized Home 
Utility dealer, is ready to answer 
quiries or give demonstrations, and ca 
ries a complete line of the Home-Uti 
ity electric tools. The Black & Decker 
Mfg. Co., Towson 4, Md. 


electri 
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‘Suzette’ Chafing Dish 





The Aerodraulics Co., 4550 Cutter 
St.. Los Angeles 26, Cal., is offering 
“Suzette” a copper and brass chafing 
dish, suggested to retail for $16.95. 
Copper-clad 10 in. stainless steel skillet. 
Equipped with heavy polished copper 
stand and cover, cast brass legs and 
burner attachment. Has adjustable 
Sterno heat regulator. Unit is 10 in. 
high and 12 in. wide, exclusive of 
skillet handle. 


Taperlite 'Two-Pack’ 

Will And Baumer Candle Co., Inc., 
Syracuse 1, N. Y., offers the Taperlite 
“Two-Pack.” A cellophane covered 
cardboard container securely holds two 
matched hand-dipped Taperlites. Pack- 





age is said to occupy little space, pre- 
vents spoilage and cuts handling costs 
as it requires no additional wrapping. 
Keeps candles fresh and clean, free 
from scratches. A striking counter dis- 
play, along with regular display units 
are offered free to dealers. 


Speed Queen Washer 
Barlow & Seelig Mfg. Co., 12 Doty 
St., Ripon, Wis., offers a double-wall, 
bowl-tub Speed Queen washer capable 
of going through seven to 10 loads of 
washing in an hour with one fill of hot 
water, according to maker. Tub has 
23 gal. capacity-white porcelain fused 
on special enameling iron. Agitator is 
aluminum, high vane, and tangle-proof. 
Finished in white baked enamel! trimmed 
in blue. Cover and washer processed 
with Duridene phosphate coating and 
tust-proofing prior to baked finish. 
Equipped with timer-clock notifier cali- 
brated from 1 to 15 minutes to show 
proper time for various type of fabrics. 


Dial is set at beginning of load, bell 
rings when washer has run elapsed 
time. Wringer is cast alumium, white 
baked enamel finish, bar safety release; 
2% in. balloon rolls, automatic water 
drain; aluminum streamlined feed 














board. Swings and locks in eight posi- 
tions. Transmission sealed-in perma- 
nent supply of lubricant. 


U.S. Radiator Corp. 
Automatic Water Heaters 


United States Radiator Corp., 300 
Buhl Bldg., Detroit, Mich., offers two 
automatic water heaters, one oil-fired 
and the other gas-fired. They can be 
used alone or connected with hot water 
storage tanks, depending upon the 
quantity of hot water needed.  Illus- 
trated is the gas-fired water heater, 
available in six sizes which provide heat 
output ranging from 36,000 to 126,000 
Btu’s per hr. It is a compact unit 
with all equipment controls fully en- 
closed in a maroon and cream metal 
covering jacket. Both oil-fired and gas- 
fired models are for hotels, apartments, 





restaurants and stores. Oil-fired model, 
is available in one size, with heat out- 
put of 93,000 Btu’s per hr. 
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A NEW MEMCO 





GLASSTEX 


PORCELAIN ENAMELED WARE 


The latest and greatest, 

laboratory research, por- 

celain enamel develop- 
ment . . . Nothing 
like it in all his- 
tory. So superior it 
could sell at a pre- 
mium — actually 
selling with lowest 
priced ware. 






e 
Ecautiful = 
Rich gray with a pow- 
der-white textured sur- 
face, no picture can do 
justice to gleaming 
GLASSTEX. So smooth 
foods wash right off. 


—_— 
oe 






Durable 


GLASSTEX is most 
durable, serviceable, 
ships better, too. High- 
ly resistant to all fruit 
acids. Always spar- 
kling. 


"Priced Right 


New manufacturing we NN 
process brings wonder- =~ 
ful, new GLASSTEX 4 
to you priced for big- wa 
volume selling. 


Real Sales Apps] 


GLASSTEX is the most 
complete line of GLASS- 
ON-STEEL utensils avail- 
able; over 50 items for 
cooking, serving, sanitary 
and other uses—all in 
beautiful GLASSTEX. 
No other line can offer 
as great repeat match-up 
sales potentials. 


hit for dteils Joclay, 
THE MOORE ENAMELING AND 


MANUFACTURING COMPANY 
WEST LAFAYETTE, : 
OHIO 
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For Fast Sales... 
Easy Rental... 
or Your Own Use 
Light and fast, or heavy duty— 
there is a complete line of RED 
DEVIL Floor Polishers with 
accessories to fill your 


demands. Order thru your 
jobber or write for facts. 











RED DEVIL 
FP11 
Os 11” BRUSH 
UNIVERSAL 
MOTOR 
—\\ 
ron 
om 
ee RED DEVIL 
ee OCP 
y| Sv” sruse 
A.C. MOTOF 








SHELBY 'S MONTHLY FEATURE 





SPRING and CHAIN 
DOOR STOP 
No. 95 18 2 


BUILD YOUR SALES 
OF HOME HARDWARE 


Shelby presents to you the most 
saleable hardware items each 
month--selected from thousands 
of dealer’s experiences. 


Shelby is good, dependable 
hardware--designed to meet 
the economy and service needs 
of every home owner...and 
builder. 


Build sales, profit, and satisfied 
customers with Shelby Hard- 
ware. Order from your jobber. 


THE A; Vi) SPRING HINGE CO. 
ALL SHELBY, OHIO 
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WHAT'S NEW 








Toaster Controls 


Work From Both Ends 





Haven, 


Grand 
automatic 
toaster which operates from either end. 
Known as the toaster with “Tete-a-Tete” 


Camfield 
Mich., is 


Mfg. Co., 


introducing an 


controls, the automatic pop-up, color 
selector, and finger tip instant release 
controls all work from either end. Fin- 
ish is a highly polished mirror-chrome 
which is said to retain its original fin- 
ish for many years. This model retains 
all the features of the former toaster 
including the “Equ-Therm” mechanism 
which is said to compensate auto- 
matically for common local voltage fluc- 


tuations. Suggested to retail for $21.95. 


J. A. Williams 


_ Sports Equipment 


J. A. Williams Co., 401-435 Amber- 
son Ave., Pittsburgh 6, Pa., has issued 
its 1949 sports equipment catalog. All 
of the products in its sports line are 
illustrated and described in this 144- 


| Page book. 


| Pressure Cooker 
Operates by Sound 








Revere Copper & Brass, Inc., 230 
Park Ave., New York City 17, is offer- 
ing a copper clad stainless steel four 
qt. capacity pressure cooker which 
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operates by sound. This feature is 
permitted by a special gage hinged to 
the lid of the cooker. Gage operates 
by weight and can be set for five, 10 
or 15 lbs. pressure. As pressure point 
is reached, gage flutters audibly. This 
is a signal to turn heat down until the 
sound is reduced to a gentle hissing 


which indicates that the heat is just 
right for the desired pressure. Also 


devised by the company is a tight 
sealing gasket of special composition 
material which is resistant to heat and 
grease and seals cover for accurate 
pressure cooking, says maker. Equipped 
with handles of Bakelite. Overhanging 
flange of cooker allows cover to slip 
easily into the pan and seal with ease. 
Suggested to retail for $16.95 in the 
East and $17.45 in the West. Packed 
with each cooker is a 48-page booklet 
containing illustrated directions for op- 
eration and suggested recipes for cook- 
ing on all types of stoves. 


Goodyear V-Belt 


Merchandiser 


GOOD, are 
V-BELTS 


VU, 


The Goodyear Tire & Rubber Co., 
Akron, Ohio, offers a merchandiser for 
fractional horsepower V-belts. Mer- 
chandising program includes a system 
of determining the proper belt for best 
use. It locates the proper belt type for 
best use for a given piece of equipment 
and determines the proper belt to pro- 
duce a given horsepower and speed on 
equipment other than standard. For 
further ease, a belt measuring device 
has been developed that measures the 
length of the belt by pulling the belt 
through the measuring unit. Unit oper- 
ates on the same principle as the mile- 
age indicator in an auto speedometer. 
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Not too long ago, America’s firsts HARDWARE SHOW was a two-man affair . . . a hardware 
drummer rented a room in the town tavern to display his wares and a buyer from the local store 
was his audience. Today, at the NATIONAL HARDWARE SHOW over 500 of America’s leading 
manufacturers will display more than 2500 lines of Hardware and Allied products, and over 25,000 


buyers wili feel, see, examine and buy the best. 


BUYERS-=<=the spotlight will be turned on the entire Hardware Industry for you, at the NATIONAL 
HARDWARE SHOW, Grand Central Palace, New York City--OCTOBER, 12th, 13th, 14th and 15th, 1949. 


FILL OUT and mail the registration coupon. Your admission badge, which will admit you without 
further registration, will be mailed to you. 











1 Save time by registering NOW. Fill in and mail this registra- 
| tion coupon and your admission badge will be mailed to you. 
\) (PLEASE PRINT’ 30 
y — Lo { Name Title 
>. HAR re : 
lad’, A 
SHOW | City, State 
| Type of Business 


| (Please check below the classification of your business) 


33] MADISON AVE. ip oal's b40)-35¢ N. i (CD Wholesaler DD Retailer C) Dept. Store Buyer 
C) Chain Store 00 Migr’s. Agent « ([) Importer-Exporter C) Other 


Se arab ab a eb Oe de a a a ae Sb ee 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





© METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
© OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 











GREAT 
NECK 


Quality in 
every tool— 
at popular prices! 








Create VOLUME SALES! 


Great Neck 
tools are being 
sold to ,millions 

each year. Ask 

your jobber for the 

Great Neck catalog— 

key to sales at profit- 
able prices. 


GREAT NECK SAW MFRS., Inc. 


Mineola, New York 
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IWHAT’S NEW 








| ‘Broil-Air' 


Buffalo Forge Co., Buffalo, N. Y., 
offers the “Broil-All,” blower-powered 
portable barbecue features wire mesh 
guard on blower inlet, metal tray under 
hearth for holding rolls, grill leg-mount- 
ing for firm support of grill and one- 


piece serving shelf. Anything from 
steaks to kobobs may be prepared over 
this open fire. Ideal for beach, moun- 
tains or under a tree in the yard. Two 
rubber-tired wheels and perfect balance 
are said to permit easy portability over 
rough ground. Maker claims broiling 
heat may be achieved in three minutes. 
Gears operate in oil in an oil-tight. 
dustproof gear case, says maker. Crank 
turns in ‘either direction to produce 
equal blast. Grill is 20 in. in diameter. 
Height to top, 35 in., shipping weight 
60 lbs. Suggested to retail for $40. 


————s 


Worthington History Of 
Operations Book 


The Geo. Worthington Co., Cleve- 
land, Ohio, has published a_ booklet 
printed in orange and brown, telling 
the history and the manner in which 
the company is operated. Includes a 
two-page spread of the states compris- 
ing the terriory which the company 
covers. Dealer aids are also mentioned 
in the book. On two pages are illus- 
trations of products shown in early 
catalogs. 


Temco Gas Heaters 


Tennessee Enamel Mfg. Co., Nash- 
ville, Tenn., offers new design in gas 
heaters. Cabinets are designed for 
harmony with all home furnishings. 
Temco has eliminated the use of non- 
functional trim; replaced mica fronts 
on radiant models with Pyrex glass and 
| has used smooth, simple lines. The 








mahogany porcelain enamel finish is 
said to retain its original appearance 
indefinitely, according to the maker, 
and also not being affected by heat per- 
mits use of small cabinets. Unvented 
line consists of three radiant models: 
12,000, 20,000 and 30,000 Btu. capaci- 
ties. Non-radiant circulators consist of 
units having 20,000 and 30,000 Btu. 
ratings. One vented model is rated at 
12,000 Btu. 





Non-Splash Spatula 

Buckly Culinary Products, Inc., 315 
N. Aberdeen, Chicago 7, IIll., offers a 
non-splash spatula which features a 
thumb plate for lifting top blade with 





Made to fit the hand. 
Ideal for turning French toast, eggs, 


light pressure. 


fish, pan cakes, hamburgers, chops. 
Prevents food from falling apart during 
process. All stainless steel, it is pack- 
aged in a red, white and blue carton 
suggested to retail for $1.50. 


G.E. Wringer Washer 
Demonstration Kit 


General Electric Co., 1285 Boston 
Ave., Bridgeport 2, Conn., has designed 
a demonstration kit to sell the story 
of G. E.’s wringer washers. Kit con- 
tains an instruction booklet and equip- 
ment necessary for 21 different demon- 
strations, each made to highlight some 
aspect of washer performance or con- 
struction. Props are packed in a du- 
rable plastic bag. Kit No. 6-79 cost 
$4.65. 
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Glidden 
Interior Paints 


Glidden Co., Cleveland, Ohio, offers 
two interior paints called No. 45 Pro- 
fessional Enamel and No. 47 Flat Fin- 
ish. Enamel features ease in brushing; 
wet edges that will hold for 20 to 30 


—— <¥ cu = 
a 2, 


idenp 
Mmaaecry 

oy 
axa] 





minutes, eliminating lap marks. Will 
dry to the touch in four hours and 
harden overnight, it is claimed. Maker 
reports that undercoatings do not have 
to be reinforced. If it is properly ap- 
plied, Glidden says that the 45 enamel 
will not run or sag. It is slightly blued; 
sufficient to offset yellowing caused by 
gas fumes. Repeated washings are said 
not to dull or streak its glossy surface. 
May be tinted easily using a minimum 
of shading colors. No. 47 professional 
flat finish, is a non-porous finish that 
may be used over porous surfaces. Said 
to incorporate the advantages of a self- 
sealing flat; easy brushing, no primer 
needed. Maker says it has also -the 
features of a high quality flat, in that 
it has an eggshell sheen and may be 
washed and stippled. Also holds a wet 
edge for 20 to 30 minutes. By mixing 
the two type paints, says Glidden, 
painter can get semi-gloss and eggshell 
finishes. 


Whitney's Snap- 
Lock Punch 





Whitney Metal Tool Co., Rockford, 
lll., offers the snap-lock punch No. 131 
which features forged, smooth-finished 
handles; spring-return jaws for easy 
operation; and capacity up to 20 gage 
mild steel. Tool may be carried in tool 
box handily as it measures 8% in. in 
length and weighs 1 lb. Maker says 
it is capable of producing uniform 
ears which snap under and lock firmly 
on the seamed edge of a joining piece. 
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SOLID BRAIDED COTTON CORDS 
and PLASTIC CLOTHES LINES 


These 5 colorful Samson Display 
Containers deserve a place on your 



















counter for this all-important reason 
— they will boost sales and increase 
your profits. They spotlight Samson 
quality, suggest uses — make it 
easy for customers to buy more solid 
braided cotton cord for hanging 
windows, for clothes lines and for 
hundreds of other uses — also, the 


finest plastic clothes lines made. 
Full Information and Samples on Request. 





"WHALE 


CLOTHES LINE 


SAMSON CORDAGE WORKS sosToNn 10, MASS. 

































and HEALTH INSURANCE with... 


EASTERN 
COMMERCIAL TRAVELERS 


Mutual Association e Direct Purchase 
No Branch Offices 


Massachusetts Company, Incorporated 1894 


Hospital Confinement Not Necessary to Receive Benefits 


ACCIDENT POLICY PAYS SICKNESS POLICY PAYS 


Why Not? "272, Your PERSONAL ACCIDENT 











$5,000.00—$10,000.00 $25.00—$50.00 $25.00 PER WEEK $10.00 PER WEEK 

FOR ACCIDENTAL FOR WEEKLY FOR CONFINING FOR NON-CONFINING 
DEATH DISABILITY SICKNESS SICKNESS 
Estimated Annual Cost $15 Estimated Annual Cost $24 





MORE THAN 50 YEARS OF FRATERNAL SERVICE 
Provides protection 24 hours a day when traveling, while at 
work, around the home or on vacation 
NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 


SEND THE John S. Whittemore, Sec.-Treas. 
COUPON Eastern Commercial Travelers 
80 Federal St., Boston 
TODAY : 





application for membership to 
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; Without obligation, please send complete information and 
] 
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i 
! 
i 
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; Ridin + 5.5+his oes enna eee Aw arena eile State 
: HA-49 (No Solicitors Will Call) 








FINEST hand mower 

Blair ever made. The 

seventy years of 
experience behind 

every Blair mower 

is reflected in the 
satisfaction they 

The guarantee your 

Pilgrim customers. 





LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 
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55 advertisements in Farm Papers 
across the country’s cold belt will 
tell the story of SMITH-GATES Elec- 
f trical Aids to Progressive Farmers 
U - - how the SG (poultry and stock 
tank) Water Warmers (7 types) step 
up egg and milk production .. . 
how SG Thermotape (7 numbers) 
keeps waterpipes, eaves troughs 
and down spouts open in the 
coldest weather how SG Ther- 
mostats (3 types) give complete 
automatic control of these units and 
cut the electrical consumption and 
save the farmer money. 


Records show every SG product is a 
money-maker for the farmer. To 
make them a money-maker for you 
we have colorful 8 page consumer 
folders and newspaper mats which 
are available free with orders. Use 
coupon for literature on the entire 
SG line . . cash in on the country- 
wide Farm Paper Campaign. 


THE SMITH-GATES CORP. 
PLAINVILLE, CONN. 


_- —— eee oad 
rae SMITH-GATES CORP., Plainville, Conn | 


lease send me detailed information and prices on the 
4? d detailed inf i d pri he | 
' SG Line of Electrical Aids to Progressive Farmers. 
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WHAT'S NEW 





Safety Glare Shield 
With SCarnu Polish’ 


gy GLARE SHIELD i 






me, 





S. C. Johnson & Son, Inc., Racine, 
Wis., offers a safety glare shield that 
may be attached easily to standard rear 
view mirror with the purchase of Carnu 
auto polish. Counter dispenser for 
dealers holds six glare shields and a can 
of Carnu. For easy handling, each 
case of Carnu is packed with a display 
and 12 glare shields. Made of styrene 
plastic the shield is said not to warp 
or lose its shape and it fits over top of 
mirror with strong spring. It covers 
the mirror with a flick of the wrist, 
shutting out rear window headlight 
glare but permits driver to watch cars 
approaching from behind. Regularly 
retails for 79 cents. Offered to Carnu 
purchasers for 19 cents. 


‘Spicemaster’ Rack 





A 


The W. J. Gamin Co., Box 657, Jack- 


son, Mich., offers the “Spicemaster” 
which is designed to hold 11 standard 
size spice cans and make them easily 
accessible to the user. As the rack 
suspends from the underside of a shelf 
in the cupboard or under the cabinet 
itself, it is a space saver. Maker says 
it is easily turned, permitting imme- 
diate location of the spice desired. Con- 
structed of aluminum, it is finished 
with white lacquer. Each unit is packed 
in a heavy corrugated carton complete 
with full instructions and everything 
required for installation. It may be 


installed in both wood and steel cab 
inets. Packed 24 to shipping carton. 
May be also used under the work bench 
for boxes of small screws, bolts, wash- 
ers, etc. Holds the boxes upright and 
prevents them from tipping. Suggested 
to retail for $1.95. 


Drill Catalog 


A 54-page catalog featuring the Cen- 
tury and Eagle brands of twist drills 
and drill sets is offered by Century 
Drill & Tool Works division of Avild- 
sen Tools & Machines, Inc., 96 La- 
fayette St., New York City. No. 49 pre- 
sents the full line. Each line has its 
own section in the catalog. 


Union Fork & Hoe 
Weed Cutter 


J 


The Union Fork & Hoe Co., Colum- 
bus 8, Ohio, offers a weed cutter; car- 
bon steel, knife-sharp serrated blade 
that is replaceable. Features sturdy semi- 
tubular brackets, large bracket opening, 
improved handle shape with expanded 
end and flattened sides. Reported to 
be perfectly balanced to swing in both 
directions. Blade is 214 by 14 in., and 
bolted to brackets for easy replacement. 
Black finish. Rigid 1 in. wide, semi- 
tubular formed brackets of 13 gage 
steel. Fully heat treated. Riveted 
through heavy end of handle. Gold 
bronze finish. Handles are 30 in. long, 
white ash, Cherry-Ash clear finish. 
Overall length of tool is 40 in. Packed 
assembled a half doz. to package. 
Blades fully protected. Extra blades 
may be furnished. Tool is assembled 
with blade level on the bottom for ease 
in sharpening, but may be reversed 
quickly. Suggested to retail for $1.50. 
In the July 14th issue, this item had 
through error been listed as the product 
of another manufacturer. 
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a fe ae 
High Sales Power in this %£4rce V-Belt Tower 
a 
You’re in the belt business strong, with just 18” of 
counter space and these 35 neatly racked Gilmer 
V-Belts—standard in leading equipment and handled 
by leading distributors. You can fit almost any power 
el cab See mower, pump, power tool or other appliance. You get 
carton. | (1) this sales-making display, (2) patented Gilmer 
k bench Handimeter to measure belts fast, (3) Window Card 
» Wash- | —_. tie-in, (4) time-saver Inventory Card, (5) Gilmer 
ght and be: ) Catalog to help you sell any V-Belt anyone can need. 
ggested | YOUR BIG And you get real sales features you can talk up! 
| SELLING POINTS! 
eae ck seen, | MERCHANDISING AIDS THAT MOVE GILMER WIRE 
| Rayon Pulling Cords with- Gilmer 17-WS Master Assortment gives you all the most 
stand load, speed and wanted cord sets—3-way cube taps—flexible spool wire. Gilmer 
1e Cen- | sharp flexing. 13-W Jr. is the same, without spool wire. Gilmer 6-S gives you 
t drills cage lt rs ——_ six best sellers in spool wire. These compact self-displays 
century fo belt life. ree. make goods move! 
jAuili- || + camer Cunbion Rabter | MAKE YOUR STORE THE GARDEN HOSE CENTER 
49 a | ing and support; keeps Gilmer Badger at popular price, looks and wears extra well. 
— | belt —— and flexible; Gilmer Tuxedo is a prestige number. (Green or black.) Gilmer Gilmer No. 350 
has its itl Four Ace brown sells big footage for toughest work. In Plastic T Ass’m’ 
: . ower Ass'm't 
| hose, Gilmer red or green guards store reputation. 
DDED PROFITS! 
a si LL. H. GILMER COMPANY 
Sell Gilmer Sheaves Tacony, Philadelphia 35, Pa. 
GILMER for TAPE DIVISION OF UNITED STATES RUBBER COMPANY 
(A) CH), ” Ob... CH), 
* BUY & THROUGH & YOUR & GILMER & DISTRIBUTOR 
Q nyTs)i fmm TOP QUALITY CARPENTERS’ and MASONS’ 
SG EM Lower Prices | LEVELS 
| 
| 
| | Y Accurate vY Dependable 
m 
DROP 4, FORGED TINMERS’ SMIPS | ee 
olum- oe STRAIGHT PATTERN SPECIFICATIONS \ 
: - NEW 
blade Stock No. Cutting Edge Length Per Doz. 
semi- 007 2 In. 7 In. 6 Lbs, a 
= 010 2% In. 10 In. 12 Lbs. ‘ 
me es 012 34% In. 12 In. 19 Lbs. Catalog Available 
inde in Colors 
id to CIRCULAR PATTERN SPECIFICATIONS 
both Weight e 
and ! Stock No. Cutting Edge Length Per Doz. 
nent. 207 2 In. 7 In. 5\Y oq 
i- 210 2% In. 10 In. 11Y%y S. Write for 
semi your 
gage 212 3 In. 123% In. 21 Lbs. copy today 
yeted : with price 
Gold Manufactured of High Carbon Steel, list 
long, (9 Machine Hollow Ground, Heat Treated | | | B=\ | QO fe’ == 
aw % Every Pair Accurately Adjusted | | | S===\ |49 = 
ckec ri 
cage. * Fully Guaranteed Against All Defects Peerless a leader for over 30 years 
ades % Polished Blades, Blue Handles 
bled % Packed One Per Telescope Box Y 
ease 
seed B LEVEL & TOOL 
50. Crgman too. mrs. co., inc. COMPANY 
had 
nat 1573-1575 NIAGARA ST. BUFFALO 13, N. Y. STERLING, ILLINOIS 
Established 1899—Manufacturing Fine Quality Tools For Over 50 Years 
49 HARDWARE AGE, AUGUST 11, 1949 127 
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TOOL No. 654 
Long Chain Nose 


6" and 7” 


Sold Through 
Recognized 
Distributors 


rene ane: ALY mexsonsy 





1. Special alloy steel 

2. Electronically hardened edges 
3. Smooth working joint 

4. Perfectly aligned cutting edges 
5. Complete variety of tools 

6. Hand-honed cutting edges 





UTICA DROP FORGE and TOOL CORP. 


UTICA 4, NEW YORK 
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Side Cutting Pliers 





es Me ee, 





‘How to Select Your 
Water System’ 


The Deming Co., Salem, Ohio, offers 
a 32-page booklet entitled, “How to 
Select Your Water System.” A chap- 
ter dealing with protection of water 
supply against contamination is illus- 
trated graphically to clarify the sub- 
ject. Other sections illustrate and ex- 
plain the reasons for using adequate 
size pipe for greater efficiency and 
economy; how to avoid common mis- 
takes in planning a basic water sys- 
tem for future expansion; diagrams 
indicating the various types of pumps 
and the related depths of wells where 
each type is used to advantage. Exam- 
ples of how owners of modern water 
systems make running water save time 
and increase farm profits are covered 
in the booklet which is available with- 
out charge by writing the company. 


Drawer Type 
Refrigerator 





Acme-National Refrigeration Co., 
Inc., 634 Dean St., Brooklyn 17, N. Y., 
offers the Tru-Zone “drawer-type” re- 
frigerator which permits the housewife 
to see at a glance the contents of the 
entire refrigerator. The unit is waist 
high, 36 in. and has a capacity of an 
eight cu. ft. refrigerator. Drawers have 
nylon roller bearings and are equipped 
with “floating” slides which are said 
to provide perfect balance. Drawers 
will not stick. Maker reports a light 
touch of the finger tip and they slide 
closed, self-locking automatic lock mak- 
ing the drawers close completely each 
time. Refrigerator is suggested to retail 
for $239, is 27 in. wide and 24 in. deep. 





Automatic Electric 
Water Heater Line 


Modern Water Equipment Co., West 
Chicago, IIL, offers four models in its 
automatic electric water heater line. 
Two models, ME-55S and ME-55D are 
55 gal. capacity. Models ME-82S and 


ME-82D are of 82 gal. capacity. Fea- 
tures of all models are black heat band 
type surface elements with a large 
heating area and low wattage input 
per sq. in. of heating area; built-in 





heat trap to prevent back circulation 
on hot water line; adjustable surface 
type snap action thermostats; improved 
cold water baffle; extra heavy blanket 
type insulation surrrounding — entire 
tank; heavy gage steel tanks hydro- 
statically tested for 300 lbs. pressure 
per sq. in. or working pressure of 
12714 lbs. Steel jacket with full length 
front access panel is finished with 
baked-on white Dulux enamel. Models 
are available with or without mag 
nesium anode protection and 10 year 
tank warranty. Suggested retail prices 
range from $123.50 to $239.50 for 55 
gal. models and from $162.50 to 
$179.50 for the 82 gal. models. 


'Serv-A-Slice’ Knife 


Simmons Slicing Knife Co., Merchan- 
dise Mart, Chicago, 54, IIl., offers a 
combination slicer and server knife, for 
cutting pastries and cakes as well as 
meat loaves. cheese and fancy prepared 





Stainless steel blade is double 
hollow ground under Simmons process 
which is said to assure a sharp scalloped 
edge that remains sharp for years with- 
out resharpening. Molded into durable 
ivory plastic handle which is claimed to 
resist action of boiling water. Packed 
in gift box. $2 


foods. 


Suggested to retail for $2. 
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QUIK FLAME 
The most efficient kindler ever developed for range burners. 
Patented  spen mesh construction provides best possible 
results with distillate oils. The extra-heavy wire core yarn 
keeps the kindler upright in the burner channel. Glass yarn 
at burning edge facilitates the removal of carton deposits. 


WOVEN GLASS 
Packaged 6 ft. to the box, 7g” and 1%” wide. 


The acme of perfection in stove kindlers, 
assuring long life and maximum stove per 
formance. The only glass wicking woven 
with a wire core in every strand to protect 
the burning edge. Packaged 51/2 ft., 6 ft., 
and 100 ft. to the box in widths of 7’, 
W, 1%" and 1%”, 


TRI-WYR 
This is an extra 
sturdy woven as 
bestos wick, contain- 
ing a brass wire core 
in every strand. 
There are also three 
heavy reinforcing 
wires in the lower 
half of this wick 
Fits all range burn- 
ers. Packaged 5!/2 
ft. to the box, 7” 
wide. Also 100-ft 
rolls, boxed or 
unboxed. 






FOR EVERY RANGE 
OR HEATER 









KINDLERITE 
R/M’s standard quality 
woven asbestos kindler. 
A sturdy long-lived 
wicking with wire core 
in both warp and 
filling yarn. Packaged 
5m ft., 6 ft., and 100 
ft. to the box, in 
widths of 7%’, 1”, 
14" and 134”. 


QUIK FLAME SETS 

The same Quik flame wicking 
that has proved popular in con 
tinuous lengths is now available 

in crimped sets to fit all standard 

8” range burners. Packaged in 

sets of 4 oversize (1'' wide) wicks 


Raybestos-Manhattan manufactures a variety of wicks for every 
type of oil range or heater. Made of quality materials, made by one of America’s leading © 
processors of asbestos, R/M wicks will give your customers long, efficient service. 
Ask your jobber for R/M. . . the pick of the wicks. 


RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE DIVISION, MANHEIM, PA. 
Factories: Manheim, Pa.; No. Charleston, S. C. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles * Packings 
Mechanical Rubber Products « Abrasive and Diamond Wheels « Rubber 
Covered Equipment e« Brake Linings « Brake Blocks « Clutch Facings 
Fan Belts « Radiator Hose « Powdered Metal Products « Bowling Bails 





HARDWARE AGE, AUGUST 11, 1949 129 











@ FAST-SELLING 
ROYAL 
JOINT FASTENERS 


@ SELF-SELLING 
ROYAL 
DISPLAYS 






TWO 
STEPS TO 
SMOOTHER 
PROFITS! 








BOY 
JOINT FAME 
aN 





Divergent corrugations, saw style, drive across 
or with grain. Available in tempered cold rolled 
steel, galvanized and solid brass. 

DEPTH: %”, %”. %2”, %”, %”, %”, 1” 
CORRUGATIONS: 2, 3, 4, 5, 6, 7, ete. 
—SPECIAL SIZES TO ORDER 


IN BULK: In kegs of 50 or 100 Ibs., and car- 
tons of 500 or 1000. 



















ost Popular Wood Joiner— 





~— For Everyone! 
OW NATIONALLY ADVERTISED! 






¥INS OF Connycatt? 





















*REG. U. S. PAT. OFF. 





Independent Metal Strap Co., Inc. 


ESTABLISHED 1907 


232 Third St., Brooklyn 15, N.Y. 
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WHAT’S NEW 








‘Vogue’ Tool Kit 


Kenton Plastics Corp., Marseilles 
Rd., Kenton, Ohio, offers the “Vogue 
Tool Kit” which is molded from yel- 
low unbreakable Hercules acetate and 
equipped with five tools. Set consists 











of drop forged nickel plate 8 oz. claw 
hammer; drop forged nickel plated 6 
in. slip joint pliers; plastic cased steel 
tape rule, hardened and tempered steel 
bladed screw drivers, one 4 in. by %4 
in. blade and one 2% in. by % in. 
blade. Both with shock proof unbreak- 
able green plastic handles; and three 
in one oiler. Overall dimensions are 
14 by 8 by 3 in. Individually boxed 
in 125 lb. test corrugated mailer car- 
tons, shipped in 1/3 and doz. Set has 
a chrome plated hanger for door or 
wall. Non-spill utility drawer centains: 
nails, brads; tacks; screws, glue, pic- 
ture hangers, picture wire, rubber 
bands, scotch tape and_ thumbtacks. 
Clearview solidly hinged doors open 
fully. Suggested to retail for $5.95. 


Plastic Rolling Pin 





Magnus Harmonica Corp., 439 
Frelinghuysen Ave., N. J., offers a 


dough roller made of Bakelite styrene 


Constructed with eight small 


rollers of non-porous tyrene. Maker 
says dough doesn’t stick, due to mul- 
tiple action of the rollers. Permits pie 
crust dough to be rolled very thin, with- 
out breaking while being handled and 
baked. Consists of a circular frame, 
7 in. in diameter in which are set eight 
parallel rollers, each % in. in diam- 
eter and ranging in length from 3 to 
5 in. One hand will spread the dough 
to perfect proportions quickly by a 
light back and forth motion, says 
maker. Available in variety of colors. 
Retails for $1.69. 


Aluminum Pocket Level 





The E. A. Stevens Level Co., New- 
ton Falls, Ohio, offers an aluminum 
pocket level designed for general util- 
ity or advertising give-away use. Level 
provides space for advertiser’s name 
and sales message on all six of its sides. 
Nominal charge only is made for im- 
printing no matter what the size of the 
order. Level is made of %6 in. hex 
tubing. It is 5%4 in. long with sturdy 
plated pocket clip and is packed a 
doz. to display box. Weight per doz. 


34 |b. 





Juice King ‘Junior’ 


National Die Casting Co., Chicago 45, 
Ill., offers the Juice King “Junior” fea- 





turing single-stroke operation. Also in- 
cludes stain resisting aluminum strain- 
er, rubber encased steel handle and 
chrome top. Model is 744 in. high. 
Finished in chrome and enamel. Sug- 
gested to retail for $4.95. 
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WITH HY-L 





HYPO YOUR PROFITS 





THE FAMOUS 
VACUUM BOTTLE 


Backed by the Biggest 
Advertising Campaign 
in all Vacuum Bottle History 
that will bring people into 


DISPLAY HY-LO’s IN YOUR WINDOWS 


where people can be reminded of the GREEN 
BOTTLE with the RED TOP they saw in LIFE, 
POST, LADIES’ HOME JOURNAL in '4-page 
color ads month after month. 


DISPLAY HY-LO’s ON YOUR COUNTER 


where customers can reach for the vacuum bottle that is 
setting modern merchandising records. 


Write—TODAY—For the full story of the biggest advertising 
program in Vacuum Bottle History—schedules of ads—circula- 
tion in your community—suggested ways for you to make more 
money by taking advantage of Aladdin’s campaign to tell your 
customers about HY-LO. 
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HERE ARE ‘‘NATURAL”’ 
HY-LO tie-in sales 


WORKMEN 
LUNCH KITS ALARM CLOCKS 
TOOLS + PAINTS AND VARNISHES 
STEEL TAPES AND RULES 


SPORTSMEN 
ALA-DINER OUTING KITS + CUTLERY 
FISHING TACKLE + COOK STOVES 
FLASHLIGHTS AND LANTERNS 


HOUSEWIVES 
LUNCH KITS + OUTING KITS 
HOUSEWARES + CUTLERY 
COOKING UTENSILS 


Hypo your sales—with HY-LO 
THE GREEN BOTTLE with the RED TOP 


ALADDIN INDUSTRIES, INC., Nashville, Tennessee 





ANDROCK 





SNAP-TOOTH 


LAWN RAKES 


(Pat. No. 1621276) 


For use on lawns, golf courses; in 
parks, playgrounds, cemeteries, etc. 
Rugged, durable construction, yet 
lightweight and easy to use. Oil tem- 
pered steel teeth anchored securely 
in frame; can be “snapped” out 
easily for repair or replacement. 


HANDLE SUPPORT 
Extra heavy steel 
support holds handle 
to frame. 


FRAME 
Heavy gauge steel— 
for strength and 


durability. 

\ REPLACEMENT 

\ TEETH 
“Snap”’ out easily for 
repair or replacement. 


WHAT'S NEW 








‘Savage’ Repeating 
Shotgun 

Model 820 repeating shotgun, with 
slide action is available for $53.90. 
Savage Arms Corp., Chicopee Falls, 
Mass., claims that this “pump” gun 
offers rugged construction and fast 
-mooth operation. Barrel is compressed 
iorged steel, proof tested, 28 in. long. 
Improved cylinder, modified or full 
choke. Plug is furnished with each gun 
to reduce capacity to three shots from 
its capacity of five to conform with 
government regulations on migratory 
birds. Independent push button safety. 
Stock and forearm of Tenite. Capped 


full pistol grip, fine checking. Weighs 
7% Ib. 


Small Homes’ Furnace 
The Heil Co. Miiwaukee 1, Wis.. 


offers three automatic warm air heat- 


ing manufactured, mixed, natural, liqui 
fied, petroleum and butane-air gases 
Self-contained, unit uses an oversize 
slow speed fan and “floating” motor 
to circulate filtered and humidified ai: 
without a sound, says maker. The 
measure 21 in. wide by 52 in. deep 
and 52 in. high. Adaptable in appear 
ance to installation in basements or 
first floor utility rooms. Feature of fur- 
naces is the interchangeability of burn 
ers to permit switching to different 
types of fuel. Original oil burning in 
stallation may be converted to gas. 
vice versa at any time. 


‘Bo-Craft' Line 
Home Workshop Saws 





\ PACKING | ing plants geared to accommodate small 
\ G tw corrugated | homes, with hgh oon ee con- 
\ ‘here | struction and efficiency of the larger 
\ shipping carton. Fully | , : 
\ Ps ly standard models. Two are oil-fired, one 
\ , with pressure atomizing burner, the 


\ | other with a vaporing type burner. Chicago Saw Works, Inc., 5036 S. 


RIVETED BRACE 

4 heavy rivets hold 
handle support to 

\ frame. 








SPRING STEEL TEETH 
Oil-tempered, 
flexible —follow 
contour of ground. 


Cat. No. 501 
\ SNAP-TOOTH LAWN RAKE 








Rated at 80,000 and 70,000 Btu. per 
hr, output, respectively. Third unit is 
gas-fired with input of 100,000 Btu. per 
hr. This is an AGA approved winter 
air conditioning unit suitable for burn- 





Wentworth Ave., Chicago 9, Ill., offers 
a new line of “Bo-Craft” home work- 
shop circular saw blades. Line includes 
two styles of combination saws as well 
as cross cut, rip and planer saw in 6, 
7, 8 and 10 in. diameter. Four differ- 
ent Dado head set combinations are 
included in the line, grooving from ‘s 
in. to 11/16 in. Each saw is made 
of chrome-nickel steel, and each is 
hand-filed and set. Saws are individ 
ually packed in well labeled chipboard 
envelopes. 


Papercraft Project 
W orksheets 


Chemical Division, Borden Co., De 
partment 66-D, 350 Madison Ave., New 
York City 17, offers a 24-page booklet. 
“Cascorez Papercraft Projects” for 1 
cents a copy. Gives complete instru 
tions for 10 papercraft projects cr 
ated by Kenneth Murray, designer 
Suitable as party favors for childre 
and adults and as home decoration 
they include: silhouette lamp, pape 
shade pull, scatterpin jewelry, tooled 
paper cigarette case. 
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HURD 


Retail Prices Now Begin at 
$9750 Cable 


Price includes rod, reel, carrying case 
folate Mi m-Yol-1ae] MN Keb @ 





At the popular price of only $27.50, 
here is a simplified model of the famous 


$45.00 Hurd Super Caster. With the 














exception of thumb-button control, it 
retains the outstanding features of its 
higher-priced companion and is 
built to the same high quality 
standards. Its low price has 
opened up an entirely 
new and vastly larger 
market for this patented 
product of exclusive 

Y Hurd design, already 
acclaimed by leading sports- 
men throughout the country. 
Available through your 


local jobber. 







45 Price includes rod, reel, carrying case and Federal Tax. 


Pat. D145625 Other Pats. Pending. Right to make specification changes is reserved without obligation. 


er 
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PRICES DROP ON 
LIP-TYPE 
GUN CASES! 


STEARNS MANUFACTURING 
ANNOUNCES SUBSTANTIAL 
GAINS IN PRODUCTION 


Mogjor price reductions ranging from 16%/, to 8°/, to apply 
to Stearns ZIP-STYLED GUN-CASES have been announced 
by the Stearns Manufacturing Co. of St. Cloud, Minn. 











In publishing the price cuts effective July 15th, the manu- 
facturers declared that exceptional demand for Stearns 
Cases had reached the point where economies were pos- 
sible in both production and distribution. Some cost-saving 
in raw materials was also cited. 


The Stearns Cases affected by the price drop include the 


| GUN-SHEATH models which are labeled the “aristocrats” 


of the zip-styled group. The standard GUN-SHEATHS, in 
8 different lengths, were formerly priced at $11.50 and 
$11.95, but the new price on all sizes is only $9.95. The 
scope versions of the GUN-SHEATH have been dropped 
from $14 and $16 to $11.95 and $13.95. 


Stearns FULL-ZIP models have been reduced from $9.95 to 
$8.95, with the Scope FULL-ZIP cut from $12.00 to $10.95. 


ZIPSTAR CASES, also fully-zippered, are reduced in list 
from $6.95 to $6.45. 


All Stearns Cases are distributed nationally by H. N. Gil- 
man & Associates of Minneapolis. The Gilman offices have 
prepared new price lists and revised literature in full-color 
available to dealers interested in up-to-date information 


on these fast-selling, beautifully-tailored, low-priced cases. 


a nee ee eee 

j To: H.N. GILMAN & ASSOCIATES | 
2010 NICOLLET AVENUE, MINNEAPOLIS, MINN. 

| SEND US new price-lists, size-charts and literature on STEARNS I 


ZIP-STYLED Cases. ] 
= Oe aa See -_ 
[avons I 
Poise a I 


he ces cen en an es en a a oe 
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To show y f customers this 
attractive, PER-VLCHEK 
Screw Driver is to sell it 
at once. Ya 


This is @ Brand new, 
high quality screw driver 
with ten big gelling advan- 
tages: (1) Beautiful extra 
large handle of clearest am- 
ber plastic; (2) not molded 
but extruded“for greater 
strength; (3) tough Tenite II 
plastic; (4) @ mew design 
handle providing utmost 
comfort; (5) and extra grip- 
ping power; (6) non-inflam- 
mable too; (7) band shock 
proof; (8) also | j - pervious to 
grease and moisture; (9) dur- 


able —withst the abuse 
any hardwor g screw 
driver is bound teget; and— 


(10) a shank of fiigh-carbon 
steel in keeping ¥ 
quality handle. © 
Supplied in three f 
(1) Regular, square shank, 







(2) Regular, round shank, nickel plated* 

(3) Phillips, round shank, chrome plated 
*Polished fapers | 

May we send\you the com- 

plete story, ran jot sizes, etc. 





WHAT'S NEW 





‘Curv-A-Matic Ball Point’ 
Curtain Stretcher 


Quaker Stretcher Co., Kenosha, Wis., 
offers the “Curv-A-Matic” all metal 
aluminized finish curtain stretcher fea- 
turing ball-point pins and ruler-straight 





pinning. Has three pieces and _ is 
equipped with “Rigid-Lok” folding 
easels. Stretcher folds complete without 
removing nuts and bolts. Automatic ad- 
justment is possible by releasing easel 


tie-rod. Legs slide easily under top 
channel to desired numeral. All hard- 
ware is said to be rust-proof. Embossed 
colored consecutive numbers. Features 


center-point stretching, and four self- 
leveling corners. Stretches sizes from 
doilies to cloths up to 54 by 90 in. 
Suggested to retail for $7.99. 


Crowfoot Attachment 
Counter Display 





J. H. Williams & Co., 400 Vulcan St., 
Buffalo 7, N. Y., offers a black, orange 
and white counter display, 16 by 22 in. 
high, with 12 of its new adjustable crow- 
foot attachments displayed on it. Firmly 
fastened with soft metal clips to the 
display, the attachments are easily 
removed when sold and replacements 






can be readily made. Sale unit has 
bold copy which calls attention to a 
photo illustrating a few of the handles 
and parts with which the crowfoot 
attachments may be used. Six attach- 
ments are %& in. square drive while 
the other six have 1% in. square drive 
openings. 


Over-Head Garage 
Door Unit 


Frantz Mfg. Co., Sterling, Ill, is 
manufacturing an  over-head garage 
door unit, suggested to retail for $46.50. 
Model 77 is said to fit openings 8 by 











6 ft., and 8 in. high and requires 2 in. 
headroom. The 24 panel plywood door 
is pre-fitted and pre-bored at the fac- 
tory for ease of installation. Said to be 
water-repellent and toxic treated to re- 
sist rot. Includes all necessary hard- 
ware, including steel weatherstripping. 
Features rigid lifting arms, extra- 
powered springs, ball-bearing hangers. 
For those who wish to install unit 
themselves, Franz offers door-building 
plans free with purchase of door equip- 
ment. Hardware will handle up to 90 
lb. doors and openings up to 7 ft. high. 





‘Vacuum Carrier’ 


Alvedaine Products, North Wilbra- 
ham., Mass., offers the “Carry-Vac,” a 
light metal cart designed to carry tank 
type vacuum.cleaners and all attachi- 
ments. It is said to move easily in every 
direction on a ball bearing caster and 
two rubber wheels; and it has a tray 
at the bottom to hold other attach- 
ments, waxes, polishes, rags, etc. Cart 
or semi-collapsed 

cleaner and at- 


may be completely 
for storage with the 
tachments remaining on it. Maker says 
it wheels up or down stairs. Attacti- 
ments will not fall from tray. Comes 
in colors. Retails for $12.95. 
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NESCO is headed for a second 50 years 


of success with the finest in housewares! 





For longer than most people in the housewares business can remember, 
the name Nesco has been a magic word to both retailers and homemakers. 
To retailers it has meant unvarying quality and acceptance, fast turn- 
over and better-than-average profit. To homemakers it has meant 
more value, more beauty, better construction and longer service. 

In the future, as in the past, Nesco will continue to build the world’s 
finest housewares, sell them at fair prices, merchandise them aggres- 
sively, and provide the kind of service that both wholesalers and retailers 


throughout America need and appreciate. 


















1899 ~ 1949 


NESCO 


Golden Jubilee 


SO years of service 
to America’s Homemakers 
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NATIONAL ENAMELING AND STAMPING COMPANY 
270 NORTH 12TH STREET, MILWAUKEE 1, WISCONSIN 
Sales Offices: 1166 Merchandise Mart, Chicago * Western Merchandise Mart, San Francisco * 1430 Candler Bidg., Atlanta 
200 Fifth Ave., New York * 901 Ambassador Bidg., St. Louis 
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Leslie Stratton, Jr. Succeeds Father 
As President Stratton-Warren Hardware 


Leslie M. Stratton, Jr., execu- 
tive vice-president of the Strat- 


ton-Warren Hardware Co., whole: | 


saler, Memphis, Tenn., since 
1942, was recently elected presi- 
dent of the company to succeed 
his father, the late Leslie M. 
Stratton, Sr. 

Elected as a vice-president of 
the company was another son, 
Leslie M. Stratton, III, 23, who 
was advanced from the position 
of promotional sales manager of 
the appliance department. All 
other officers of the firm will con- 
tinue in their present positions, 
namely: R. Don Warren, B. A. 
Edwards, H. T. Stratton, W. F. 
Stephenson and K. W. Goodman, 
vice-presidents; and H. W. New, 
secretary-treasurer. Mr. Goodman 
also continues as sales manager. 
These executives, plus G. M. 
Stratton, comprise the board of 
directors. No executive  vice- 
president was chosen to succeed 
the new president. 

The company was founded and 
incorporated in 1902 under the 
name of Benedict, Warren, Da- 
vidson Co. R. D. Warren, the 
father of Don Warren, was one 
of the founders and the first 
president. The late Leslie M. 
Stratton, Sr., joined the business 
as president in 1909, and the 
name was changed to Stratton- 
Warren Hardware Co., in 1913. 


The company now employs 60 | 


sales representatives including 
specialty salesmen and _ covers 
most of Arkansas, Mississippi, 
Tennessee west of the Tennessee 
River, part of Kentucky, Mis- 
souri, Oklahoma, Louisiana and 
Alabama. 

The new president of the com- 
pany began his business career 
with the Early Stratton Whole- 
sale Grocery Co., with which his 
late father was then identified. 


In 1928 he was one of the group | 


which acquired the Piggly-Wig- 
gly stores, which were sold later 
to Kroger Co. He was with Kro- 
ger in an executive capacity until 
1931 when he joined Stratton- 
Warren Hardware. 


was made a _ vice-president of 


the company. His elevation to| 


136 


In 1933 he | 


| Mr. Bailey has been active for | 





LESLIE M. STRATTON, JR. 


executive vice-president followed 
in 1942. He is also president of 
the Stratton-Edwards Mfg. Co., 
and of the Stratton-Warren Sales 
Co. 

An election to fill the office of | 
chairman of the board of the 
Stratton-Baldwin Hardware Co., 
New Orleans, La., which was va- 
cated by the death of Leslie M. | 
Stratton, Sr., will be held shortly. | 
A separate corporation, this com- 
pany has a different sales terri- 
tory. 


BAILEY HEADS SALES, 
JOHNSTON LAWN MOWER 

Dan W. Bailey has been ap- 
pointed sales manager of the 








DAN W. BAILEY 


| spent 12 years with Harper & 


| with his father and grandfather 


| mowing equipment in Wisconsin. 


Johnston Lawn Mower Corp., 
Ottumwa, Iowa, a subsidiary of 


Jacobsen Mfg. Co., Racine, Wis. 


many years in all phases of the | 


wholesale and retail hardware | 
business. 

Before joining Johnston, he 
McIntire, a leading Iowa hard- 
ware wholesaler, where he was 
sales manager from 1941 to 1949. | 

Mr. Bailey gained his original 
experience in retail selling. From 
1920 to 1937 he was associated 


in the retail hardware business. 


JACOBI DISTRIBUTES 
CUNNINGHAM LINE 


The R. N. Jacobi Co., 408 
North Plankinton Ave., Milwau- 
kee 3, Wis., has been named dis- 
tributor for the James Cunning- 
ham, Son & Co., Rochester, line 
of garden tractors and power- 





| Contact po Sinned 


SEAL-SAC NAMES 
NORTH CALIFORNIA 
REPRESENTATIVES 

H. M. Johnston, western region. 
al manager of Seal-Sac, Inc., Nev 
York has announced the appoint: 
ment of Max P. Fisher as north- 
ern California representative with 
offices in the Western Merchan. 
dise Mart, San Francisco. Besides 
Seal-Sac’s bowl and appliance 
covers and closet accessories, 
Mr. Fisher will also carry the 
lines of H. M. Johnston & Asso- 
ciates of Los Angeles. 





HARRY. ARONSON FORMS 
HALLMARK WATCH CO. 


Harry Aronson recently an- 
nounced the organization of his 
own firm, Hallmark Watch Corp., 
5 N. Wabash Ave., Chicago 2, 
{ll., of which he is president. 

Harry Aronson, formerly a 
partner and general sales man- 
ager of the Hampden Watch Co, 
has over 30 years’ experience in 
the watch business. 


Again At 


Manufacturers’-Wholesalers’ Joint 
Convention, Atlantic City, Oct. 10-13 


The American Hardware Man- | 
ufacturers’ Association has an- | 
nounced that it again plans to | 
have a Contact Area program at 
the joint convention of its or- 
ganization and the National 
Wholesale Hardware Association, 
to be held Monday, Oct. 10, 
through Thursday, Oct. 13, 1949, 
at the Marlborough-Blenhein 
Hotel. With as many improve- 
ments as possible the Contact 
Area Plan will be conducted at | 
the headquarters hotel, Monday 
and Wednesday, Oct. 10 and 12, 
from 2 to 4 P.M. 

Both associations will again 
use the advance registration plan, 





| forms to be mailed to members | 


on Sept. 6, with the deadline for 
receipt of the forms being Mon- 
day noon, Sept. 26, at associa- 
tion headquarters. For the first | 
time, in the history of N.W.H.A. | 
and A.H.M.A., registration will | 
begin on Sunday, Oct. 9, con- 
tinuing from 10 AM to 4 PM, 
but only for members of the 


HARDWARE AGE, 


two associations and for manv- 
facturers’ agents included in the 
Advance Registration Directory. 
“On the spot” registration will 
begin on Monday, Oct. 10, at 
9 A.M. 

In addition to rooms at the 
Marlborough-Blenheim, accom- 
modations are being set aside at 
the Claridge, Brighton, Dennis, 
Shelburne and Traymore, ll 
requests for rooms to be made 
direct to the participating hotels. 
The semi-annual joint convention 
will mark the 55th annual gather- 
ing of the National Wholesale 
Hardware Association and the 
97th semi-annual meeting of the 
American Hardware Manufac- 
turers Association. 

Thomas A. Fernley, Jr., 505 
Arch St., Philadelphia 6. is exec 
utive secretary of the National 
Wholesale Hardware Assn. Dr. 
Arthur L. Faubel, 342 Madison 
Ave., New York 17, is secretary 
treasurer of the American Hard: 
ware Mfrs. Assn. 
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See ae at military outlets. association’s offices at 1500 Rhode 
d appliance aa 5 
: Island Ave., N. W., Washington 

accessories, Washington Bureau Here is box score of concessions made by the military as far as | - D.C 
> carry the of HARDWARE AGE | the hardware trade is concerned: oy oe : ; t bl 
ton & Asso. | The long battle to limit retail | —__—___—_ a — gonsists 0 a 
q operations of Army, Navy and Air | | LIMITATIONS IN ups of t e vertisements which 

rar EFFECT PRIOR TO are appearing in consumer maga- 
Force exchanges was ende nd INVESTIGATION LIMITATIONS LIMITATIONS zines. direct il folders, window 
N FORMS § Aug. 2 when the military services __—-___—_—_———_| INCLUDED | ESTABLISHED | Zins, me “gee 
: IN LIST SUBSEQUENT streamers, posters, display easels 

TCH CO. [capitulated to demands of the | ITEM Army & | PRESENTED T aed 
a. fe 5 Miata © ; hie Gases Navy | June 8, 1949 June 8, 1949 and a newspaper advertising mat 
ecently an. | House Armed Services Commit- ; ee. ee hee ndnesetll in tae ‘ 
ion of his & tee that “special order” purchas- | Athletic appare}: Scrvare. adio spot announce 
ation of his F 2 |” Footwear for active | ments for dealer use are also 

Vatch Corp., § ing be abolished. After offering | sports....... Non> None None $10.00-Restricted | ayailable. 

Chicago 2, f ‘0 restrict such purchasing, which | inten p a | to — aoe A 
resident. permitted exchange officers to| Jackets, hunting and | ig : iain | R COVERS 
formerly a § order goods not regularly stocked Pn ar by ne , « | . abi | ~ = HEITZLER C 
sales man- § by the military stores, to isolated | detnieein ' to active sports. PACIFIC DIST. FOR 

pe : irts for active : 
Watch Co, military posts, the three services | Samumer ieee — - tale . $5.00-Restricted G. E. CLOCK DIV. 
‘perience in § gave in and agreed to eliminate | Winter type. . “ “ «“ oy ao Renta A. H. Heitzler has been named 
the provision entirely, effective ‘ a to active sports General Electric, Bridgeport, 
——. Oct, 1. This means that refrige- oe Conn., clock representative in 
rators, washing machines, radios, wg yd = the company’s Pacific district. 
and other such expensive items | food choppers, cutlery, . ™ Mr. Heitzler’s territory § in- 
nt wil no longer be obtainable alee Gaon wt | _ sae | = si clades ry rare Neves, Ari- 
through military outlets. accessories, such as zona and Hawaii. 
mats, towel bars, glass, 
4 10-13 Previously, the services had ico Se $15.00 P $10.00 $5.00 — 
agreed to collect federal excise | Cleaning and maintenance | ZEGERS INC. ACQUIRES 
for manuv- es hentani 4 l equipment and supplies, | 
ded in the | Ot! Peginning Aug. 1 and to| _ such ascarpet sweepers.| None : $15.00 $10.00 LARGER BUILDING 
; limit the number as well as the | 8feoms, brushes, mops, : 

Directory. K , etc., waxes, detergents, Zegers, Inc., manufacturer of 
ae af value of items sold in post ex- | _ insecticide, buckets and : : 
ration vil Riese endl oth ‘1 outl pails, closet accessories - « | — $15.00 $5.00 Dura-Seal combination metal 
Yet. 10, at BSS and other retail outlets. | Electrical appliances. . . $50.00 “ | $35.00 $20.00 weatherstrip and sash balance, 

_ ‘ ‘ era $50.00 ° $30.00 $30.00 A 

In addition, the services will | Electrical supplies, such has moved its offices and factory 
ms at the §f clos : : - | as bulbs, plugs, outlets : ‘di 
ms e all commissaries located eo oa _—— . | tise _— o a larger bui ry recently pur 
1, accom: § metropolitan areas, effective Jan. cutee eta iaonicns oa Se . ye $35.00 chased at 8090 S. Chicago Ave., 

: } e : > drinking. ...... -25 N . 25 i ~ed* , 

et aside at H 11950. Commiscaies sell only | men Sint] $ezs | Meme | M2 twas announced” by Harry J 
n, age food products. Lamps, table, desk or bed i500 $20.00 | $10.00 $10.00 Zegers, Jr., president. 
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Housewares Show Buying “Satisfactory”; 


Some Slight Price Reductions Made 


With buyers hopeful for busi- 
ness prospects, the four-day Na- 
tional Housewares and Appliance 
Exhibit at the Atlantic City, 
N. J., auditorium closed with 
general reports from manufac- 
turers of a satisfactory volume 
of business transacted. Reports 
prior to the exhibit about drastic 
price cuts did not materialize. 
Most price changes proved to be 
merely “concessions”. The 6500 


attendance at the show was less | 


than last year but this year’s 
show was of shorter duration. 
It is believed that the price 
stability manifested at the show 
may make dealers more confident 
in the future value of their in- 
ventories and may result in an 
easing of cautious buying policies 
for fall selling. A belief that 
dealers’ and disgributors’ stocks 
are at a low level was expressed 
by several large manufacturers 


HARRY RYAN SALES MGR. 
SANITARY REFRIGERATOR 
HOUSEHOLD DIVISION 


Harry Ryan has been ap- 
pointed sales manager of the 
household division of the Sani- 
tary Refrigerator Company, Fond 
du Lac, Wis., B. K. Miller, pres- 
ident, announced recently. Mr. 
Ryan was formerly Chicago sales 
manager of the Ben-Hur Mfg. 
Co. and of the appliance divi- 
sion of R.C.A. Victor Distribut- 
ing Corp., Chicago. 

The company recently ap- 
pointed five new distributors for 
its household division. They are: 
Boyd Distributing Co., Inc., 20 
W. Thirteenth Ave., Denver, 
Colo.; Associated Industries, 
1420 W. Fort St., Detroit, Mich.; 
Cardinal Distributing Co., 3319- 
25 Lindell Blvd., St. Louis, Mo.; 
E. G. Clinton Co., 740 N. Wash- 


ington St., Minneapolis, Minn. 


J. H. CARMINE ELECTED 
EXEC. VICE-PRESIDENT 
PHILCO CORP. 


James H. Carmine, vice-presi- 
dent, distribution, for the past 
two years, has been elected 
executive vice-president of Philco 
Corp., Philadelphia. 


He joined Philco in 1923 as | 


district sales representative in 


Pittsburgh and last year com. | 


pleted 25 years of service with 


the company. In 1932, he was | 


named sales manager of the Mid- 


dle West for Philco with head- 


quarters in Chicago and made | 


138 


placing orders at the show are 
demanding quick shipment. 
There were 547 manufacturers 
represented at the show with 
more than 1,400 booths. Many 
improvements in merchandise 
were noted but no startling in- 
novations. New design with in- 
creasing stress on color was 
easily discernible. A _ greater 
show of plastics was seen with 
more exhibitors of this type of 
merchandise on hand. There 
| was comparatively little represen- 
| tation from the major appliance 
field at the show. 
| 
| 





Most cookware producers were 
active in writing orders. Clothes 
hamper, shower curtain and 
cutlery manufacturers also re- 


ported highly satisfactory results, | 


|as did producers of plastic 


| products. Added emphasis was | 


placed on ensemble selling. 


that capacity that he was trans- 
ferred to the home office of 


assistant general sales manager 
in 1939. 

Two years later he was ap- 
pointed general sales manager 
and in 1942 he was named vice- 
president in charge of merchan- 
dising and elected to the board 
of directors. Since 1948 he has 
been vice-president, distribution, 
and in this capacity has been 
responsible for the development 
of all product lines, as well as 


vertising activities of the cor- 
poration. 

Mr. Carmine is also a member 
of the executive, management 
and finance committees of Phileo. 


PERFECTION STOVE CO. 
ACQUIRES ACORN, 
ORIOLE GAS RANGES 


Cleveland, recently acquired the 
patents and trade names of the 
Acorn and Oriole Range lines, 
manufactured by Standard Gas 
Equipment Corp. of Baltimore, 
Md., along with certain other 
physical assets of the Baltimore 
company. 

Included in the purchase is the 





and market Oriole and Acorn gas 
| ranges. 

| Tools, dies, jigs and molds ac- 
| quired in the deal will imme- 
| diately be shipped to Cleveland 
and manufacture of the Oriole 


who pointed out that those | 


such an outstanding record in 


Philco in Philadelphia to become | 


the sales, merchandising and ad- | 


The Perfection Stove Co., | 


exclusive right to manufacture | 


| and Acorn lines will be under-| ELECT NEW PRESIDENT 
taken shortly. TWO DIRECTORS FOR 

This business deal links the) AwERICAN HDWE. SUPPLY 
products of two companies hav- | 
ing a combined total of almost 
200 years of experience in the 
stove manufacturing business. 
Perfection Stove initiated its 
manufacture of kerosene cook 
| stoves more than 61 years ago. 

Just a few months ago, Perfec- 

tion entered the gas range field 

with three models. Standard Gas 
| Equipment Corp. has been mak- 
| ing the Acorn Range since 1830. 
| Its Oriole model was introduced 
| in 1911. 

Along with Perfection’s own 
gas and kerosene ranges and 
cook stoves, the Acorn and Oriole 
ranges will be manufactured in ‘ 7 : 
the company’s newly-expanded | men in their own right. 

Ivanhoe Road plant in Cleveland.| Sherwin M. Wylie, Wylie Bros, 

Within the next three months, | Inc., Elizabeth, Pa., who has 
electric ranges will also be added | been serving as vice-president 
to the Perfection line. and has been a director since 

L. S. Chadwick is president of | 1936, was elected president of 
Perfection Stove. The company’s | the company. Wm. R. Ritter of 
| merchandising is under the di- | Ritters Hardware Store, Mechan- 

rection of C. H. Foulds, vice- | icsburg, Pa., formerly secretary, 
and a director since 1941, was 
aes elected vice-president; and Ear] 

Wyant, Gilbert & Co. Hunting 
HARDWARE STORE ton, W. Va., was elected secre- 
MARGIN | tary. 


In the July 14, 1949 issue of] W.R. Conaway of Perry Hard- 
Harpware AGE on page 33, in a| ware, New Lexington, Ohio, a 
comparison of margin for hard-| director since 1942, was elected 
ware dealers in 1948 and 1947,| to serve on the executive com- 
the 1948 figure was incorrectlly | mittee of the board together with 
stated as being 27.08 per cent,| officers and M. R. George. 
compared with 27.50 per cent in| 
1947. This statement, quoting | 
portions of the report of Rivers | 


: : _. | ROCKWELL MFG. ELECTS 
Peterson, managing director, | 
| N.R.H.A., as given at its Con- VICE-PRESIDENTS 


gress, last month, should have} The election of Wm. A. Mar- 
read: “Margin was slightly bet-| steller, Chicago, and Robert P. 
ter, being 27.80 per cent in ’48/| Melius, Milwaukee, as vice presi- 
| against 27.50 per cent in 47 for|dents of Rockwell Mfg. Co. 
all stores reporting.” | Pittsburgh, has been announced. 


At its meeting held recently, 
the board of directors of the 
American Hardware Supply Co, 
Pittsburgh, Pa., elected John R, 
Freehling, partner, W. T. Freeh. 
ing & Sons, Marwood, Pa., to the 
directorate to fill the unexpired 
term of the late president, Chas, 
Scarborough. Darrell French, 
partner, Murphy-Benham Hard. 
ware, Wilmington, Ohio, was also 
elected a director to fill the unex. 
pired term of Warren Goodenovw, 
Girard, Ohio, whose resignation 
was read at the meeting. Both 
men are said to be well qualified, 
successful, aggressive hardware 


| president in charge of sales. 
























)O itty 
ne 


Moore-Handley’s New Nashville Home: The completion of 
the Moore-Handley Hardware Co.'s Nashville, Tenn., division 
offices and warehouse was recently announced by the Bir 
mingham, Ala., wholesalers. With the home office and the 
Mobile division opened earlier this year the Nashville plant 
with 117,000 sq. ft. of floor space, brings the company’s total 
office and warehouse space to almost one million sq. ft. Neal 
O. Jones, manager of the Nashville operation, has announced 
several new features which are combined in the building. The 
walls of concrete were poured in large sections, then raised 
| into place by heavy cranes. The warehouse space is on one 
floor level, permitting efficient handling of goods with the 
| most modern materials handling equipment. A sales force 
| of 15 general hardware men plus electrical equipment spe’ 
| cialists will work in this area. An open house was held re- 
| cently to give dealers and other friends an opportunity to 
| view the new building. 
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C.H. Voss Retires As Housewares Sales Head 


Was 41 Years With Geuder, Paeschke and Frey 


Carl H. Voss, vice-president 
and sales manager of the house- 
wares and dairy utensils division, 
Geuder, Paeschke & Frey Co., 
324 N. Fifteenth St., Milwaukee 
3, Wis., has recently announced 
his retirement. He has been with 
the company for nearly 41 years. 
He began in 1908 as clerk in 
the sales department. From this 
point he rose to his present posi- | 


which he has held since | 


tion, 
1936. 

Jack C. Temple will operate | 
the housewares and dairy uten- 
sils division. He has been asso- | 
ciated with the hardware and | 
dairyware fields during his entire 
business career and has been | 
with G. P. & F. since 1937. 





CARL H. VOSS 








NAME G. R. TREADWAY Prana and Tennessee, it has 
HORTON V.P. OF SALES | been recently announced, 


T r Jivisi hich 
Graham R. Treadway of the | — ee : eaag Seoite ; 
Berten Menulacturing Compeny, | manufactures automatic ironers 
|}and home laundry equipment, 


Bristol, Conn., has been named 
vice-president in charge of sales. 
Mr. Treadway, in his new post 
will handle ali tackle and golf |‘"ges, and gas space heaters, 
sales. Prior to his connec-| “ete previously operated as in- 
tion with the Horton firm, Mr. | 4ependent companies. 

Treadway was an assistant vice-| Although the consolidated sales 
president at the Hartford-Con- offices for Conlon-Moore Corp. 
necticut Trust Co., and during will be in the American Furni- 
World War II was a senior lieu-| ture Mart, Mr. Jones will con- 
tenant with the U. S. Navy for | tinue to headquarter at the firm’s 
two years. |exectitive offices, 1825 Laramie 
| Ave., Chicago. 


|and the Moore Division, which 
| produces gas, electric and coal 


oe JONES NAMED = aLLIED FACTORS AGENTS 
DIRECTOR FOR FOR ALUMINUM FOIL 


CONLON-MOO . 
RE DIVS Allied Factors, Inc., 263 West- 


Winston Jones, former Conlon | ern Merchandise Mart, 1355 
Division sales manager of the | Market St., San Francisco 3, 
Conlon-Moore Corp., Chicago, | Cal., has been named exclusive 
Ill., has been appointed sales di- | agent for “Foilrapp” aluminum 
rector for both the Conlon and | foil in northern California from 
Moore Divisions in the mid-south the Oregon line to and including 
territory of Illinois, 





Kentucky, | Fresno. 











Newly elected American Hardware Supply Co., Pitts- 
burgh, Pa., officers are shown above left to right: Earl 
Wyant, Gilbert & Co., secretary-director; Sherwin M. Wylie, 
Wylie Bros., Inc., president, director; Wm. R. Ritter, Rit- 
ters Hardware Store, vice-president, director; and W. R. 
Conway, Perry Hardware, director, member of executive 
committee. 
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Every foot is made to highest quality standards 
of manufacture and each roll contains guaran- 
teed footage. Available in various roll lengths, 
cellophane wrapped in tape-protecting attrac- 
tive boxes. Packaged also in ten roll containers 
for electrical and automotive buyers. 


ACCURATE 
FRICTION 
TAPE 





The rubber tape electricians and mechanics ask 


ACCURATE 
for by name. Individual rolls in several roll 


RUBBER 
B TAPE 


lengths featuring guaranteed footage and attrac- 
tive box packaging. Supplied also in extra long 
rolls in metal containers. 


Widely used in electrical wiring for fast, neat 
connections. Combines the qualities of both 
Accurate Rubber and Accurate Friction Tapes. 
Speed Splice is available in individual 50 ft. 
rolls cellophane wrapped and boxed. 


PNGGCL TNs 


SPEED 
SPLICE 





utr ACCURATE pur you into 
THE PROFITABLE TAPE BUSINESS 
Just drop us a line. We'll send complete de- 
tails and literature on the Accurate line 
along with the name of the authorized Accu- 
rate distributor in your area, Tape is a valu- 
able part of your profit picture so don't wait. 
Write today. Accurate Mfg. Company, 
Garfield, New Jersey. 
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LUTHER STEIN NAMED _ , 


TEMPORARY HEAD 
LOUISVILLE C. & C. 


Luther Stein, vice-president of 
Belknap Hardware & Mfg. Co., 
wholesaler, Louisville, Ky., has 
been named temporary chairman 
of the newly organized Louisville 
Chamber of Commerce. He has 
been a leader in the formation 
of the new agency, a merger of 
four organizations, namely the 
Louisville Area Development As- | 
sociation, Board of Trade, Re- 
tail Merchants Association and 
the Convention & Publicity 
League. Mr. Stein was also | 
named chairman of the _ tem- 
porary executive committee. 


N. J., as promotional director. 

Mr. 
merchandising 
and sales promotion, and is well- 


| known in many fields of the re- 
| tail and wholesale trades. He will 


direct the expanded sales and 


| merchandising program of Pincor 


Products dealer division. Mr. 
Hamill will also serve as a mem- 


| ber of the executive committee of 


Pioneer Gen-E-Motor Corp. 





ELECT HARRY GRANT 
PRESIDENT LOS ANGELES 
POT & KETTLE CLUB 
Harry Grant, Union Hardware 
Co., was recently elected presi- 


| dent of the Los Angeles Pot & 


HAMILL DIRECTS 
DEALER SALES 
FOR PINCOR 


John A. Hamill has been ap- | 
pointed dealer sales director of | 
Pincor Products, Division of Pio- | 
neer Gen-E-Motor Corporation, 
Chicago, I]. Mr. Hamill was for- 





JOHN A. HAMILL 


merly with Eversharp, Inc., as 
divisional sales manager, and | 
prior to that time was with Peer- 
less Tube Company, Bloomfield, 


| the 
| elected 


Kettle Club at its annual meeting. 
Other elected officers were Bob 
Homan (Lippencott), first vice- 
president; Ray Heinen (Pacific 
Merchandise Co.), second vice- 
president; Harold Norton (Wm. 
P. Horne Co.), treasurer: Gould 
Heyer (Southwest Hardware), 
corresponding secretary: and 
Frank Hartford (F.. C. Hartford 
Co.), recording secretary. Jack 
Palmtag (Palmtag Co.), retirin 
president, became a member of 
board of directors. The 
directors are: John 
Adams (Burt Howell) and Joe 
Wilson (Hughson & Merton). 

The annual treasurer's report 
showed the club to be financially 
stable. 


Jack Badham, Jr., (Hoffman 
| Hardware), and Carl Hobson 
(Harper & Reynolds) were ac- 


| claimed for their perfect atten- 


dance during the recently com- 
pleted bowling tournament. Ed 
Potter (Ralph Thomas) was 
appointed chairman of a com- 
mittee to arrange for a stage 
during September and chose the 
following members for his com- 
mittee: 

Weldin Read, Lou McAllistor, 
Ronny Barlow, John Adams, 
Harry Johnston, E. T. Griffith, 


Hamill has had a vast | 
| background in 











Texas Wholesale Hardware Association officers and exec- 


utive committee members, for 


1949-1950: Seated left to right: 


David B. Nash, first vice-president, Nash Hardware Co., Fort 
Worth; Hollis E. Colemere, retiring president and chairman, 
executive committee, Watts Hardware & Supply Co., San 
Antonio; Gus C. Dittmar, president, San Antonio Machine & 
Supply Co., Waco; E. D. Peden, second vice-president, Peden 
Iron & Steel Co., Houston. Standing, left to right: C. Stanley 
Roberts, Jr., member executive committee, Roberts, Sanford 
& Taylor Co., Sherman; Nat M. Johnson, secretary-treasurer, 
Pearsall; J. W. Barnes, member, executive committee, Hig- 
ginbotham Hardware Co., Inc., Waco; the other member of 
the executive committee, E. W. Pipkin, Amarillo Hardware 
Co., was not available when the picture was taken. 








Carl Hobson, and James Temple- 
ton. 

Kelsey Bartels (Pacific Mer- 
chandising Co.) and Dave Niel- 
son (Chas. G. Putnam Co.) were 
elected to membership. 


LAZY IKE COMPANY 
NOW LAZY DAZE BAIT 


Having sold the trade-mark 
“Lazy Ike” to another company, 
the Lazy Ike Bait Co., Preston, 
Minn., has changed both the 
company name and the name of 
their lures to Lazy Daze Bait 
Co., and Lazy Dazy respectively. 
The change in both names is 
now in effect. The company re- 
tains the right to manufacture 
and sell the identical lure under 
the trade-mark Lazy Dazy. 











Reo Lawn Mower Division Announces Step Up in production for 1950 line at the an- 
nual sales meeting of Reo Motors, Inc., Lansing, Mich. In addition to new models, a re- 
duced scale of prices will be put into effect. Reo men at the meeting included: R. E. Brad- 
ley, Neil Brown, L. T. Beresford, Thor O. Loe and J. C. Satterfield, representing all sec- 


tions of the United States. Shown above is Sam Briggs, manager of the lawn mower division. 
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KEYSTONERS ELECT 
R. D. CASEY, PRESIDENT 


The Keystoners recently held 
its annual election of officers at 
the Manufacturers Country Club, 
Oreland, Pa. The 38 members 
who attended enjoyed themselves 
swimming or playing golf during 
the day. 

The officers elected include: 
R. D. Casey, Lamson & Sessions 
Co.; Howard Easton, vice-presi- 
dent, National Twist Drill & Tool 
Co.; George L. Moran, secretary, 
Abrasive Products Co., and Ever- 
ett J. Ramsdell, treasurer, Spar- 
ton Saw Works, Inc. The di- 
rectors for one year are: Robert 
Berrington, Cleveland Twist Drill 
Co., and Herbert R. Green of 


Simond Abrasive Co. 


C. J. BENEKE HANDLES 
REYNOLDS WIRE, ROD 
CABLE DIVISION 


The Reynolds Metals Co., 2500 
S. Third St., Louisville, Ky, has 
appointed C. J. Beneke as 
product manager for its wire, 
| rod, bar, structurals and cable 
division. . 

Mr. Beneke joined the Rey- 
nolds organization in 1940, and 
set up the company’s Plant 
Seven merchant mill including 
its practices and personnel for 
the production of wire, rod and 
bar. He later set up the firm’s 
structural mill at  Listerhill, 
Alabama, for the production of 
large rods and structural shapes, 
| and supervised the extrusion 
| Plant eight, in Louisville, during 

the latter part of the war. 
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Clif McKenna Retires After 52 Years 


With American Hardware Corp. 


Clifton McKenna, 70, who has | 


been New York manager of P. & 


F. Corbin, New Britain, Conn., | 


far 15 years, has announced his 
retirement. He first entered the 


builders’ Hardware field in 1896, | 


and has devoted all his business 


hours to that field ever since. | 


His entire career has been spent 
with units of The 
Hardware Corp. Just before he 


was eligible to cast his second | 


yote, he joined Russell & Erwin 
Mfg. Co., becoming a sales rep- 
resentative in 1898 with most of 
New York City, Westchester 
County, N. Y., 
County, Conn., as his territory. 
Twenty years later at the end 
of World War I, he was sent 
to Washington, D. C., as special 


representative handling all war | 


work. He was then transferred 
to the factory as assistant to 
Isaac Black, in charge of contract 
work and making special trips 
to obtain new accounts. 

In 1926 he moved from the 
Russell & Erwin division to the 
New York contract department 
for P. & F. Corbin and became 


American | 


and Fairfield | 





CLIFTON 


McKENNA 


manager of the New York office 


|in 1934. Fond of golf, pitching 
horseshoes and playing bridge, 


he is also a baseball and football 
|fan. A Mason and a yatching 
enthusiast, he was for five years, 
chairman of the Republican 








NORTHWEST HDWE. CLUB. 
HOLDS GOLF PARTY 
IN MINNEAPOLIS 


The first of three summer golf 
parties was recently held at the 
Westwood Hill Golf Club, Min- 
neapolis, Minn., by the North- 
west Hardware Club, 2642 Uni- 
versity Ave., St. Paul, 4, Minn. A 
social hour preceded and fol!owed 
the dinner. Dick Sawyer, sport- 
ing goods manufacturers’ repre- 


sentative, won the low gross with | 


a sub-par 68. Georze Siemers, 











JOSEPH MANNING 


who was named dealers’ sales- 
man in Portland, Ore., area by 
Northwest Metal Products Co., 
Seattle and Kent, Wash. He was 
formerly with Marshall-W ells 
Co., Portland. 
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Town Committee. Newington, 
| Conn. 

factory representative, was the 
blind bogey winner. F. H. Kal- 


gren, Minnesota Saw & Tool Co., 
chairman of the entertainment 
committee, was in charge of the 
program. Club members will en- 
joy two more golf parties, July 


27 and Aug. 26 at West:vood 
Hills. 


R. C. FREDERICK 
REPRESENTS HORTON 
IN SOUTHWEST STATES 
| The Horton Mfg. Co., makers 
| of Bristol fishing tackle, Bristol, 
|Conn., has announced the ap- 
| pointment of Richard C. Fred- 








erick, of Oklahoma City, Okla., 
as representative in the South- 
| west. This territory includes the 
| states of Texas, Arkansas Okla- 
| homa, Louisiana, and Mississippi. 
| Mr. Frederick has had consider- 
able experience in buying and 
selling sporting goods in general 
and was connected with the 
| Alexander Drug Co., of Okla- 
homa City, now a division of 
McKesson & Robbins. 





| JUSTUS ROE NAMES 
F. W. JONAS & CO. 


| Justus Roe & Sons, Roe Court, 
Patchogue, N. Y., has announced 
the appointment of F. W. Jonas 
& Co. 500 E. 3rd St., Los Angeles, 
Cal., for the West Central, Rocky 


| Mountain and West Coast states. 








YOUR CUSTOMERS 


will buy these Better Quality 
DUST PANS 










No. 601-B 
Black Enamel 


DUST PANS 


—Polly Prim-—— 


No. 601-A 


Red or Green 








} 
i 
Approved by 

Good Housekeeping | 

| 

® 26 Gauge Material @ Dust. Retaining Hump 
® Wire reinforced corners ® 26" Carpet sweeper handle | 
© Inserted steel edge @ Size 124%, x 8x 2'/ ' 

















Practical Patterns 
WITH PERMANENT DEMAND 


The Fulton Line of Sanitary Dust Pans are the best 
quality on the market today. Built for long and hard 
service. Ask your “avorite jobber about the Fulton Line 
today. 


, J No. 602-8 
@ Preferred by Housewives 


Black 

@ Demanded by Janitors sce 
@® Recommended for Schools and Institutions 

No. 602-A 


Red or Greer 
- 


The Sanitary Dust Pan 
@ Dust retaining 


hump. 


® Automatic clos- 
ing lid. 


@ Corners rein- 
© 26" Carpet 





headl forced. 
sweeper handle. | 2% Gauge 
© 12" inserted steel material. 


edge. @ Size 1234x8x2'/>. 











Write Today for literature and price list on the “Fulton Line" 


PATENT NOVELTY COMPANY 


FULTON, ILLINOIS 





FAST SELLERS 


TO THREAD 
SMALL PIPE 





See us at Nationa! 
Hardware Show, New 
York, Oct. 12-15, 
Booths 85-87 
















Fo] EXD Ratchet Threaders | 


for '/s” to 2” pipe are pre-sold 
fo your customers 


@ Nationally advertised, light strong efficient 
Ritaip ratchets are widely popular because they 
give perfect threads on 4" to 2” pipe— fast, with- 
out bothersome get-ready. Precision cut tool-steel 
dies. Die heads snap into ratchet ring from either 
side, can’t fall out. No special dies needed for 
close-to-wall threads. No. 00R, ¥%" to 1” pipe; No. 
111R, Ye" to 14%"; No. 12R, 4%" to 2.” Conduit dies 
furnished on request. Sell these handy work-savers 
for fast profitable turnover. 


, 


yo _ 


WORK-SAVER PIPE TOOLS 
THE RIDGE TOOL CO. * ELYRIA, OHIO 
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pany in Virginia, North Goostinn | 


Five District Managers Named for 


Universal Portable Elec. Appliances 


Mr. R. M. Oliver, General 
Merchandise Manager of the 
Portable Electric Appliance Divi- 
sion of Landers, Frary & Clark, 
New Britain, Conn., announced | 
the appointments of district 
managers for portable electric | 
appliances in southeastern United | 
States. ‘ 





RALPH MOORE 


electric appliance division in the 
southeastern states of Virginia, 
West Virginia, Kentucky, Ten. 
nessee, Georgia and Florida. Mr. 
| Estes has been associated with 
| Universal for the past 25 years, 








J. J. COUGHLAN | 


R. C. Beatty, formerly sales 
manager for Louis O. Bowman 
Inc., in Richmond, Va. was at 
one time district sales manager 
for the Proctor Electric Co., and 
prior to that was associated with 
Procter and Gamble. His new 
territory with Landers, Frary & 
Clark will be in Tennessee, 
Georgia and South Carolina. 

Ralph Moore will serve as 
district manager for portable 
electric appliances for the com- 





GEO. W. ERDMANN 


J. J. Coughlan has been named 
district manager covering portable 
electric appliances in Connecti- 
cut, Western Massachusetts, and 
Rhode Island. He has been as 
sociated with Universal as sales- 
man since 1944, 

George W. Erdmann, Jr., has 
been named district manager of 
portable electric appliances for 
Eastern Pennsylvania, New Jersey 
and Delaware. 

Mr. Erdmann was formerly 
general salesmanager for Charis 
Corp., Allentown, Pa., and as 
sociated with the Westinghouse 
Co., for 11 years in the field of 
electric appliances as well as 
| production. 





R. C. BEATTY 





WM. WEISS OCCUPIES 
NEW, LARGER OFFICES 


and West Virginia. Mr. Moore 
was connected with the Goodyear 
Tire and Rubber Co., of New | 
York, N. Y. He was a captain William Weiss Co.. formerly 
in the United States Army. at 101 Park Ave., New York 

Also announced was the ap-| City 17, has transferred its oper 
pointment of L. L. Estes as re-| ations to larger quarters at 179 


‘| gional manager of the portable| Fifth Ave., New York City 10. 
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OFFICERS FOR 1950 of the Texas Hardware Boosters Club 


are left to right: Paul H. Speaker, Jr., Dallas, first vice- 
president, Nicholson File Co.; Paul H. Bowen, president, 
Dallas, Penn Hardware Co.; Ed. M. Luther, Dallas, second 
vice-president, True Temper Corp., and Nat M. Johnson, 
Pearsall, secretary-treasurer. 








ANDAL MFG. ACQUIRED | awnings, shutters and other build- 
BY FALLS STAMPING _| ing specialties. 
WELDING COMPANY | 


The Andal Mfg. Co., has been 
purchased by the Falls Stamping | 
& Welding Co., of Cuyahoga RE-ELECTS OFFICERS 
Falls, it was announced recently| The stockholders and directors 
by F. E. Lange, president of the| of the Harris Hardware Co., 
Falls concern. wholesaler, Washington, D. C., 

Andal was previously owned | recently re-elected all of its 
by the Andrews-Alderfer Proc-| officers at its 47th annual meet- 
essing Co. The manufacturing | ing. 
plant, presently located on the| J. Max Roebuck was elected 
sixth floor of the Central Garage | assistant secretary of the corpora- 
Building, will soon be moved to| tion. The officers re-elected 
a new building being erected on| include: W. B. Rodman, Jr., 
company owned property in Cuy-| president; F. W. Cox, Sr., vice- 
ahoga Falls, where new equip-} president; E. Leon Roebuck, Sr., 
ment and increased space will| treasurer and manager; J. M. 
be utilized. Hodges, secretary, assistant trea- 

Key personnel have been re-| surer and assistant manager; and 
tained to direct the Andal op-| Mr. Roebuck, assistant secretary. 
erations which will function as| After’ the meeting a luncheon 
a division of Falls Stamping &| was served in the private dining 
Welding. General manager of| room at the Hotel Louise. The 
the Andal Division is W. Dan| firm travels five all-time sales 
Bell; E. J. Kusel is sales man-| representatives and it uses eight 
ager and Frank Thompson is in| of its own trucks in seven to 10 
charge of production and de-|ton capacity in delivering its 
velopment. hardware to dealers throughout 

The Andal Division manufac- | the 44 counties covered in Eastern 
tures metal doorway canopies,! North Carolina. 


HARRIS HARDWARE 














Shown holding first award for best point of sales merchan- 
dising display are K. W. Atkins, center, vice-president; who 
designed the idea; right, M. W. Dallas, advertising manager 
and Harry Foley, producer, all of E. C. Atkins & Co., Indi- 
anapolis, Ind. This contest, covering all fields of advertising 
and selling was sponsored by The Chicago Federate Advertis- 
ing Club. The five piece merchandising display entitled 
“Atkins’ Saws and You and a Home,” displays circular com- 
pass, keyhole, hack and pruning saws. D. Atkins has 
made a re-run of this set, and offers the display free to dealers. 
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WALK-IN CUSTOMERS 


0 fOr IIHS 


NERAL 
pore: FUEL FILTERS 


LOL 
UTSTANDINO. Fu. 
4 FILTERS FOR 


iL Burns t> 
“Aa 


= 


_Tane one 


a 


GET 
THIS ATTRACTIVE 


COUNTER DISPLAY Sree 


Shoppers and walk-in customers will go for this General Filters 
display. Every home owner who uses fuel oil has need for at 
least one filter. Takes up only 14’ x 534" space yet it contains all 
three models. Attractively finished in three colors. Sent you free 


except the three sample filters. 


CAN 
MAKE 


ll \NSTALLATIONS 
ap, Ke THIS 


SPACE HEATERS °¢ WATER HEATERS 
LARGE AND SMALL FURNACES OR BOILERS 


Every fuel oil burner needs a General Filter because the savings 
in service calls in one season will more than pay for this filter. 
Installations are so simple that any home owner with one wrench 
can make the installation. Three sizes to choose from—takes care 
of every requirement. 


GET IN THE PROFITABLE 
REPLACEMENT CARTRIDGE BUSINESS 


New cartridges every season assure you of a repeat profit after 
the initial sale. Ask your wholesaler about this deal or write direct 


to the factory for details. 


GENERAL 


FUEL 
OIL 


FILTERS 


12890 WESTWOOD DETROIT 23, MICH. 
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APPOINT S. C. LORE 
GENERAL MANAGER 
J. B. KENDALL, INC. 


Stanley C. Lore has recently 
been appointed general manager 
of J. B. Kendall, Inc., Norfolk, 
Va., succeeding the late Mason 





STANLEY C. LORE 


B. Peebles. Mr. Lore has been 
associated with Carnegie-Illinois 
Steel Corp. for 14 years, where 
for the past nine years he has 
been with the sales department 
covering the Richmond and Nor- 
folk territory. 


STEARNS RESUMES LAWN 
MOWER PRODUCTION 
STOPPED BY FIRE 


Boyd Dudley, II, president of 
E. C. Stearns & Co., Syracuse, 
N. Y., has announced that the 
production of lawn mowers, 


halted by the fire which de- 


stroyed the plant in 1945, has 
been fully resumed. The produc- 
tion will be concentrated on two 
sizes, 18 and 21 in. cuts in two 
different lines. Models 181C, 18 
in. and 221C, 21 in., 
tially the same mowers produced 
n the 10 years between 1932 and 


are essen- 


1942. They are available with 
either solid or semi-pneumatic 
cires, 


The deluxe models, No. 148, 
18 in., and No. 149, 21 in. are 
also available with solid or semi- 
pneumatic tires and features a 
height adjustment which keeps 
engine level and handle in 
desired position. 








\ \ 
CHARLES A. SPARLING 


WeCarthy & Sparling Harduare. 
Bellevue, Wash., who was re- 
cently elected president of the 
Bellevue Shopping Square Mer- 
chants Association, a group com- 
posed of 35 business people in 
the square. 


Westinghouse and Lever Bros. Join 
In Appliance-Soap Campaign 


A sales promotion plan, aimed 
at creating a mass flow for West- 
inghouse electric appliance deal- 
ers, has been announced by the 
Westinghouse Electric Corp., 
Pittsburgh, and the Lever 
Brothers Co. 

The plan is a consumer sales 
promotion in which soap and 
shortening will sell electric ap- 
pliances and radios and vice 
versa. It is being launched in 
300,000 grocery stores handling 
Lever Brothers Co. products and 
60,000 Westinghouse small ap- 
pliances and radio retail outlets. 

The new campaign, in which 
consumers will a $2 pur- 
chase certificate toward any 
one specified appliance or radio 
in exchange for two wrappers or 
box tops from Lever products, 
marks the first time in merchan- 
dising history that these con- 
sumer products have been linked 
in a sales campaign, according 
to T. J. Newcomb, sales man- 
ager of the Westinghouse Electric 
Appliance Division. 

“The grocery displays will 
feature Westinghouse appliances 
and radios while the displays in 
our dealer stores will feature 
Lever products. There will also 
be dealer and grocery store tie- 
ups with each using the other 


get 


| store’s name and address.” 


| 
| 
| 


A national newspaper and 
magazine advertising campaign, 


covering more than 40,000,000 
readers, began late in July. 


Grocers and Westinghouse radio 
and appliance dealers were fur- 








“ 


'? 


=— 


h 


= 


—— 7 





Griffith G. Jones, president and treasurer of the Mohr-Jones Hardware Co., mill supply 
distributor, Racine, Wis., was honored recently by fellow merchants, business associates 
and friends on the 60th anniversary of his continuous association with the company, at 
a testimonial dinner in the Hotel Racine. He began his career as a tinsmith apprentice 
for Jacob Mohr in 1889. Four years later, the shop moved to larger quarters at 315 Sixth 
St., its present location. He worked with Mr. Mohr until the latter's death in 1909. The 
Mohr interests were purchased by W. J. Jones and Griffith Jones, no relation in 1910. 
With Mr. Jones as president, Griffith Jones served as vice-president until the president's 
death in 1929. He then was elected president. He was president of the Wisconsin Retail 
Hardware Association from 1930 to 1934 and is a director of the Hardware Mutual Casu- 
alty and Hardware Mutual Fire Insurance Co., Stevens Point. Mr. Jones is a 32nd degree 


Mason. Shown above are: Agnes Crockett, Henry Bahr, Wm. J. Hielscher, 
Mr. Jones, Ethel May Jerstad, chairman. 


master. 
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vice-president; 


George Hemmingsen, and Arthur Olson, toast- 











nished with sales promotion helps 
and displays to keep the public 
posted on the new sales cam. 
paign. 

In addition to the newspaper 
and magazine support, the sales 
campaign is being supported by 
the three network shows spon. 
sored by the Lever Brothers Co, 
on NBC and CBS. Sixty-one 
major key city newspapers are 
carrying the advertisements as 
are national consumer and trade 
magazines. 

Appliance products that can 
be purchased with the $2 certifi. 
cate—one certificate to each ap- 
pliance—include a portable and 
table-top radio, a pop-up toaster, 
Streamliner electric iron, electric 
hot plate, electric sheet, sandwich 
grill, hand vacuum cleaner, and 
Westinghouse fan. Lever Broth- 
ers Co. wrappers or box tops 
from Rinso, Swan, Spry, Lu 
Toilet Soap, Lux Flakes, Life. 
buoy, Breeze, Surf, and Silver 
Dust will be used in the ex. 
change. 


SHOPMASTER ISSUES 
DEALER BROCHURE 


Shopmaster, Inc., 1214 S. 3rd 
St., Minneapolis 15, Minn., has 
issued a dealer brochure which 
tells according to D. D. Beale, 
executive vice-president, why 
power tools should be a basic 
item in the hardware store, wit! 
suggestions on how to sell them 
the year around from a display 
standpoint. 


BOYLE-MIDWAY STARTS 
NEW PLANT ERECTION 
Strieder Schaffenberger, presi- 

dent, Boyle-Midway, Inc., house- 

hold products division of Ameri- 
can Home Products Corp., has 
announced that construction of 

a new plant to be located in 

Cranford, N. J., has been started 

and that its completion is ex 

pected late this year. The plant 
is to be near the B. & O. Rail- 
road, Central R.R., branch and 

close to State Highway, N. J, 

route 4 now under construction. 

This building will replace the 

factory at 257 Cornelison Ave. 

Jersey City, N. J. The central 

offices and laboratories will be 

housed in the new structure, with 

executive offices remaining at 22 

E. 40th St., New York City. The 

manufacturing and warehousing 

areas of the one story plant will 
be 19 ft. high and the office 
laboratory, packaging and ser 

vice areas will be 13 ft. high. A 

steel decked insulated roof will 

utilize waste space as a cooling 
medium. 
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STANLEY WORKS NAMES 
G. M. COHOLAN EXPORT 
MGR. ED. HART RETIRES 
R. E. Pritchard, president of 
The Stanley Works, New Britain, 
Conn.., announced the retirement 
of Edward H. Hart as export 
sales manager of The Stanley 


Works. Mr. Hart retires after 
completing over 50 years of 


continuous service with Stanley. | 








Mr. Pritchard announced the | 
G. M. COHOLAN 
appointment of Gerald M. 
Coholan as export sales manager. 
Mr. Hart was born in New 
Britain, the third son of William 
H. Hart, second president of 


The Stanley Works. He started 
his business career in London, 
England, with the firm of 
William E. Peck & Co., importers 
and exporters, where he also 
served as foreign representative 
of The Stanley Works. 

Two years later he returned 
to New York to establish The 
Stanley Works export sales office, 
among the earliest of such export 
offices. 

Mr. Coholan who has served 
as assistant export sales manager 
of The Stanley Works for the 
past five years. 

Mr. Coholan began his career 
with The Stanley Works in 1908. 
After completing a period of 
factory and office training, he 
joined the Stanley sales force 
in 1913, 

From then until 1929, when he 
was appointed district sales 
manager of the Philadelphia 
area, Mr. Coholan represented 
The Stanley Works at various 


times in New York, Chicago, on | 


the West 
England. 

Since his transfer to the export 
department and appointment as 
Assistant Export Sales Manager 
in November 1944, he has tra- 
velled extensively among the 
countries of Central and South 
America. 


Coast and in 


New | 





The sales organization of the Eclipse Lawn Mower Co., Prophetstown, Ill, recently 
held its sales meetings at company headquarters at which time A. E. Clausen, sales 
manager, announced that there would be no restrictions on orders taken this summer and 
tall for shipment in the spring of 1950. In a tour of the two plants the salesmen were 
shown the separate machine shop and production line set up for the continuous produc- 
tion of 25 and 32 in. power lawn mowers. A report was made on the satisfactory results 
of packaging the 20 in. Rocket and 21! in. Parkhound power mowers. They were pack- 
aged in wire bound crates which were unable to withstand the abuses of post war handling 
in the hands of public carriers. The engine was removed and bolted on to a wood skid 
held in the bottom of the engine carton. The mower was packed separately in a heavy 
container. The cutting unit is supported inside its carton by pieces of boxboard folded 
into many thicknesses for protection. No new models were introduced, but the company 
will resume production of the seven blade “Pro’’ model hand mower. 








R. J. WEBER, SPECO’S 
OHIO SALESMAN 


The appointment of Robert J. 
Weber. as Ohio sales representa- 
tive has been announced by 
Speco, Inc., Cleveland. 

Mr. Weber will be in charge 
of of Rustrem (anti-rust 
paint), Heat-Rem (heat 
tant paint), Chem-Rem (chemi- 


sales 


cal resistant paint), Wood-Rem | 





ROBERT J. WEBER 


preservative) and 
items in the line. 
many years, Mr. Weber was as- 
sociated with the George Worth- 
ington Co. of Cleveland. He lives 
at 4206 West 63rd St., Cleveland. 


(wood 
Speco 


KILMER APPOINTED 
SALES MANAGER OF 
BILL DeWITT DIV. 


Nelse Kilmer has been ap- 
pointed sales manager of the 
Bill DeWitt Division of the Shoe 
Form Co. Inc., Auburn, N. Y., 
according to an announcement 
by Frank P. DeWitt, president. 

Mr. Kilmer first joined 


resis- | 


other | 
For | 


the | 


} and has since spent 12 years in 
| the department. When 


sales 





NELSE 


KILMER 


Frank DeWitt was elected presi- 
dent of the company to succeed 


the late W. J. (Bill) DeWitt, 
| Mr. Kilmer was given respon- 
sibility for the promotion and 


| sales of sports hooks and boxes, 


BOLT, NUT GROUP 
BECOMES INDUSTRIAL 
FASTENERS INSTITUTE 
| The American Institute of 
Bolt, Nut & Rivet Manufac- 
turers, Cleveland, Ohio, has of- 
ficially changed its name to the 
Industrial Fasteners Institute. 


as well as commercial fish hooks. 


Hampered by a cumbersome and | 
| and Pittsburgh respectively prior 


not fully descriptive name since 
the Institute’s formation in 1931, 


has been reached and the new 
name will be effective July 1, 
according to Herman H. Lind, 
president. The name change in 
no way affects the present or- 
ganization and offices will remain 
ai 1550 Hanna Bldg., in Cleve- 





| organization as purchasing agent | land. 
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the decision to change the name | 


J. L. McDERMOTT HEADS 
RYERTEX DIVISION 
J. T. RYERSON 


J. L. McDermott has been ap- 
pointed manager of the Ryertex 
Division of Joseph T. Ryerson 
& Son, Inc., steel distributors, 
Chicago, Ill. He succeeds Ken- 
neth T. MacGill who is retiring 
after 32 years of service with the 
company. 

Mr. McDermott advances from 
the post of western sales manager 
of the Ryertex Division which 
position he has held since Jan. 1, 


1948. He has with the 


been 





J. L. McDERMOTT 


company since 1923, serving as 
I ) £ 


sales representative in Cleveland 


to taking up headquarters at 
Chicago last year. 
The Ryertex Division of the 


Ryerson business specializes in 


the sale of Ryertex non-metallic 
and material, 


bearings bearing 


| and Glyco Babbitt metals, which 


are distributed through the com- 
pany’s nation-wide group of steel- 
service plants. 
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Cte teed 


Shown above, past president of the Associated Pot & 
Kettle Clubs of America, Lester L. Neblett, presents gavel to 
incoming president, Fred C. Wood. From left to right, ob- 
serving are: Clark Wright, vice-president; Dave Bartelme, 
treasurer; and Walter Stone, secretary. 








ELLIOTT-LEWIS HANDLES 
EVANS HOME HEATERS 
The Elliott-Lewis Corp., Phila- 

delphia, has been named exclu- 


sive distributor of Evans oil-fired | 


home heaters in Delaware and 
parts of four other states accord- 
ing to R. B. Evans, vice 
president of Evans Products Co., 
Plymouth, Michigan. 


| 
The Elliott-Lewis organization | 


distributes and serves retailers 
with nationally recognized brand 
appliances and heating in Penn- 
sylvania, Maryland and Delaware, 
New Jersey and Virginia. 


OLDEST HARDWARE MAN? 


Buford 
Ave., 


of 
10th 


Brown 
Brothers, 


Buford, 
Inc., 126 





BROWN BUFORD 


S. Nashville, Tenn., wrote the 
following letter to HARDWARE 
Ace, on July 14: 

“Today I am 90 years old. I 
have been engaged in the whole- 
sale hardware business beginning 
1880. I have reason to think 
that I am the oldest active hard- 
ware man in the U. S. today. 

“If you know an older one, 
please give me his name and ad- 
dress. Thank you!” 

On next Jan. 1, Mr. Buford 


will have spent exactly 70 years 
in the hardware trade, having 
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started as an order clerk for 
| W. S. Bransford & Co. After 
| three years with that company, 
| he joined Dudley Bros. & Lips- 
| comb, later H. G. Lipscomb, and 


| remained with that firm 37 years, 
| 33 of which he was a partner. 
| He was executive vice president 
of Buford Brothers for more 
than a quarter of a century. 

It is a remarkable thing that 
Mr. Buford is still active 
business at the age of 90, and 
if there are any who can top his 
record, Harpware AGE will also 


are, 


E. R. KELLER NAMED 
REGION SALES MGR. 
WHIRLPOOL DIVISION 


The appointment of Ernest R. 
Keller as a regional sales man- 
ager in its Whirlpool division 
has been announced by the Nine- 
teen Hundred Corp., St. Joseph, 
Mich. 

Mr. Keller joins the Whirlpool 
manufacturer from the Kaiser- 
Fleetwing Sales Corp., where he 


in | 


be interested to know who they 
| 





| was regional sales manager. He 
| will handle the west central ter- | 
| ritory, which includes Minnesota, 


North Dakota, South Dakota, Ne- 


| homa. | 
He has considerable _ back- | 
ground in the home laundr 


| field. At one time he was sales 
supervisor of the Northern In- 
diana Public Service Co. 





E. R. KELLER 


FIELD SALESMAN 
FOR GENERAL FILTERS 


The appointment of Wayne 
M. Davis, Muncie, Indiana as 
field representative for General 
Filters, Inc., has recently been 
announced. 

Mr. Davis, who has had over 
17 years’ experience in oil burner 
accessory sales, will contact hard- 
ware wholesalers in Kentucky 
and Indiana for General. He 
will continue to represent Field 
Draft Controls and Dwyer In- 
struments along with the line 
of General fuel oil filters. 





braska, Iowa, Kansas, and Okla- | 


ENAMELED UTENSIL MFRS, 
JOIN PROMOTION AND 
COUNCIL OFFICES 

The Enameled Utensil Manu. 
facturers Council has consolidated 
its promotional efforts by moy- 
ing its promotion office from the 


| Merchandise Mart, in Chicago, 


to the Council headquarters, 2130 


| Keith Bldg., Cleveland 15, Ohio. 





ROYAL MFG. CO. NAMES 
FOUR SALES AGENTS 


Royal Mfg. Co., Newman, 
Okla., has recently announced 
the addition of sales representa- 
tives for the Royal seats. They 
are: Fred H. Allen, 221 North 
St., Newcastle, Pa., territory 
Western Pennsylvania and West- 
ern New York; J. E. Bobo Co., 
45 San Jacinto St., 
Tex.; Dave Ebeling, 4922 Bacith 
St., P. O. Box 703, New Orleans, 


La.; and Roger Burk, 4510 
Nawadaha Blvd., Minneapolis, 
Minn. 


ANDERSON STOVE 
APPOINTS FOUR 
SALESMEN 


In line with the recently an- 
nounced program of expansion 
and sales promotion efforts by 
the Anderson Stove Co., H. C. 
Erhard, general sales manager, 
has announced the appointment 
of the following sales representa- 
tives: Thomas M. Schwartz, New 
York State territory; Philip 
Solomon, Northern and Eastern 
Ohio territory; Erwin C. Brandt, 
Wisconsin, Minnesota, Iowa and 
Nebraska, and T. W. Hukill, 
Kansas, Missouri, Colorado and 
Oklahoma. 





















At James Heddon’s sons annual sales meeting, recently concluded, John Heddon, presi- 
dent, announced its glass casting rod, which is said to feature flexibility and power in its 
proper places. The meeting which lasted most of a week, was climaxed by the company § 
annual picnic. The daily sessions covered new packaging, showing of bait panels, casting 
rod rolls and fly rod cases available for wholesalers samples; new dealer displays, and 
product improvement. Shown left to right above: Charles Brockman, central midwest; 
Lou Caine, vice-president; John Heddon; H. E. Schmedlen, northeast; Jack Riehl, north 
midwest; Speed Swift, midwest; standing, Frank Carter, southeast; Tom Denmark, Florida: 
Ralph Beam, Canada; Milton Skrivseth, north midwest; Eugene Singer, export; Leo 
Petronave, Pacific Coast; Homer Circle, assistant sales manager; Bill Moore, southwest 
and Trig Lund, factory superintendent. 
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SELL SILENT SIOUX IN ‘49 


joe wad Watch 





Gas Burning Heater Model 
GH 3049 


Another of the “Anniversary” line of dependable 
Silent Sioux home heaters, Also styled in the 
beautiful “Chippendale” period, the cabinet har- 
either the modern or 


monizes perfectly with 


traditional home decoration scheme. 
the customary manufacturer’s name plate is left 
of the front, further increasing its value as a 


fine “period” cabinet. 


The new vented type burner is a marvel of 
eiciency. The heater both circul and r t 


heat and is adaptable to 


or liquid petroleum gases by changing orifices. 
Available with either manual pilot or 100% shut 
Another Silent Sioux value 


of valve and pilot. 
in the home heating field. 


Silent Sioux Circulating Fan 
Increases Efficiency of Any Heater 


Designed to fit any 
oil, gas, or coal cir- 
culating heater with 
6 inch diameter 
stack, Recaptures 
heat usually lost up 
flue, circulates larg- 
er volume of heated 
alr from top, front 
and sides of heater. 
Cuts fuel bills. Built 
in draft regulator. 
Simple to install 
with 4 screws to 
back. Explain func- 
tion to any heater 
Owner and you’ve 
made a profitable 
sale! 


SILENT SIOUX OIL BURNER CORP. Dept. HAS. Orange City, lowa 
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Your Sales a Really Clhmb | 


Declining sales indicate that high prices, 
ineflicient, gadget-loaded equipment won't 
sell. Buyers now demand the most value 
for their money. Here’s how to boost 
your heater sales-curve and keep it rising! 





























Every single Silent Sioux dealer who has 
seen the new “Anniversary” line of oil 
and gas home heaters, agrees that Silent 
Sioux has done it again. Fine “period” 
cabinets in the beautiful, Chippendale de- 
sign, plus advanced engineering features, 
available in no other moderately priced 
heaters! The most value for the heating 
dollar ... that’s been Silent Sioux’s repu- 
tation for more than a generation. 


As a reputable dealer in quality products, 
you owe it not only to yourself, but also 
to your customers to sell Silent Sioux in 
"49. Get acquainted with the complete 
line of this dependable oil and gas home 
heating equipment. Your inouiry wil! 
bring our complete story. No obligation, 
of course. 


In ‘49. Silent Sioux introduces national 
advertising in leading consumer magazines! 


Oil Burning Heater Model PF 5149 


One of the “Anniversary” line of 

dependable Silent Sioux home heaters. 
Styled in the traditional Chippendale design, 
and without the customary manufacturer’s name plate, 

this beautiful “period cabinet” blends perfectly in any room scheme. 
Finished in satin-smooth, warm-brown, hammertone, it is a fine furniture 
piece that any home maker will be proud to own. 


Twin radiators, big combustion chamber and the famous Triplex burner, 
get the most heat from every drop of oil. Three-way floor level, forced 
circulation directs the heat where it delivers the most comfort... in the 
living area. Forced draft reduces fuel costs, increases combustion effi- 
ciency and provides positive draft. No other moderate price oil home 
heater has all these advanced engineering advantages: 






Notice that 








di 








natural, manufactured 











v¥ Famous Triplex Burner 


Silent Sioux users agree that this is the most efficient burner made. No 
moving parts... Silent in operation, Three stage progressive combustion 
insures perfect mixture of air and oil for highest heat efficiency from 
every drop of fuel. Gets more heat, faster. 







dv Twin Radiator Construction 

Located on each side of the combustion chamber, they greatly lengthen 
flue travel and increase heat efficiency of the unit, 

dv 3-Way Floor Level Forced Circulation 


Quiet, powerful, hi-speed blower directs the heat on the floor three ways. 
No more cold floors even in the worst, sub-zero weather. Cuts fuel bills. 
Circulates clean, constant warmth into every nook and corner of the 
living area. Blower unit is inside the cabinet, 


dv Forced Draft Combustion 







During medium and high fire operation, air is forced through bottom of 







im iy combustion chamber, creating forced draft combustion in-the Triplex 
High-pressure 5- burner. This greatly reduces fuel costs. Increases burner life and effi- 
blade fan _ forces ciency, and provides positive draft throughout. No other moderate price 
heated air to circu- heater has this feature as an integral part of unit. 





late three ways. In- 
conspicuous when 
installed, Compact, 
low cost, one pack- 
age unit... nothing 
else to buy. 


¢ "Chippendale" Period Cabinet 

Efficiency plus beauty! A home heater that has the appearance of a tine 
furniture piece. A truly remarkable accomplishment in traditional cabinet 
designing. 



















NEW Silent Sioux Wall Fan Boosts Heat ’ 
; att th Blocked-Of R 1 Silent Sioux Oil Burner Corp. Dept. HAS. ' 
nexpensively into those Blocked- ooms ' Orange City, lowa 
Enctalied in portitton pom to ote Be ctoostenes 1 Gentlemen: Please send me complete information about the 4 
floor. thereby restoring heat cireulation to hard to eo Anniversary” fine of Silent Sioux heaters and dealer fran- 4 
heat’ rooms. It increases efficiency of any space : fon ‘eam tke _ an bd raed more about Circulating 4 
heater or floor furnace, saves on fuel, and improves I 4° i] 
health and comfort of the user. Uses less current i ' 
than ordinary light bulb. Boosts heat at rate of i a aa ar nl a De ! 
200 C.F.M. Finished in smooth, brown hammer- ee are Le Me ey i 
tone, with aluminum grill on both sides, does not H i] 
mar appearance of room. So designed to be easily H ne ee eee Ene ere Ce ae ee, ' 
installed in any wall from 214” to 5%” thick. ' i 
" ] 
: NS Ssictiewide Resa OER RbmaaaN NOR atom ee i 
' 














FALK TO PACKAGE | 
LINSEED OIL FOR HDWE. 
RETAIL DISTRIBUTION 


Falk & Co., Pittsburgh, Pa., 
manufacturers of industrial oils, 
have announced that a line of 
linseed oils will be packaged 
and distributed to hardware and 
paint dealers for retail sale under | 
the name of “Norlin.” 

“Norlin” is produced by the 
Northwest Linseed Division of 
Falk and is a product of com- 
pletely integrated processing. 

“Norlin” is being marketed in 
a newly designed package and 
will soon be backed by a com- 
plete merchandising plan 
sisting of dealer helps, displays, 
and advertising. 


con- 


SWING-A-WAY APPOINTS 
A. R. JOHNSON 
MERCHANDISE MGR. 


A. R. Johnson, for five years 
salesmanager of the Rittenhouse 
Co., has become merchandising | 
manager of the Swing-A-Way 
Mfg. Co., St. Louis. 

Mr. Johnson’s background in- 
years with Erwin- 
Wasey & Co., advertising agency 
in Chicago, and in Minneapolis 
where he was in charge of crea- 
tive and productive effort as 
vice-president. He also managed 
the Chicago office of a large 
Detroit agency for several years. 
After a period as sales promotion 
manager for Majestic Radios and | 
Refrigerator:, Chicago, he opened 
his own office in the same city 
as and advertising coun- 
selor. 


cludes six 


sales 


| nounced 


He acquired experience in 
merchandising work with Toast- 
master, Hoover and several other 
leading appliance manufacturers. 
He helped to plan and coordinate, 
their merchandising efforts and 


| point-of-purchase activities with 
| distributors and dealers, working 


closely with the hardware stores, 
housewares departments, and 
other outlets. 


JGSEPH FINN NAMED 
DURALUX SALESMAN 
IN NEW ENGLAND 


John C. Halloran, general man- 
ager of The Duralux Co., Woo- 
Ohio, 


ster, has recently an- 










jf te, 


‘i 






ae 
ight he 
ha, 


JCSEPH FINN 





the appointment of 
Joseph Finn as salesman in the 
New England states. His head- 
quarters are in Brighton, Mass. 











Shown above at the presentation of a Certificate of Merit 
to the Stamford Division of The Yale & Towne Mfg. Co., 
at the Hotel Roosevelt, New York City, is Harold R. Sleeper, 
left, architect and chairman of the Jury of Award giving 
the certificate to Ray Watkis, manager of builders’ hard- 


ware sales for Yale & Towne. 


closer sales, also represented Yale & Towne. 


was jointly presented by The 


Walter Cyr, manager of door 
The certificate 
American Institute of Archi- 


tects and the Producers’ Council, Inc., to the company for a 
44 page Yale & Towne booklet entitled, ‘““The Inside Story”, 
that describes in colored cartoons the construction and oper- 
ation of the Yale compact, hipless, door closer. 
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American Metal Specialties 





Corp. recently held a house 


warming to open its new plant and general offices at Hatboro, 
Pa. Those attending the activities went by a special car from 
Pennsylvania Station to North Philadelphia Station, travel- 
ing the rest of the way by chartered bus to John Corcoran’'s 
Old Mill Inn where luncheon was enjoyed. During the after- 
noon the plant in Hatboro was visited and a cocktail party 
held until dinner was served at the Green Valley Country 
Club in Philadelphia. Entertainment was planned to extend 


through 8:30 P.M. 


Shown above are company executives 


who greeted those visiting the new plant. 








HAMILTON BEACH NAMES 
CHICAGO REGIONAL 
REPRESENTATIVE 
Clarence G. Parquette has been 
named regional representative by 
Hamilton Beach Co., division 
Scovill Mfg. Co., Racine, Wis., 
for the city of Chicago, parts of 
the states of Illinois and Indiana, 


with headquarters in Elmhurst, 


| Jil. 


CORNING GLASS 
CONSUMER PRODUCTS 
DIVISION ADDS FIVE 

TO SALES FORCE 


A series of changes and addi- 


| tions to the sales staff of Corn- 





| strator 


ing Glass Works’ Consumer 
Products Division, Corning, 


N. Y., was announced recently. 

Newcomers to the organization 
and their assignments are: Miss 
Vixie Johnson, Central district: 


Peter Herendeen, Atlantic dis- 
trict; Tom McConnell, Eastern 
district. 


Also assigned to the Central 
district is James Miller, who 
will handle missionary duties in 
the Chicago territory. 

Clair VanEtten, formerly of 
the Atlantic district, has taken 


over the duties of sales 


repre- 
sentative for the Dallas territory 
in the Southern district. Suc: 


ceeding Mr. VanEtten in the 
Atlanta territory is William Me 
Bratney. 

Miss Johnson spent several 
years teaching home economics 
in Iowa and has also served as 
an adviser at the University of 
Illinois. Immediately prior to 
joining Corning, was em- 
ployed as a test kitchen demon- 
with the Peoples Gas, 
Light & Coke Co., of Chicago. 

Mr. Herendeen was employed 
with the H. S. Herendeen Com- 
pany of Miami, Fla., as a sales- 
man from 1946 until joining the 
company. 

Mr. McConnell became asso- 
ciated with the Procter & Gam- 


she 


ble Co. in sales promotion work 
in 1941. After serving the army 
for five years, in 1946 he 
employed in sales by John Haw- 
kins & Sons of New Jersey. 


was 


G. D. WELLS TRAVELS 
KANSAS, WESTERN MO. 
FOR CALORIC STOVE 


Caloric Stove Corp., Philadel- 
phia, Pa., has appointed George 
D. Wells, Jr., Topeka, Kan., as 
factory sales representative in 
Kansas and western Missouri. 

After Army service in the 
China-India-Burma theatre, he 
attended Washburn University. 





GEORGE D. WELLS, JR. 





W. A. GORRELL NAMED 
PRESIDENT PRESSED 
METAL INSTITUTE 


Walter A. Gorrell was named 
president of the Pressed Metal 
Institute at a meeting in Port 
Huron, Mich., of the board of 
trustees of that organization, 
held recently. Mr. re 
cently retired as president of 
the E. J. McAleer Co.. Philadel- 
phia, and was, until this spring, 
chairman of the Philadelphia dis 
trict of PMI. In his new capac 
ity, he assumes the direction of 
policy of the Institute in its im 
portant preconvention activity. 


Gorrell 
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It takes 


OUTSTANDING Tools 


to make 


OUTSTANDING Profits! 





Plastering Trowel 











‘5 


a ms 


Brick Trowel 








aa 


i 4 





7. 


Bricklayers’ and 
Stone Masons’ Jointers 


Goldblatt © ~~. 
Mason Tools | | 


Sidewalk 
Edger 


























\ 
2 \ 
Give YOU: ‘ 
. . . QUICKER TURNOVER x Bricklayers’ Level 
. . « MORE PROFITS 
. . . REPEAT CUSTOMERS : : 





Give YOUR CUSTOMERS: 


. « - FINEST QUALITY 
. « » GREATER VALUE 
- « » LONGER WEAR 


Plasterers’ Mawk 


f 








Send Today For FREE Illustrated Catalog 
Write for your copy of Goldblatt’s illustrated catalog 
describing the largest and most complete line of masonry 
tools and supplies. 






— 
_ 





ATTRACTIVE 
DEALER DISCOUNTS 
Goldblatt sells direct to 
declers, is therefore able to 
offer especially attractive 
dealer discounts. 






tae 


Goldblatt Tool Company 


1524 Walnut Street 










Kansas City 8, Missouri 






FIRST CHOICE OF THE TRADE FOR 64 YEARS 
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TOASTMASTER NAMES 
R. H. CAUGHERTY 
SOUTHEAST SALESMAN 


The appointment of Rowland | 
H. Caugherty, as sales repre- 
sentative for the Southeastern 
territory the Toastmaster 


of 





R. H. CAUGHERTY 


Products Division, McGraw Elec- 
tric Co., was recently announced 
by W. E. O’Brien, general sales 
manager. 

For the past year, Mr. Caug- 
herty has been assisting in the 
company’s Chicago area. He 
will make his headquarters in 
Atlanta, Ga., and cover the states 
of Georgia, Florida and parts of 
Alabama and Tennessee. 

Prior to his employment with 
Toastmaster, Mr. Caugherty was 
in the sales department of the 
Todd Company, Inc., of Chicago, 
after serving five years in the 
Navy during World War II. 


BAKER MFG. CHANGES 
TWO BRANCH HEADS 


Recently announced by Baker 
Mfg. Co. was the appointment 
of L. C. Bender as branch man- 
ager of the branch at Hutchin- 








VERN 


WAGNER 





son, Kan. The appointment in- 
volved changes at two of the 
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firm’s 10 major sales branches. 
Mr. Bender joined Baker Mfg. 


Co. as a salesman in 1945 and | 


has since then served Monitor 
line and wholesaling dealers in 
the western Kansas territory. Mr. 
Bender’s years of experience will 
aid him in his new _ position. 

The second change resulting 
from Mr. Bender’s promotion, 
was the transfer of Vern Wagner 
from manager at Hutchinson to 
director of the Baker branch at 
Enid, Okla. Mr. Wagner’s future 
plans include a planned display 
area within the branch, for in- 
spection by farmers, customers, 
and prospective dealers, mer- 
chandising campaigns, and the 





L. C. BENDER 


expansion of the branch’s sales 
territory. 


PARKER MFG. ACQUIRES 
ACKERMANN-STEFFAN 


Parker Mfg. Co., Worcester, 
Mass., has announced the ac- 
quisition of Ackermann-Steffan 
Co., Chicago, Ill., manufacturers 
of “Trojan Brand” coping, jig, 
power machine and jewelers’ saw 


blades, and coping, jewelets’, 
scroll and hack saw frames. 
The Chicago firm will be 


known as the Ackermann-Steffan 
Division of Parker Mfg. Co., and 
will continue to manufacture the 
same group of products at the 
plant, 4532 Palmer St. 

Mr. Ackermann will serve in an 
advisory capacity under the new 
ownership. 


UNION MALLEABLE OPENS 
CHICAGO BRANCH 


The Union Malleable Mfg. Co. 
of Ashland, Ohio, recently an- 
nounced the opening of its new 
branch office and warehouse at 
4036 Wentworth Avenue, Chica- 
go, Ill. 

Activities at the new office and 
warehouse will be directed by 
Sol Jacobson, district manager. 


HELEN M. PEREIRA 
VISITS U. S.—SEEKS 
MORE FASTENER LINES 


Helen M. Pereira, widow of 
A. Pereira, manufacturers’ rep- 


| resentatives, who has taken over 


her husband’s business located 
in the Bank of Nova Scotia 
Bldg., Havana, Cuba, recently 
visited the United States, con- 
tacting her clients and seeking 
additional fastener lines—nuts, 
bolts, and screws. The company 
travels seven sales representa- 
tives. American hardware and 
allied line manufacturers whom 
her organization now represents 
include: Osborn Mfg. Co., 
Cleveland; The Cleveland Twist 
Drill Co., Cleveland; Russell 
Harrington Cutlery Co., South- 
bridge, Mass.; Clover Mfg. Co., 
Norwalk, Conn.; Bay State Tap 
& Die Co., Mansfield, Mass., 
and Hollymade Hardware Co., 
Los Angeles, Calif. 


PIONEER RUBBER NAMES 
McCULLOUGH TO COVER 
PART OF ILL., WIS. 


The Pioneer Rubber Co., Wil- 
lard, Ohio, announces the ap- 
pointment of Edward J. McCul- 
lough Co., 737 N. Michigan Ave., 
Chicago, IIl., as sales representa- 
tive in the northern Illinois and 
southern Wisconsin territory. 

The McCullough organization 
will handle sales of Ebonettes, 
Bluettes, and Dawns Household 
Gloves, and of Eskimitts, Pion- 
eer’s new neoprene-coated snow 
mittens for children. 





J. H. CAMPBELL JOINS 

A. G. JACOBUS’ SONS 

J. Herschel Campbell manufac- 
turers representative, with offices 
in Chicago, IIl., has recently be- 








J. H. CAMPBELL 


come associated with A. G. 
Jacobus’ Sons Inc., of Verona, 
New Jersey, manufacturers of 
paint and household brushes. 








Mr. Campbell’s entire life has 
been devoted to selling; whether 
it be tangible products or intan. 


gibles, such as good labor rela. 
tions, and relations between 


business and the public. 

As salesmanager and director 
of industrial relations for A, B. 
Equipment Mfg. Co., Chicago, 
he promoted the sale of automo- 
bile parts. In a similar capacity 
with R. Krasberg & Sons Mfg. 
Co., Chicago, he sold housewares 
and specialties. He also 
director of apprenticeship divi. 
sion of the U. S. Department of 
Labor in Illinois, and as director 
of public and industrial relations 
on an Illinois newspaper. 


was 





ART NETH ORGANIZES 
MFR’S. AGENCY 

F. A. Neth, past president of 

the Housewares Club of Chicago, 

has organized his own company 





ART NETH 


—to be known as The Art Neth 
Co., 1494 Merchandise Mart, Chi- 
cago—operating as manufactur- 
ers’ representative. For the past 
14 years, Mr. Neth has been 
engaged in the housewares field, 
in Chicago and the middle west. 
Among his related activities, he 
served as chairman of The Ad- 
vertising Committee of the Enam- 
eled Utensil Manufacturers for 
three years. 





SUTHERLAND COVERS 
PACIFIC DIST. FOR GE. 
HEATING DEVICES, FANS 


Daniel W. Sutherland has been 
appointed sales representative for 
General Electric heating devices 
and fans in the Pacific district, 
it has been announced. 

Mr. Sutherland, who will cover 
northern California and Nevada, 
joined General Electric in 1948. 
He previously handled traffic ap- 
pliance sales for the W. A. Ram- 
say Co., Ltd., G-E distributor in 
Honolulu. 
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FRANK DENNIS JOINS 
LIBBEY GLASS DIV. 
CHICAGO BRANCH 

The assignment of Frank 

Dennis to the Chicago, IIL, 
branch office of Libbey Glass 
Division of Owens-Illinois Glass 





FRANK DENNIS 


Co. Toledo, Ohio, has been an- 
nounced by W. M. Beckler, 
general sales manager. 

Prior to joining Libbey Glass, 
Mr. Dennis had been associated 
with the U. S. War Department 
Purchasing Section in Washing- 
ton, D. C., and the Australian 
Purchasing Mission, also of that 
city. More recently he had been 
an automotive parts salesman 
for’ the Carson’s Distributing 
Company, Crisfield, Md. 





AMERICAN MFG. NAMES 
C. J. DILKE TO COVER 
SAN FRANCISCO 


American Mfg. Co., Brooklyn, 
N. Y., has announced the ap- 





CHARLES J. DILKE 


Pointment of Charles J. Dilke 
as its representative for rope 
sales in the San Francisco area. 

Mr. Dilke was formerly head 
of C. J. Hendry Co. He will 
cover the marine, fishing, hard- 
Ware and industrial fields. 





Warehouse stocks of manila 
rope in sizes from 4” diameter 
to 9” circumference will be 
carried at San Francisco Ware- 
house Co., 383 Brannan St., San 
Francisco. 


N. Y. WHOLESALERS 
RE-ELECT OFFICERS 


The New York State Hardware 
Wholesalers Association annual 
meeting was attended by 60 mem- 
bers and their wives at Hender- 
son Harbor, N. Y., recently. All 
officers of the association were 
re-elected during the business 
session. 

They are: S. R. Rose, firm of 
Barker, Rose & Kimball, Elmira, 
president; Frank Weber, of J. 
M. Warren Company, Troy, vice 
president; Burton Babcock, Bab- 
cock, Hinds & Underwood, Bing- 
hamton, secretary, and Charles 
W. Van Deusen, purchasing 
agent, W. W. Conde Hardware 
Co., treasurer. 

After the business session, 
dinner was held at the hotel. 





HDWE. TRAINEES STUDY 
STANLEY HARDWARE 


The Stanley Works, New 
Britain has announced that a 
group of hardware trainees who 
having completed a course at 
Russell & Erwin took advantage 
of their presence in New Britain 
to become more familiar with 
Stanley hardware. The group 
included: Walter Hardie, Stauf- 
fer, Eshleman & Co., New Or- 
leans; James Japhet, Builders 
Supply Co., San Antonio, Texas; 
Joe Legg, W. F. Stephens Lum- 
ber Co., Marietta, Georgia; Wal- 
ter Swieck, Chapman Lumber 
Co., Waterbury, Connecticut; 
Bob Moser, The Radford Co., 
Oshkosh, Wisconsin; and Charles 
Cagara, Stanley Hdwe. & Mill 
Supply Co., Clifton, N. J. 

Ronald Leutwyler of the Stan- 
ley export sales department 
studied with this group. 





EMERSON RADIO SELLS 
RADIO SPEAKERS, INC. 


Emerson Radio & Phonograph 
Corp., 111 8th Ave., New York 
City 11, announced the approval 
of the sale by its wholly owned 
subsidiary, Radio Speakers, Inc., 
in Chicago, of its assets and in- 
ventory to Jensen Mfg. Co., a 
subsidiary of The Muter Co., 
also in Chicago. 

Radio Speakers was acquired 
by Emerson in 1945 to overcome 
a critical scarcity of speakers 
needed by Emerson in its radio 
manufacturing operations. As 
there is no longer any scarcity 
in supply, Emerson plans to with- 
draw from speaker manufactur- 
ing. 
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DETROIT-MICHIGAN 
STOVE ADDS TO 
SALES FORCE 


John C. Pankow, director of 
sales, Detroit-Michigan Stove 
Co., has announced the follow- 
ing additions to its sales organ- 
ization: S. B. Lewis, to cover 
Detroit; W. T. Clapp and Lloyd 
Gibbs, Central Division, under 
Paul Inskeep; J. H. Carter, M. 
S. Heggen and N. H. Davis, Jr.; 
Northwestern Division, headed 
by R. M. Houdek; B. H. Gia- 
retta, manager, 
Northern Division will be assis- 
ted by J. H. Coon and A, P. 
Ernst; W. D. Webb, Southeast- 
ern division staff under F. F. 
Hamilton; and C. W. Simpson 
and N. B. Newell, Southwestern 


John M. 


divisional sales 


Division, directed by 
Storm, Jr. 


TINNERMAN MAKES 
EXEC. APPOINTMENTS 


Two major appointments at 
Tinnerman Products, Inc., Cleve- 


Ohio, 


land, recently were an- 





W. H. TAYLOR 


nounced by George A. Tinnerman, 
vice-president of the firm which 
makes the “Speed Nut” line of 
fasteners. 











ROBT. C. OVERSTREET 


| cf 
| cific, the 
| Africa. He returned only recent- 


Robert C. Overstreet was 
named secretary of the company; 
and W. H. Taylor, assistant to 
the vice-president. In addition, 
L. H. Flora and R. A. Hartman 
were appointed to the company’s 
executive committee. 

Mr. Overstreet, formerly exec- 
utive assistant to the general 
manager, has been associated 
with Tinnerman since 1941. 

Mr. Taylor, who was named 
director of engineering a year 
ago, joined the Tinnerman or- 
ganization in 1945. Previously 
he had been associated with 
Packard Motor Car Co., Douglas 
Aircraft, Budd Manufacturing 
Co., and the Ford Motor Com- 
pany. In his new position, he will 
assist in coordinating the work 
of all departments. 





C. V. NICHOLSON NAMED 
MGR. DISSTON EXPORTS 
A. S. HUNT RETIRES 


The appointment of 
V. Nicholson as manager of ex- 
port sales has announced 
by Henry Disston & Sons, Inc., 
Philadelphia, Pa. At the same 
time Disston announced that A. 
Stewart Hunt, veteran of 38 years 
with the company, would retire 


Charles 


been 


as manager of export sales. 

Mr. Nicholson joined the Diss- 
ton organization in 1936 and a 
few months later was assigned 
the New England-New York ter- 
ritory for the hardware sales di- 
vision. 

Not long after his return to 
civilian life in 1916, after serv- 
ing in the AAF for four years, 
he was made assistant manager 
of the export sales department. 

He is a director of the For- 
eign Traders Association of 
Philadelphia and a member of 
the Export Managers Club, New 
York. 

Mr. Hunt, with his retirement, 
turns his back upon a career that 
represents virtually a lifetime in 
the export field. Mr. Hunt spent 
10 years in the export business 
before he joined the Disston’s 
New York office in 1911. 

Two years later the company 
him to Sydney, Australia, 
under 


sent 
where a new plant 
construction. When it was opened 
in 1914 he was appointed its 
managing director. He remained 
in Australia until 1920 when he 
was recalled to the home office 
in Philadelphia as assistant man- 
ager of export sales. 

During the last 29 years he 
has traveled extensively for the 


was 


| company through the South Pa- 


Far East, India and 
ly from a two and one-half year 
trip that took him to the South 


Pacific and the Far East. 
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J. A. RISHEL JOINS 
MULLINS SALES STAFF 


John A. Rishel, Jr. re- 
cently joined the headquarters 
sales staff of Mullins Mfg. Corp.’s 
Youngstown Kitchens Division, 
Warren, Ohio. 

Mr. Rishel formerly was mana- 
ger of sales for the appliance 
sales staff of Mullins Mfg. Corp’s. 
Detroit and Traverse City, Mich. 
In his new position, Mr. Rishel 
will be in charge of special sales 
planned by Mullins. 

Mr. Rishel has spent his entire 
business career with Parsons, mer- 
chandising kitchens. 
He started as a salesman in New 
York in 1934 and was made as- 
sistant manager in 1937. 
In 1939 he set up the company’s 
first New York office and in that 
same year named sales 
manager of the appliance divi- 
sion in Detroit. Since 1948 he 
had headquarters at the 
Parsons plant in Traverse City. 

He was a member of The Par- 
commit- 


has 


projects 
“Pureaire” 
sale Ss 
was 
has 


son’s Corp.’s executive 


lee. 


JACK DOWD DIRECTS 
KANSAS CITY AREA 
FOR CORY CORP. 


The Cory Corp., 221 'N. LaSalle 
St., Chicago 1, Ill, has an- 
nounced that Jack Dowd, former 
Silex territory manager, has re- 
cently joined the Cory organ- 
ization to direct its Kansas City 
territory. 

Mr. Dowd has been active in 
the small appliance business for 
many years having spent four 
years with the Manning Bowman 
Co.; three years as territory 
manager for the Silex Co. and 
nearly 10 years with the Kansas 
City Light Co. During 
the war he was a sales engineer 
for North American Aviation. 


Power 





Mr. Dowd will take over duties 
formerly handled by Harry 
Roehm, who has been advanced 
from the Cory territory manager’s 
job to head a newly formed 
Southwestern District sales office 


for Cory. 


S. L. HOPPERSTEAD 
DIRECTS SALES FOR 
NO-WILT PLANT PRODS. 


S. L. Hopperstead, 
responsible for the development 
and introduction of agricultural 
for B. F. Goodrich 
Chemical Co., has joined the No- 
Wilt Plant Products Co. In his 
new capacity, he will direct de- 
velopment and was 
announced at the same time that 
No-Wilt Plant Products Co., man- 
ufacturer of Plantcote horticul- 
tural sprays has moved its facili- 
ties to North Olmsted, Ohio, a 
suburb of Cleveland. 


formerly 


chemicals 


sales. It 


R. C. CROGHAN COVERS 
OHIO SALES FOR 
NORWALK LOCK 


Ralph C. Croghan has been ap- 
pointed sales representative in 
Ohio for the Norwalk Lock Co., 
division of Segal Lock & Hard- 
ware Co., Inc., 395 Broadway, 
New York City 13, with head- 
quarters at Suite 12, 2116 Lennox 
Kd., Cleveland Heights. He was 
formerly associated with the 
hardware contract department of 
the George Worthing Co. He also 
was connected with Farrey’s, Inc., 
Miami Beach, Fla., as manager 
of the builders hardware depart- 
ment and Faries Mfg. Co., 
Decatur, [l., where he did pro- 
motional and specification work 
with architects, dealers and 
wholesalers. 











Shown above from left to right: at the official opening of 


Ltd., 


Omer DeSerres 
Henri Rochon, 


the 
Canada, 


1406 St. 
Canada's No. | 


Denis St, Montreal, 
tennis player and 


member of the Davis Cup Team, Bobby Bleau, salesman in 


the sporting 
Serres, president of the 


goods department 
company, a set of golf clubs for 


receiving from Roger De- 


holding the Canadian Championship and the Memorial Cup. 
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TWO LOWE BROTHERS 


MEN ADVANCED 
The Lowe Brothers Co., Day- 
ton, Ohio, paint and varnish 


manufacturers, announce the ap- 
pointment of John H. Bucher to 
the position of district manager 
with headquarters in Jersey City, 
N. J. 

Mr. Bucher shhas been associated 
with paint sales and merchandis- 
ing since 1925. He joined Lowe 
Brothers in 1933 as a territorial 
representative and served in that 
capacity until 1946 when he was 
promoted to the position of sales 
supervisor in the eastern district. 
Mr. Bucher succeeds Donald B. 
Mehaffey who died recently. 

In his new assignment Mr. 
Bucher will coordinate the sales 
and distribution of Lowe Broth- 
trade sales, industrial and 
maintenance paint products in 
eastern New York, eastern Penn 
sylvania, New Jersey, Delaware 
and Maryland. 

Lowe Brothers also announced 
the appointment of Ivan B. 
Anthony as district sales man- 
ager to fill the position formerly 
held by Mr. Bucher. 

Mr. Anthony joined the com- 
pany’s sales force in 1935 and 
since then completed an excellent 
record of territory development 
in the state of Maryland. 


ers 


MOTOR & EQUIPMENT 
WHOLESALERS ASS’N. 
ELECTS OFFICERS 


The board of directors of the 
Motor & Equipment Wholesalers 
Association held its annual board 
meeting recently in Chicago. At 
this meeting the annual election 
of officers for the new year was 
held, and also the newly elected 
directors to succeed _ retiring 
board members were announced. 

John M. McClure, president of 
Minneapolis Iron Store, Minne- 
apolis, Minn., was vice 
president of the association for 


who 


the past year, succeeded Erle A. 
Henderson, Henderson Brothers, 
Sacramento, Cal., as_ president. 
Mr. McClure, who is an old-timer 
in the automotive wholesale dis- 
tribution business, is one of the 
most widely known automotive 
wholesalers in the Northwest. 
James C. Parker, president of 
the Motor Parts & Supply Co., 
Mobile, Ala., succeeds Mr. Mce- 
Clure as vice president. William 
D. Myers, Jr., president of Myers 


Motor Supply Co., Joplin, 
Mo., succeeds Arthur W. Pease 
of Pease Brothers, Tacoma, 


Wash., as secretary. George E. 


Hull, president of Parks & 
Hull Automotive Corp., Balti- 
more, Md., succeeds Ralph Ris 
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Krohn, Genesee Supply Co., Inc. 
| Utica, New York as_ treasurer. 
The four newly elected officers, 
together with the immediate past 
president, Mr. Henderson, will 
constitute the executive 
mittee of the 

The following men were elec. 
ted to the M.E.W.A. board for 
a term of three years to succeed 
retiring directors: A. Z. Heller, 
The York Supply Co., Dayton, 
Ohio; Edward M. Kelly, J. H. 
Kelly Co., Red Bank, N. J.; Ray- 
mond W. Mellor, Mellor’s Auto 
Parts, Providence, R. I.; C. A. 
Nudelman, Motor Car Supply 
Co., Seattle, Wash.; Harold E. 
Pirson, Pirson, Auto Parts, North 


com 
association 


Tonawanda, N. Y.; and S, B. 
Sturtevant, Sturtevant’s Aui 


Parts, Van Nuys, Cal. 


U. S. STEEL OFFERS 
HISTORY OF STEEL 
MAKING IN AMERICA 


United States Steel Corp. is 
distributing a new _ illustrated 
book, entitled Steel Making in 
America. The 100-page volume 
was prepared and published by 
U. S. Steel in response to thou- 
sands of requests which it re- 


ceives annually from __ school 
students and others for up-to- 
date information about - steel 
making. 


Written by Douglas A. Fisher, 
staff writer in the office of J. 
Carlisle MacDonald, assistant to 
chairman, in charge of public 
relations for U. S. Steel, the 
book describes in simple lan- 
guage the manufacture of steel 
in the United States from raw 
materials through finished steel 
products of every sort. A brief 
history of the iron and steel in- 
dustry from earliest days to the 
present time also is included. 

Passing from the ancient to 
the modern with ample details 
of the various type of equipment 
and methods in use, Steel Mak- 
ing in America touches upon the 
countless for steel in its 
pure form or combined with 
various alloys. The cover photo- 
graph shows the pouring of steel 
which was fashioned into @ 
cyclotron for the Carnegie In- 
stitute of Technology, where it 
is used to smash atoms. 


uses 


BORG-WARNER SUPERIOR 
SHEET STEEL PLANT 
STOPS OPERATIONS 


The Superior Sheet Stee! Divi 
sion, Canton, Ohio, of Borg- 
Warner Corp., 310 S. Michigan 
Ave., Chicago, IIl., having served 
its purpose of supplying other 
plants of the parent corporation 
will discontinue operations indefi- 





nitely after June 30. 
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EDWARD L. FENN 


Edward L. Fenn, 53, eastern 
sales representative of the Millers 
Falls Co., Greenfield, Mass., and 
former Connecticut State Sen- 
ator, died on Aug. 1 in Green- 
wich, Conn., hospital. 





EDWARD L. 


FENN 


Mr. Fenn, who made his offices 
at 28 Warren St., 
City, was elected to the Connecti- 
cut Senate 1941 the Re- 
publican ticket and served two 
terms. He was Republican Town 
Chairman of Greenwich for two 
years beginning in 1944, and was 
a member of the Republican 
State Financial 
of its committee 
cilizenship rights. 


in on 


on forfeited 


New York | 








Committee and | 


He was vice-president and di- 
rector of the Pickwick Land Co., | 


operator of the Pickwick Arms 
Hotel in Greenwich; a director 
of the Greenwich Gas Co.; vice- 
president of the New Canaan 
Water Co., and president of the 
Hilltop Corp., a land develop- 
ment company. He was a director 
of the Greenwich Chamber of 
Commerce. 

Surviving are his widow, Mrs. 
Margaret Potter Fenn; a daugh- 
ter, and a son, Edward A. Fenn. 


FRANK P. THOMPSON 


Frank P. Thompson, 65, trea- 
surer of the Charles Decker 
Hardware Co., Brockport, N. Y., 





died July 15 at his home. Mr. 
Thompson served as treasurer of | 


the hardware firm for 42 years. 
He is survived by his wife, two 
sons and a daughter. 





BERTRUM M. HOLLOPETER 


M., Hollopeter, 71 
president, treasurer and general 
manager of Schaltter Hardware 
Co., Inc., wholesalers, 

Wayne, Ind., died recently. 
He had become associated with 
the company as vice-president in 
1930 and was elected president, 
Teasurer and general manager 
im 1931. Mr. Hollopeter started 
his career as drayman for the 


Bertrum 
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Fort | 


Bros. Hardware, 

He later 
the real 

became a 


Koehlinger 
Fort Wayne. 
associated with 
then 


business timber 


buyer. He was active in this lat- | 
ter work when he resigned to | 


join Schlatter Hardware Co. 

He was very active in 
Methodist Church, and left the 
bulk of his estate to the Fort 
Wayne Bible Institute which 
trains young men and women 
for missionary work and _ the 
ministry. The majority of his 
stock in the 
he bequeathed to the co-workers 





BERTRUM M. HOLLOPETER 





hardware concern | 


. who 
became | 
estate | 


| iod, 


had worked with 
through most of the 20 years as 
head of the company. 





LOUIS C. WHITE 


Louis C. White, 81, who was 


' connected for 57 of his 81 years 


the | 


with The Haynes & Chalmers Co., 
hardware wholesalers, 174-182 
Exchange St., Bangor, Me., di- 
rectly and indirectly, died re- 
cently. For 46 years of this per- 


he was secretary of 


The | 


Haynes & Chalmers Co., Bangor. 





GUY W. DUNNINGTON 
W. 
hardware 


Dunnington, 73, for- 
manager 


Guy 
merly 
for E. 


apolis, Ind., died recently while 


sales 


C. Atkins & Co., Indian- | 


| visiting his daughter in Tuscon, | 
| Ariz. He had been ill for three 
| years. 


Mr. Dunnington retired, June 


1947 after 53 years of service. He | 


started with the company when 
he was 20 years old and progress 
through jobs of office boy, city 
salesman, and national traveler 
representing all Atkins lines. In 
1924, he was appointed general 
hardware sales manager. 

Mr. Dunnington was a member 
of the Atkins Pioneer Club, 50 
year division, THe HARDWABE 
Ace Fifty Year Club, and the 








him l Central States Hardware Asso 
ciation. Until his retirement he 
| seldom missed attending the Na 
| tional Retail Hardware Associa 
tion, Congress and other hard 
ware association activities. He 





G. W. DUNNINGTON 
was a member of Pentalpha 
Lodge F. and A. M. Scottish 


Murat Shrine. 

His 
widow, Mrs. Laura Dunnington; 
a son, Edwin T. Dunnington; a 
daughter, Mrs. Mary Helen 
Pahud, and three grandchildren. 


survivors include his 





THE PRESIDENT’S CUP OF THE HARDWARE TRADE ASSOCIATION OF NEW 
YORK is presented to George Clarkson, of Whitman & Barnes, by Roy Schmidt, mana- 
ger of the New York office of Stanley Tools, and president of the association. The pres 
entation was made at the dinner which followed the June Golf outing, held June 21, at 
the Upper Montclair Country Club, Upper Montclair, N. J. Mr. Clarkson won the tourna- 
ment with a 71 net. A three-way tie for runner-up among members was made by Ralph 
S. Allen, of Diamond Expansion Bolt Co., left, Edward S. Norvell, E. C. Atkins & Co., 
holding umbrella prize, and William Edwards, Hansen & Yorke Co., who is not shown. 
Joe Walker, Buffalo Bolt Co., standing to the left of Mr. Schmidt, was low gross runner-up 
with a score of 77, and R. W. “Bob” Muller, right, Minnesota Mining & Mfg. Co., won 
the low gross prize with a 75. Robert Watson, Stanley Tools, with the fancy tie, won a 
prize for low gross, guests, with a 74. 

Other prize-winners, not shown, were: R. O. Bernard, Igoe Brothers, Brooklyn, low 
net, guests, with a 69; Art Van Delft, Holo-Krome Screw Corp., high gross, members 
with 118, and Herb Mills, H. W. Mills & Co., Inc., high gross, guests, with 130. 

Harold L. Usher, Oliver Iron & Steel Corp., was the host, and Bob Mueller was chair- 


man of the golf committee. 


Another golf tournament will be held on Friday, Sept. 


Plandome, L. I., N. Y. 


11, 1949 


16, at the Plandome Golf Club, 
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Stainless extras revised—On 
July 2, revised extras for the polishing 
of stainless steel sheets were announced 
by Armco Steel Corp. The company 
said this revision, which became effec- 
tive with July 1 shipments, would re- 
sult in savings to customers averaging 
about 30 per cent on polishing extras. 
Also adjusted downward were extras 
for boxing and for adhesive paper pro- 
tection for all Armco stainless steel 


products. 
* * * 


Stools, tables — Price reduc- 
tions on 11 Cosco household stools and 
utility tables were announced by Hamil- 
ton Mfg. Corp., Columbus, Ind. Reduc- 
tions were effective on shipments from 
the factory starting July 1. Reduced 
fair-traded resale prices were effective 
Aug. 1. Price changes ranged from 50 
cents to $3 per affected item. Affected 
by the reductions were: Models 4-B and 
4-D step stools, model 7-B folding utility 
table and model 7-C folding ironer 
table, models 8-A, 8-B, 8-C and 8-D 
utility tables and model 5-C bathroom 


stools. 
* * &* 


Portable power tools—As of 
July 7, Skilsaw, Inc., Chicago, Ill, has 
announced a 60-day price protection 
policy. In the announcement by Bolton 
Sullivan, president of the company, it 
was stated that a price change would 
be immediately followed by a credit to 
all Skilsaw distributors for the price 
differential based on the previous 60 
days’ billings for the affected tools. 
Distributors, under the plan will not 
be required to inventory his stock or 
report tool purchases or sales made in 
that period; he is automatically cred- 
ited by Skilsaw’s billing department, 
according to the announcement. 


* * * 


Concrete coating—Lowebco, 
Inc., Chicago, has reduced the retail 
price per gallon of “Oncrete for Con- 
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crete” to $7.25 per gallon, retail, and 
$2.10 per quart. 


a oa * 


More cuts reported on paint 
Paint price cuts of recent weeks have 
been followed by more companies. A 
key item in the paint for house or fence 
is linseed oil. Early last year it was 
worth over 33 cents a pound in New 
York. Less than a month ago it brought 
27 cents. The present price is around 
24% cents. The slide’s basic source is 
surplus flaxseed, from which linseed oil 
is crushed. At the midde of last month 
the on-farm price of flaxseed averaged 
$3.42 a bushel. A month earlier it had 
averaged $3.68; a year earlier, $5.81. 
Slow sales of paint this summer have 
also helped put downward pressure on 
prices. Paint retailers, expecting price 
breaks and worrying about inventory 
losses, have been balky buyers. 


* ¢ & 


Some itemized changes—On 
July 11, E. I. du Pont de Nemours & 
Co., Inc., reduced prices of its trade 
sales paint, including household, main- 
tenance and pleasure boat finishes. 
While the range of cuts was not given, 
the company said self-cleaning outside 
white and tints have been reduced by 
about $1 a gallon. 

On July 12, Glidden Co. announced 
that its dealers are being notified of 
paint price reductions averaging 8'% 
per cent, retroactive to July 5. The re- 
ductions include cuts of 55 cents (13 





per cent) a gallon on house paints, 
25 cents (5% per cent) a gallon on 
enamels, and 20 cents (6 per cent) a 
gallon on wall finishes. The reductions 


were made to meet competitive condi- 
tions in “the industry, rather than be- 
cause of lower material costs thus far, 
Glidden stated. 

On July 12, reduction in prices of 
its paint lines ranging up to 10 per 
cent was announced by Paraffine Cos., 
Inc., anticipating lower cost of mate- 
rials, particularly linseed oil. Represen- 
tative of the price cuts is the reduction 
of Brand Custom Finish enamel] from 
$9.70 to $8.75 a gallon. 

On July 13, Cook Paint & Varnish 
Co. announced price reductions rang- 
ing to 13 per cent on paints, varnishes 
and enamels. Prices on brushes were 
cut an average of about 15 per cent. 
The largest price reduction was made 
on exterior house paint, whose new re- 
tail price of $4.98 per gallon is a mark- 
down of 75 cents. 

On July 14, Keystone Varnish Co. of 
Brooklyn announced price reductions 
averaging 10 per cent on its paint, var- 
nish and enamel products. The reduc- 
tions were made “because of present 
and anticipated lower raw material 
costs.” 

Price reductions ranging up to 14 
per cent on all lines of exterior and 
interior paints, varnishes and _ allied 
products were announced July 18 by 
Central Paint & Varnish Works, Brook- 
lyn, N. Y. Heaviest price reductions 
were made in the top quality exterior 
paint line which dropped 50 cents a 
gallon. Lower raw material costs were 
the reason for the reductions, Lynn F. 





ADVANCES 
Some lead products. 


DECLINES 


Some extras on stainless steel. Some radio sets. Some locksets. Some house- 

hold stools. One make concrete coating. Utility tables. Some lines of paints, 

enamels and varnishes. Asphalt road material. Some small electrical appli- 
ances. 
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The product of 104 years’ experience 





in fastener manufacturing, 
sold through the finest distributors 
in the world. 


—a 
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DISTRIBUTOR 








Offer your trade real “Customer 
satisfaction” and True Fastener 


Economy by selling RB&W 
fasteners ... the product 
of more than a century of continuous 
research and progressive 
development in fastener manufacturing 
.. « backed by the skill of four 
generations of RB&W men and women. 






1 Tiaeko [eM @alclilclilelels lemme @le) dle lale| 


tants at: Port Chester. N. Y Coroopolis 
a, Rock Falls, Wl los Angeles, Calif 
Ad nal sales offices at. Philadelphia 
ry 

De Ch 

F 
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THE COMPLETE QUALITY LINE 


104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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Sell SIMPLEX : 


and cash in on every { 


customer JACK need ! 


a RATCHET JACKS YF) 





Single or Double Acting 
1'% to 35 Tons Cap. 
Safe, fast, powerful for all 
types of jacking in every field. 
Lift ful/ capacity on cap or toe. 
Rugged construction for heavy 
duty. 


HYDRAULIC JACKS Ei 


Si 7 
Safety Tested to 50% Overload. 
GE The finest hydraulic jack you 
can sell! Neoprene packing 


8 Models — 3 to 100 Tons Cap. 


seals—plus many other exclusive Simplex 
features for safer, easier-to-use hydraulic 
jacking power. 


Sntu uae a’? 


88% Easier Lifting * 4-Way or 
Ratchet Head * Malleable Housings 
31 Models—10 to 24 Tons Cap. 

A single chrome-moly ball, nested 
under corrugated cap actually re- 
duces friction 88% — ball won't 
flatten; cap can’t slip. All purpose 

jacks for rugged action. 





SEND TODAY FOR SIMPLEX CATALOG 49 — 
Let the complete Simplex line show you the way 
to more profits on every type of jack customer. 
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KENLY & COMPANY 
056 S. Central Ave 





Chicago 44, Illinors 





it will pay you 
send your inquiries 


to 
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all details and pay y° ; 
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This is on Stewor 


fence styles 
ARE: Chain 
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Fence; 
tions; 
Gates; 


Steel Settees; —_ 
Iron Railings; ; 

others. Write 
THE STEWART IRON WORKS CO., Inc. 
1637 Stewart Block, Cincinnati 1, Ohio 


Experts in Metal Fabrications since 1886 


Flagpole 


for literature today 











Barnett, general sales manager of the 
company, announced. 
Effective July 5, 


Co. announced 


Sherwin-Williams 
reductions in paint 
prices amounting to an average of 10 
per cent at the dealer level. The price 
drop, according to the company, will 
cover all of its important trade sales 
paint products, including exterior house 
paints, wall paints, enamels, varnishes 
and floor finishes. The reduction varies 
product, but 


with the represents an 


overall average cut of approximately 
10 per cent. 

National Lead Co. announced on July 
7, a price reduction of approximately 
1] per cent, on its Dutch Boy blended 
house paint. The new price of $5.85 a 
gallon represents a decrease of 70 cents 
a gallon. Similar reductions are being 
made in Dutch boy sash and trim colors, 
also porch and floor enamel. 

The M. J. Merkin Paint Co. an- 
nounced that, effective July 1, it had 
made price cuts ranging up to 10 per 
cent on exterior and interior paints, 
varnishes and enamels. The largest re- 
ductions were made on top quality ex- 
terior house paint, in which linseed oil 
is a principal raw material. 

Watson-Standard Co. reduced the 
price of its first quality house paint 45 
cents per gallon. It guaranteed prices 
of other products against a decline, 
retroactive to July 1, “to permit clari- 
fication of the price of linseed oil, and 
further study of costs.” 

% x ck 
Asphalt for road-building 
As of July 7, price cuts on asphalt road 
material, ranging from $1.10 to $2.60 a 
ton in the Pacific 
announced by a subsidiary of Standard 


Coast area, were 
Oil Co. of California. These reductions, 
the second this year, reflect lower costs 
of the basic raw material—heavy crude 
oil. 
* * ca 

Lock-set—On July 14, Kwikset 
Locks, Inc., of Anaheim, Calif., build- 
ers’ hardware manufacturers, announced 
it had reduced prices 5 per cent to 17 
per cent on residential Jock sets. The 
price cut—the second the company has 
made this year—is retroactive to June 1. 


% * * 


Portable radiators—A price re- 
duction to $32.95 has been announced on 
the Electresteem, steel portable electric 
steam radiator, made by Electric Steam 
Radiator Corp., Paris, Ky. 

~ * 7. 

Spatula—Buckly Culinary Prod- 
ucts, Inc., Chicago, I[ll.. has reduced the 
suggested retail selling price vf its Non- 
Splash Spatula from $1.50 to $1.00. 


* * * 


Simplifies price sheets—Mich- 
igan Abrasive Co., Detroit, Mich., has 





announced that hereafter instead of 
pricing its abrasives with a series of 
chain discounts, it is now offering “a 


single discount.” 
Ke Ae oe 


Radio receivers—Price reduc- 
tions ranging from $50.00 to $200.00 on 
16 radio models were announced by the 
Westinghouse Electric Home 
Radio Division. The reductions, which 
range from 16% to 41%, 


Corp., 


are effective 
immediately for all Westinghouse 
dealers throughout the United States. 


The 16 sets reduced include two table 


models with standard band reception, 
two table models with standard band 
and frequency modulation reception, 


one portable, seven phonograph AM- 
FM combination consoles, one combina 
tion AM-FM short wave console, two 
AM combination consoles, and one AM- 
FM console. The receivers, 
numbers and the new and old prices 
are: Table models — 188, AM, now 
$19.95, formerly $24.95; 125 (in four 
cabinet variations), AM, now $24.95 
formerly $29.95; 204, AM-FM, now 
$39.95, formerly $59.95; and 198, AM- 
FM, now $69.95, $89.95. 
Phonograph combination consoles with 


AM-FM — 160, now $99.95, formerly 


their 


formerly 


$149.95: 191, now $129.95, formerly 
$199.95; 199, now $139.95, formerly 
$229.95; 203, now $139.95, formerly 
$239.95: 166, now $189.95, formerly 
$249.95; 186, now $199.95, formerly 


$279.95; and 187, now $169.95, formerly 
$259.95. 169, AM-FM, 
shortwave-phonograph combination, now 
$299.95, $499.95; 214, AM, 
phonograph combination, now $89.95, 
formerly $119.95; 183 AM, phonograph 
combination, now $99.95, formerly 
$129.95; and 212, AM-FM, now $99.95, 
formerly $159.95. The portable model 


Other consoles 


formerly 


185 is being reduced from $29.95 to 
$24.95 both batteries. 
All prices quoted apply in Zone 1, and 


prices without 
proportionate reductions are being made 


in Zone 2, which covers the western 


portion of the United States. 


* ay 


Small appliances—The West- 
Electric Division 
has announced a 331/3 per cent price 
of electric 


inghouse Appliance 


reduction on two models 
irons on which production has been dis- 
continued. In add ‘tion, price reductions 
on the Westinghouse food mixer and 
two models of waffle bakers were also 
reported. R. Z. Sorenson, manager of 
the Westinghouse small appliance de- 
partment, reported that the two discon- 
tinued models of the electric iron each 
has been reduced four dollars from 
$11.95 and will retail at a fair trade 
price of $7.95. The food mixer has been 
cut two dollars and will retail at a 


fair trade price of $35.50, while the 
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two waffle baker models have been cut 
one dollar each to a fair trade price 
of $16.95. In addition to these price 
reductions Mr. Sorenson reported a spe- 
cial midsummer campaign offer on the 
Westinghouse roaster oven, effective be- 
tween July 15 and August 31, in which 
both roaster and broiler grid are offered 
for the fair trade price of the roaster 
alone, $39.95. The broiler grid regu- 
larly retailed for $7.95. 


* - ~ 


Lead products raised—With 
the July 12 (4% cent) advance on pig 
lead, leading manufacturers of lead 
products, oxides and pigments an- 
nounced price increases in their prod- 
ucts to conform. Full lead sheets, 140 
sq. ft. rolls and lead pipe, % to 6-inch, 
Metropolitan area, were both increased 
49 cent per pound to the basis of 18% 
cents. However, lead traps and bends, 
combination lead and iron bends and 
ferrules, were unchanged at list plus 
48 per cent. Prices of lead oxides were 
all advanced 4% cent per pound, lith- 
arge, less than carload quantities, is 
now quoted at 1614 cents; dry read lead 
lead at 17% cents and orange mineral at 
19.60 cents per pound. Carload quanti- 
ties are one cent less than the above 
prices on the oxides. Lead pigments 
were raised 34 cents per pound, bring- 
ing dry white lead up to 16% cents per 
pound. Carload quantities are one cent 
per pound less. 


* * & 


Plenty (and more) of rub-_ 


ber — A world surplus of rubber is 
bringing many savings to the American 
consumer. Reflecting the rubber plenty 
have been the recent rash of price cuts 
on tires, detailed below. The tire world 
now presents the strange, but consumer- 
pleasing anomaly of prices lower than 
pre-war. One popular brand tire sold 
by a major producer for $15.21 before 
the war is now tagged at $14.75. Back 
of these developments has been one of 
the steepest post-war price dives exe- 
cuted by any major world commodity. 
In July last year natural rubber sold 
for 25 cents a pound in New York. 
By last January it had dropped below 
20 cents. It is now only fractionally 
above 16 cents—cheaper than in mid- 
1939, and well below the 1814-cent price 
of synthetic rubber. Most consumers, 
say rubber men, don’t realize what un- 
limited rubber production has been 
worth to them. If there were no syn- 
thetic plants in the U. S. today and if 
the present soaring output were under 
control in the Far East, they say, Mr. 
and Mrs. America would be paying for 
tubber goods “through the nose.” 
P. W. Litchfield, board chairman of 
the Goodyear Tire and Rubber Co., has 
estimated that, without the U. S. syn- 
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PEERLESS—/ops in Sales! 


ADD 
A WINNER 
TO YOUR 
LINE 






Streamlined for sales appeal and 
designed for easy operation, the 
Peerless Freezer is quality con- 
structed, for making a sale, and 
making a friend. 


Household Sizes: 
Hotel Sizes: 


2 to 10 Ots. 
12 to 20 Ots. 


THE SIX BIG pinnate FEATURES 














ASK YOUR JOBBER 
THE PEERLESS FREEZER co. 


WINCHENDON, MASS. 











Don’ t go another season 
without UNIVERSAL 


} Sprayer! 









We say, and you'll agree when you check into it, that UNIVERSAL is by long odds 
the best line to handle. They're the kind of sprayers folks come back for again and 
again and ask for by name. Built to the highest standard of quality known to the 
‘| industry, yet competitively priced. Advertised to millions of consumers. And you'll 
| like the sales policy behind them. If you want more than your average share of 
' sprayer business next season, order UNIVERSALS NOW, to be sure of having them 
. =, when you want them. If your jobber can't supply them, write to us. 


aii 


uit 






The ‘‘MOBL-SPRAY” — greatest 
advance in compressed air spray- 

rs. One of a complete line of 
compressed air and hand sprayers. 










cavERsan § METAL PRODUCTS CO. 
SARANAC MICHIGAN 





















When your 





customers want 
fast-cutting 
long-wearing 
files or rasps 
... any shape, 
cut or size... 
sell them 
AMSWISS ... 
the top-quality tools 
that assure 
profitable sales 
and 


repeat orders 


Write for AMSWISS CATA- 
LOG describing and listing the | 
entire line. 





AMERICAN SWISS 
FILE & TOOL CO. | 


410 Trumbull Street, Elizabeth 1, N. J. 
Also monufacturers of Swiss-Pattern files, milled 


curved tooth files, rotary files and mechanics’ 
hand tools. 
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thetic industry to stop it, the price of 
rubber would have shot up to $1 a 
pound or more after the war. 


ca * me 


Leather—Recent reports from 
American Hide and Leather Co. show 
that the company’s sales, during the 
quarter ended June 30, “held up fairly 
well, because of extraordinary sales ef- 
forts.” Much of the leather sold was 
moved at very low prices, the company 
stated. While dollar sales in the 1949 
fiscal year were less than those in the 
1948 fiscal year, American Hide and 
Leather sold about the same footage as 
in the previous year. Other sources 
agree that high quality hides are fail- 
ing, recently, to attract buyers. The 
best hides come from cattle slaughtered 
in the summer months. Tanners are 
usually eager to get them, bidding up 
prices. Yet now cow hides in Chicago 
hover around 24 cents a pound, making 
no seasonal ¢limb. Year-ago prices 
ranged between 29 cents and 31% cents 
a pound. Two factors behind the weak 
hide market are, that shoe production 
is dipping, and shoe makers are using 
an increasing amount of synthetic sub- 
stitutes for leather. 

cad a * 

Dollar construction at new 
record — The dollar volume of new 
construction put in place during the 
first six months of this year set a new 
record at $8,500,000,000, according to 
the U. S. Department of Commerce. 
The total is about 4 per cent higher 
than the previous record set during the 
first half of 1948. Private expenditures 
during the first half of 1948, however, 
were five per cent less than in the like 
1948 period, while public agencies, dur- 
ing the first half, spent 37 per cent 
more than a year ago, the Department 
said. The value of new construction put 
in place during June totaled over $1,- 
700,000,000, a more than seasonal in- 
crease of $175,000,000 from the esti- 
mate for May, and $5,000,000 above the 
total for June, 1948. 

a a * 


Late sales reports — Sears, 
Roebuck & Co. reported sales for June 
at $193,610,531, a drop of 4.9 per cent 
from the year-ago month. For the year 
to date, sales were off 6 per cent. Mont- 
gomery Ward & Co. reported a June 
drop of 13.9 per cent (to $90,678,010) 
and a falling off of 11.5 per cent for 
1949, to date. In the variety field, Wool- 
worth’s lost 2.9 per cent in June, and 
1.5 per cent in the six months. Kresge 
gained 1.3 per cent and 1.5 per cent 
respectively. W. T. Grant Co. also re- 
ported a June gain. 

* * * 


A lot of “consumers”—The 
U. S. Census Bureau has estimated the 


population of the United States at 148. 
711,000 on May 1, a gain of 765,000 in 
the first four months of 1949. Births 
out-numbering 


are still substantially 


deaths. 
ak Lo a 

The new “Ward” catalog— 
Montgomery Ward & Co. says it has 
cut prices in all but a few lines in its 
current new fall and winter book. Price 
reductions on some items are as much 
as 40 per cent under prices in the fall] 
book of 1948, and more than half the 
items are lower than comparable mer- 
chandise in the spring book. Ward off- 
cials say the 1,136-page catalog offers 
the most complete assortment of mer. 
chandise in several years, especially in 
lines heretofore hard to find. Space de- 
voted to farm implements, power tools, 
fishing and camping needs and photo- 
graphic equipment has been reduced, 
though actually lines have been expand- 
ed, and are offered in special books at 
prices substantially lower than a year 
ago. Among price reductions in the cur- 
rent catalog compared with last fall 
are: Furniture down 10 per cent to 15 
per cent, radio prices reduced 10 per 
cent to 20 per cent, auto batteries re- 
duced 15 per cent to 25 per cent, auto 
tires down 2 per cent to 12 per cent. 
Price cuts on building materials include 
reductions up to 29 per cent on oak 
flooring, 21 per cent on kitchen cab- 
inets, 12 per cent on shingles and 15 
per cent on paint. New items listed in 
the Ward book for the first time in- 
clude a portable iron, a combination 
radio phonograph with a three-speed 
record changer, foam rubber mattresses 
and pillows, a small electric rangette, 
and a portable television set. There is 
also a deferred payment plan on the 
installment of heating equipment, to 
encourage early installation. On equip- 
ment installed now, the first payment is 
due Oct. 1. 

* * * 

“Private brands” growing— 
The increasingly competitive battle for 
the consumer’s dollar is putting “pri- 
vate brands” back on the map, in more 
and more cases. A “private brand” item 
of merchandise is one made to order 
for a single distributor or retailer group. 
The distributor pays a manufacturer 
to make it, puts whatever name on it 
he chooses, and sells it as his own. 
Big department stores use this tech- 
nique. So do mail order houses and 
chains. Private brands, of course, do 
not usually have the selling push of 
big nationwide manufacturer advertising 
behind them. But they frequently do have 
price appeal.” They usually reflect the 
savings of bulk purchasing. Private brands 
cover thousands of items, ranging from 
toys and tires to refrigerators and food 
mixers. They flourished in pre-war com- 
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Non-Marking Wheels 
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Now Being Supplied As Standard | 
Equipment To Provide Maximum i 
Floor Protection At No Increase In Cost | 
Over Hard Rubber Wheels | 








A f EI 





| Ordinary 
| hard rubber 
wheel 


i 


yi 


| 
| 
| 
| 
| 
| 


l 
! 
| 
at a = 
K. ‘ f= xf —_ 
7 yy, = 
—~ 
7 : ya v/ \Y/ Bassick | 
| 
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#* A phenolic resin compound 
characterized by extreme strength 
‘ and attractive appearance 


It's easy to give your customers positive 
proof that Bassick Casters with ‘‘Atlasite”’ 
Wheels will roll gently over the finest floors 
without leaving a single ugly mark. Simply 
draw an ordinary hard-rubber- wheeled 
caster sideways across white paper. . . it 
leaves a black smudge. Do the same with a 
Bassick ‘‘Atlasite’’-Wheeled Caster . . . 
the paper remains spotless. For faster, easier 
selling, order non-marking, better-looking 
Bassick ‘‘Atlasite’’ Casters from your dis- 
tributor. 

















Sell floor protection ” 
At its height 
With Bassick Wheels 
Of “Atlasite”! 


a) 
2 





2 


THE BASSICK COMPANY 
Bridgeport 2, Conn. 
DIVISION OF STEWART-WARNER CORP. 


In Canada—BASSICK DIVISION 
Stewart-Warner-Alemite Corp., Ltd., Belleville, Ont. 


MAKING MORE KINDS OF CASTERS 
-.. MAKING CASTERS DO MORE 
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| merchandise 





| month 





petition, but faded in the war and early | MANDEE| shows a clear 


post-war era when consumers “took 
what they could get,” without quibbling 
over prices. Manufacturers, distributors 
say, are increasingly eager to fil pri- 
brand orders. In recent sellers’- 
market years, manufacturers were indif- 
ferent to such business because they 
could sell everything they made under 


vate 


their own brand names. Even now, 
some producers of well-known branded 
refuse to manufacture 
goods for another man’s label. Those 
who make them are aware that they 
are, in a way, competing with them- 
selves, but, in such cases, the manu- 
facturer’s answer as to why he thus 
“sells against” himself, is that the pri- 
vate brand business helps keep his fac- 
tory busy in slack seasons. Private 
brand orders, moreover, are usually fat 
ones. 
uM ME % 

Department store sales—The 
Federal Reserve Board reports that de- 
partment store sales for the first five 
months of 1949 lagged 4 per cent under 
the corresponding period of 1948. Sales 
for May made a slightly poorer show- 
ing, dropping 5 per cent behind the 
like month in 1948. April had recorded 
a 3 per cent gain in sales over April, 


1948, 


* + a 
Furniture sales down in 
June—Retail “dollar” sales of furni- 


ture in June were down 9.5 per cent 


from the like month of 1948, according 


to the National Retail Furniture Asso- | 


ciation. This brings the total sales for 
the first six months to slightly less than 
15 per cent under the dollar sales of 
the first half of 1948. June sales in- 
creases were registered by 27 per cent 
of reporting stores in the survey, while 
7 per cent 
The remaining 66 per cent showed sales 


showed no sales decline. | 


declines in June compared with the like | 


of 1948. Retail 
furniture in June were 10 per cent 


inventories of | 


below June, 1948. Among the stores, | 


86 per cent reported less merchandise 
on hand than at this time a year ago. 
ae * * 

Department stores “off” 
again—The dollar volume of depart- 


ment store sales in the week ended 


July 9 was 7 per cent under the like | 
1948 week, the Federal Reserve Board | 


reported. There was no change in the 
average for the year to date, which 


remains 4 per cent under the corre- | 
sponding period last year. Richmond | 


and Atlanta were the only districts re- 
porting above 1948 sales in the latest 
week. 
* 4% * 
A “rosy” prophecy—The tele- 
vision industry may produce and sell 





CASE OF 








ACCESSORY DISPLAY CASE 


Put it on your counter and ring up many 
profitable sales. Three each of the most 
popular accessories are dr2matically dis- 
played in this dustproof, theftproof case 
which is 23” high 16” wide 12” deep and 
has easy-sliding shelves and plenty of room 
in back for literature. 

Customers see your varied, clean stock— 
make their own selections—sell them- 
selves! 

THERE'S MONEY IN 


ACCESSORIES 


This new case will attract year-around 
repeat business that means steady income 
and profits. There are 500 accessories in 
the Chicago line—the finest and largest 
line available—and made to fit all portable 
power tools. 


HANDEE TOOL OF 1001 USES 


The choice of home craftsmen, mechanics, 
hobbyists. Speed 25,000 r.p.m. AC or DC. 
First tool of this type and today’s finest 
for work on metals, alloys, plastics, wood, 
horn, glass, etc. Grinds, drills, polishes, 
engraves, routs, sands, saws. Weighs only 
12 oz. and fits the hand comfortably. Na- 
tionally advertised with 40 accessories in 
case for $27.50. Handee with 7 accessories 
(no case) $20.50. 


PLASTIC-CRAFT KIT 
Contains everything needed for internal 
carving and coloring of plastics. For use 
with Handee or other portable tools. Re- 
tails for $6.95. 


DEALER AIDS —Free mats, electrotypes, radle 
scripts, circulars and display material. 
Write for discounts and Special Offer on free 
Accessory Case. 

CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St., Dept. HA, Chicago 7, til. 
nN Ne ee ee ee 


Send details of Free Accessory Case plan. 


Name 


Address 











FINGER GRIP 


ADJUSTABLE CLIPS 











FAVORITE WITH WORKSHOP 





e TOOLS 


e PIPES 
e TUBES 


e MAPS 
e STAMPS 
ETC. 


Here is the NEW ADJUSTABLE FIN- 
GER GRIP COUNTER “SALESMAN” 
. . . conveniently holds 8 dozen 
ADJUSTABLE CLIPS of 3 sizes. An 
attractive orange and black illustrated 
box that will gain customers’ atten- 
tion, sales and add to your profits. 


Clips are Spring Tempered . . . they 
keep their shape permanently. 


jles Small 6 for 10¢ 
Retails: (rdiva ¢ for 10¢ 
Large 3 for 10¢ 


SEE YOUP JOBBER OR WRITE DIRECT 


ARTHUR I. PLATT CO. 


Fairfield, Conn. 


"FANS" 


PARK ALL 












"ARMSTRONG 
BROS."" 





Pipe Dies and 
Chasers are ma- 
chined from spe- 
cial alloy steel, 


are heat treated 


and oil tempered. Cutting teeth are ‘‘backed-off’’ 


smooth tight-fi 


ith greund points — cut faster, cut easier, cut 
tting threads. They come in ‘‘Solid’’, 


Adjustable’ and ‘‘Receding’’ types to fit all 


standard make stocks and threaders. Standardize on 


“ARMSTRONG BROS." 


Dies and Chasers for 


better thread cutting. 
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ARMSTRONG BROS. TOOL CO. 


5214 W. Armstrong Ave., Chicago 30, Illinois 


Stocked by leading Tool Departments 
Write for NEW S-48 Catalog just released. 


Eastern Whse. and Sales: 
199 Lafayette St., New York 12, N. Y. 


Pacific Coast 
Whse. and Sales Office: 
1275 Mission St., 
San Francisco 3, Calif. 















* BROOMS | 
* BRUSHES | 


1%4 million television receivers in the 


last six months of this year. If realized, | 


| such anticipated business “transcends 
| anything we have ever experienced in | 


the past,” said A. B. Mills, sales man- 
ager of the RCA Victor Home Instru- 
ment Department. He told the National 
Appliance & Radio Dealers Association 
that this favorable showing will prob- 


ably be made “at a time when even | 


our best covered television regions are | 


| considerably less than 20 per cent sat- 


¢ UTENSILS 


urated.” Mr. Mills estimated that by 
early 1950 television will represent 
greater dollar volume than any major 
electrical appliance. Decline of inter- 


| ference and increased sensitivity of new 
sets has expanded the television mar- 





ket into many regions formerly con- 


sidered “fringe” reception areas, he 


added. 


Wheat and corn outlook— 


Prospective wheat production this year | 


was reduced by unfavorable weather 
and plant disease conditions during 





June, the Agriculture Department re- | 


ported. But it placed 1949 output at 
1,188 million bushels. This would be 


the third largest crop on record. The | 


Department also forecast a 1949 corn 
crop of 3,530 million bushels. 
would be the second largest in history, 
exceeded only by last year’s 3,700 mil- 
lion bushels. The cut in the indicated 
wheat yield greatly reduced the chances 
of a return to pre-war production con- 
trols on the 1950 wheat crop. However, 
corn crop acreage controls for 1950 are 
a possibility. “If the crop finally turns 
out at 3,500 million bushels, look for 
acreage allotments next year,” says one 
government expert. Lack of rain this 
summer, of course, could trim the 
prospective 3,530 million total down. 
Corn is not harvested until fall. “Six 
weeks of bad weather could change 
everything,” an Agriculture Department 
grain man comments. Such super-crops 
as last year’s, and perhaps this year’s, 
are 40 per cent larger than those of a 
decade ago. 


Increased cotton acreage— 
The Agriculture Department reported 
26,380,000 acres of cotton were under 


This | 





cultivation on July 1, 14.2 per cent | 


more than a year earlier. The acreage 


this year is the largest since 1937, and | 
“if abandonment is equal to the 10-year 


average, the cotton acreage for harvest 
this year would be 25,897,000 compared 
with 22,768,000 acres in 1948 and 21,- 
269,000 acres in 1947,” the Department 


said. The department added that the | 


cotton crop is “generally earlier” than | 


usual in all states except Oklahoma, 
Louisiana and Mississippi. 





COLUMBIANA 


Announces 
the New “ALL-IRON" 
PITCHER SPOUT PUMP 


© Mass production economies make 
possible this sturdy 20-pound pump, 
Exclusive new features include a 
nen-drip spout, easily-adjustable 
revolving bearer, anti-freeze ac- 
tion. Cut-away base allows bucket 
to be placed direetly under spout. 
Painted green; height 18%”, 3” 
diameter cylinder, suction connec- 
tion 1%” standard pipe tap. Write 
Fig. 19, No. 2  ‘oday for complete information on 
this low-price, high-quality pump. 


COLUMBIANA PUMP COMPANY 
COLUMBIANA, OHIO 











A 


"ITS 


Pracess 


arench 


cHAM 


MADE IN U.S.A. 


ASK YOUR JOBBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 
HOYT & WCATHEN TANNING CORP 
HAVERHILL MASS 








ALL-PURPOSE-HOLDERS 
Holds anything from toothbrushes or 
scissors to tools, brushes or large 
brooms. Sturdy nickelplated wire 
with screws. Small size to %” dia. 
Large size to over 1” dia. 10¢ ea 
3 for 25¢. 

per carton (36) ...... $2.00 each 
6 cartons or over...... $1.80 each 


Fi? E. & J. ENTERPRISES, INC. 


owes «639 GROVE AVE., VERONA, N. J. 

















Changes 


New products and new 
trade names are constantly 
being added to the 
ings for the next Directory 
Number of HARDWARE 
AGE. 


list- 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


WwW 


HARDWARE AGE 


100 E. 42nd St., New York 17, N. Y. 
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Expensive drought losses— 
Through June, and into July, a long 
drought apparently has killed or spoiled 
more than $50 million of crops in the 
farmlands of eight northeastern states, 
according to the Associated Press. 
Moreover, farm experts warn the dam- 
age in the area’s rich fruit, vegetable 
and dairy regions would climb to a 
much higher figure, unless early rains 
brought relief. The drought region 
stretches from southern New Jersey’s 
truck-crop areas, up through the daia.es 
and farms of New York, and then fans 
out over most of southern New England. 
The drought which inflicted its damage 
for more than six weeks, brought great 
losses to potato-growers, truck garden- 
ers, and to strawberry and other fruit 
raisers. Milk production was reported 
down 20 per cent in New York. Dried- 
up pasturage has affected cow-feeding. 


A big corn crop expected— 
Cheaper eating is promised by another 
huge corn crop, for corn is the prime 
raw material for meat, milk, butter 
and eggs. The first official estimate of 
this year’s harvest probably will point 
to a yield about as large as last year’s 
record 3,650 million bushels. Such vast 
harvests are 40 per cent above those 
of the pre-war late 1930’s. A few weeks 
ago corn needed rain. Since then it’s 
had it. “Stalks are already waist high 
in many areas,” says one grain man. 
He adds: “Normally knee-high corn 
by the Fourth of July is considered 
Most corn fields are free of 
weeds. There have been few floods to 
wash out plants. Hybrid seed (largely 
responsible for high per-acre yields) 
has been used almost 100 per cent 
across the corn belt this year. Every- 
thing suggests bulging cribs ahead. 


good.” 


Compact Fishermen's Display Builds Sales 


N a table in the front of the 
May’s Hardware Co. store, 
1513 Central Ave., Charlotte, N. 
C., is shown a wide variety of 
small and, in some instances, ex- 
pensive fishing needs in compact 


shown on a wire display pyramid, 
on either side of which are spe- 
cial units, constructed of pipe for 
displaying a number of expensive 
reels. Each reel is fastened by a 
special clamp permitting easy in- 





The reels attached to the pipe-fitting units at each end of the table 
may be tested but cannot be removed because of a special clamp device. 


space. 
floats, 


On step-ups are displayed 
sinkers, hooks and a num- 
ber of other small items inviting 
self service. Each item is plainly 


price marked to encourage this 
idea. Baits, plugs and lures are 
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spection but preventing removal, 
except by a member of the store 
staff, who can quickly take any 
reel from the rack. Each 
placed so that the angler may try 
its action without picking it up. 


reel is 


1949 





Another 


PROFIT-MAKER 





The Sensational, New 


CONCO 


PORTABLE 
ea hehge RADIATOR 





PRICED FOR 
VOLUME 
ny 103) 





Provides quick, 
abundant heat where 
and when wanted! 


OUTSTANDING FEATURES 


SAFE Underwriters’ Approved. Uses 
no water, steam. Fully enclosed 
heating element. Even at full heat unit 


will not cause a serious burn if touched. 


FAST Reaches full heat of 260° in five 

minutes. Emits 4500 BTU's per 
hour, or equivalent of 18-34 square feet of 
steam radiation. 


Weighs only 28!/2 pounds. 
LIGHT 


Easily portable, nicely bal- 
anced. Compact, size 23" x 7" x 19". 
Smartly styled. 


ECONOMICAL Ces. approxi- 


mately 2 cents 
per hour to operate {average rates). Saves 
on regular fuel in spring, fall, through win- 
ter. 


101 HOME USES 


@ IDEAL in nursery, 
bath, on porch, in base- 
ment, bedrooms, laun- 
dry, playroom, cottages, 
workshop. RIGHT: 
Convenient carrying 
handle folds over to 
double as handy drying 
rack, 





WRITE tor compiete information on 
this outstanding new product. 


CONCO ENGINEERING WORKS 


Division of H. D, Conkey & Company 


Mendota, Illinois 


AFFILIATES: 
CONCO MATERIALS HANDLING DIVISION 
Cranes — Hoists 
CONCO BUILDING PRODUCTS, INC. 
Brick—Tile—Stone 
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VALUE! 








Threading 


W Machine 


Oster engineers are mighty proud of the 
job they did in perfecting this new No. 
522 “PIPE MASTER" Deluxe for youl 


First, its aluminum construction combines 
lighter weight with strength and dura- 
bility. Its new “SPINFAST" Front Chuck 
and new, improved type of Rear Center- 
ing Chuck combine speed with accuracy 
in chucking pipe. 








its new, self-centering cut-off device 
eliminates adjustments on the two rollers. 
The new cut-off length gauge is calibrated 
for quick, accurate setting for any length 
nipple up to 6”. 


Thread gauge is a new type designed 
for fast, accurate setting for length of 
thread. 


Universal geared head motor, sefety 
switch and oil pump are on a hinged 
mounting for instant accessibility. 

Standard range is %" to 2” pipe; extra 
range %" pipe; extended range with 
drive shaft and geared die-stock is 24/2” 
to 8”. Bolt range is %4" to 1%”. 


Send for full details NOW! 





eee ee eae eee ee ee err er ee 


’ 

THE OSTER MFG. COMPANY 
| 2028 E. 61st. St., Cleveland 3, Ohio, U.S.A. 
| O.K. Oster! Send me full details about 
| the new No. 522 “PIPE MASTER" 
{ Deluxe Portable Pipe Machine. 
| 
| 
| 
1 
! 
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American Hardware Manufac- 
turers Assn., 97th semi-annual con- 
vention to be held jointly with the 55th 
annual convention of the National 
Wholesale Hardware Assn., Oct. 
10-13, 1949, at the Marlborough-Blen- 
heim Hotel, Atlantic City, N. J., 
Arthur L. Faubel, 342 Madison Ave., 
New York City, is secretary-treasurer 
of the manufacturers’ association. 
Thomas A. Fernley, Jr., 505 Arch St., 
Philadelphia, is executive secretary of 
the wholesalers’ association. 


Builders’ Hardware Exposition 
and annual convention, Oct. 3-6, 1949, 
at the Hotel Statler, New York City. 
Sponsored by the National Contract 
Hardware Association and the Ameri- 
can Society of Architectural Con- 
sultants, 420 Madison Ave., New York 
City, John R. Schoemer, managing di- 
rector. 


Cotter & Co. fall dealer meeting 
and merchandise show, Aug. 22-23 in 
the company’s office and warehouse, 365 
E. Illinois St., Chicago, Ill. 


Gift Shows: Aug. 14-18, Olympic 
Hotel and Terminal Sales Building, 
Seattle, Wash.; Aug. 21-Aug. 24, at the 
Portland and’Benson Hotels, Portland, 
Ore. Show manager, Kay Leber, West- 
ern Merchandise Exhibitors Assn., 
Space 957, 1355 Market St., San Fran- 
cisco 3, Cal. 


Industrial Supply Convention, 
May 22-24, 1950, at Atlantic City, N. J. 
Conference booths at the Public Audi- 
torium. Convention is sponsored jointly 
by the American Supply & Machinery 
Manufacturers’ Assn., general manager, 
R. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secre- 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; Southern 
Supply & Machinery Distributors’ 
Assn., secretary-treasurer, E. L. Pugh, 
712 Volunteer Bldg., Atlanta, Ga. 


National Contract Hardware 
Assn. national exposition and annual 


CONVENTIONS 


COMING 


AND 
_EVENTS 








convention with the American Society 
of Architectural Hardware Consultants, 
Oct. 3-6, 1949, at the Hotel Statler, 
New York City. John R. Schoemer, 420 
Madison Ave., New York City is man- 
aging director. 


National Hardware Show, Oct. 12- 
15, Grand Central Palace, New York 
City. Frank M. Yeager, 331 Madison 
Ave., New York City, is the director 
of the show. 


National Sporting Goods conven- 
tion and show, Jan. 22-26, 1950, at the 
Hotel Morrison, Chicago, Ill. Exhibits 
in booths and rooms. Sponsored by the 
National Sporting Goods Assn., One 
North LaSalle St., Chicago 2; G. Mar- 
vin Shutt, secretary. 


National Wholesale Hardware 
Assn., 55th annual convention held 
jointly with the 97th annual convention 
of the American Hardware Manu- 
facturers Assn., Oct. 10-13, 1949, at 
the Marlborough-Blenheim Hotel, At- 
lantic City, N. J. Thomas A. Fernley, 
Jr., 505 Arch St., Philadelphia 6, Pa., 
is executive secretary of the wholesalers’ 
association. Arthur L. Faubel 342 
Madison Ave., New York City 17, is 
secretary-treasurer of the manufacturers 
association. 


Welcome Club Builds 
Good Will for Stores 


EW residents at Clinton, Iowa, 

have no need to be lonesome. 
There is a Welcome Club in that 
city, maintained by the business 
men, which meets every Saturday 
night, and to which all newcomers, 
as well as residents of the city 
are invited. There are dancing, 
cards and buffet lunch for those 
who want these things. Greeters 
are ready to introduce folks who 
don’t know their way around 
Clinton as yet. The idea is a good 
builder for future business. 
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Gun Cleaning 


Half a job is never a good job. Half a sale is seldom a satis- 
factory sale to either your gunner-customer or yourself. 
When a gun needs cleaning it needs thorough cleaning — 
renewed lubrication — trustworthy protection against rust. 


The Shooting Season 
is Here — NOW 


and bear this in mind. Hoppe Products are used and wanted 
by legions of gunners and Hoppe advertising is constantly 
teaching out to send new shooters to you. Your Jobber is 
just at the other end of your phone. Give him a ring and 
Place your order — now. 


FRANK A. HOPPE, INC. 


2314A North 8th St., Philadelphia 33, Penna. 




















a 
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FOOTBALL EQUIPMENT 


AUTOGRAPHED BY THE FAMOUS COACH OF NOTRE DAME 


Hundreds of young football 
enthusiasts will want this new 
equipment. The line includes 
two cowhide footballs, a rugged 
helmet and a sturdy fibre shoul- 
der pad built for rugged play. 


Assured Sales in a Vast Market! 


WRITE YOUR JOBBER FOR PRICES 


THE DRAPER-MAYNARD COMPANY 
400 YORK ST., CINCINNATI 14, OHIO 





#. 4 
The World's Largest Selling Items 


BACKED BY POWERFUL NATIONAL ADVERTISING 





Farts CLTY. yy, 
MINNOW BUCKETS § raeKLe BOXES 


STRATTON & TERSTEGGE CO. 


ee ae ee i, cee ee ee oe | 
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* MARSHALLTOWN TROWELS#« 


* MARSHALLTOWN, 


MARSHALLTOWN TROWEL COMPANY 


MARSHALLTOWN 











IOWA 








ca 











ASK 
YOUR 
JOBBER 


wae STYLED FOR BEAUTY « GUARANTEED FOR SERVICE 


Distributed exclusively through your jobber 


Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 














| GET EXTRA SALES, EXTRA PROFITS ..... 
| SELL MILLER SAFETY HITCH PINS 


You add real dollar volume to your hardware 
stock with these fast-selling MILLER PINS. Fill 
a big farm need. Case-hardened, handy handle, 
safety features. Going great guns everywhere. 





Big value, too. Popular %” size sells for only 
85¢ (5¢ higher West Coast). 


16 DIFFERENT SIZES MEET EVERY HITCH PIN NEED! 


ASK YOUR JOBBER TODAY, OR WRITE FOR 
PROFIT PROPOSITION: 


MILLER PRODUCTS (C0. 


o 713-723 Cherry St. Des Moines, lowa 


(Jobbers, some choice territories are still open) 














Strong . . . dependable .. . 





details on this profitable line. 


Handles 





Chisel Handles 


A quality line that means PROFITS for YOU! 
poles from quality materials. Call your jobber or write for full 


The ANCHOR MFG. CO., 210 Water St., Piqua, Ohio 


well turned handles and window 


-_ $ . “a 
Soldering !ro" Bene Seer aad Sash Stop, 





Window Poles 


Farming Tool Handles 























CABINET HARDWARE 
BUILDERS HARDWARE 
CABINET LOCKS 
SCREWS AND BOLTS 
SASH HARDWARE 















New Single Shot 
Features "Western" Design! 


e A large size toy cap pistol for 
smaller youngsters. 7%” long. Has 
over-size, hood type hammer for full 
protection. Double action—hammer 
also cocks for easy loading. Die cast of zinc alloy with blue-white, 
iridited Chromate plating. Permanently assembled with spun-over 
rivets. Beautifully “engraved.” Full size, deeply embossed plastic 
grips. Individually boxed. Order from your jobber now for prompt 
delivery. 


THE KILGORE MANUFACTURING CO. 


WESTERVILLE, OHIO 


NATIONAL Lock aacated NY e 


ILLINOIS 





ROCKFORD, 

















| When You Know 
The Trade-Name— 


of a certain product and want to know “Who Makes It?” 
look in the General Directory Section of the "Who Makes |t?” 
Number of HARDWARE AGE for the trade-name. You'll fiad 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your "Who Makes /t?” 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 




















Before you place your next order for 
PAINT BRUSHES write for our new 
Catalog and Price List. 
Attention Salesmen! Territories Open 


“BRUSHWISE 


CORPORATION 
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EASIEST TO VS ee 


HANDS 







Uli 






. EASIEST TO SELL..---- 


AWS « CROSSCUT SAWS ¢ CIRCULAR sAWS 
HACKSAWS ¢ KEYHOLE SAWS 
» ALL OTHER i ee | 


™ Tear cay ie 
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CONGRESS DRIVES 
as PiNcrEse & | for 


ere: 


HIGHER 
PROFITS 





FASTER 
TURNOVER 


* 
GET THIS NEW DISPLAY 


Contains 50 individually boxed pulleys— 
in the popular fast-selling sizes and bores. 
You make higher profits and have faster 
turnover when using this handsome, new 


“on #ue 


ne fey 


3-color Counter Assortment with visual in- 
ventory control. Write your jobber for new 
low prices and full information. 


CATALOG ON REQUEST 


CONGRESS DRIVES 





DIAMOND 
BORED 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 

















ATKINS 222+ sms 


E. C. ATKINS AND COMPANY 
402 S. Ulinois St., indianapolis 9, Indiana 








actively 


d. 


EDLUND “3 
JUNIOR “_ 
CAN OPENER 


TTT and, 


Ldlund 


for 
BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 








—STEEL— 
KITCHEN 
CABINETS 


Real value that’s 
easy to sell— 
| AT A PROFIT 


=j;—=F [-Iq LYON 























METAL PRODUCTS, INC. 


General Offices: 
823 Monroe Ave., Aurora, Ill. 
Branches and Dealers 
in All Principal Cities 
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FOLLOW THE LEADER IN 
Year after year HARDWARE AGE has led its field in 
the volume of CLASSIFIED as well as DISPLAY adver- 
tising. Its classified columns bring together buyer and 
seller, employer and employee. 





HARDWARE AGE  Cuassified Opportunities Dept. 


1 a 
Want Ad" ADVERTISING— 
Those who contact the hardware trade know from ex- 
perience that HARDWARE AGE is the logical medium 
to use to secure RESULTS from their classified adver- 
tising. Follow the leader. 


100 East 42nd Street, New York 17, N. Y- 
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assified Advertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words...... - $5.00 
Each additional word.. 


Positions Wanted 


(Special Rate) set solid, maximum, 
ff ee SS $2.00 
Each additional word......... .05 


Allow Seven Words for Keyed Address 
or Your Address 











*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 

















[ Help Wanted 





MAN WANTED, 25 to 35, FOR GENERAL 
HARDWARE AND P AINT STORE. Must have 
knowledge of business. Tell about yourself in 
letter stating age, salary and any other informa- 
tion you think necessary. Chauffeur’s license re- 


quired. Long Island man preferred. Address 
Box N-376, care of Harpware AcE, 100 East 
42nd St., New York 17, N. Y. 





HARDWARE STORE MANAGER 


Man under 45 years of age preferred. For N. J. town 
one hour out of N. Y. Must have successful background. 
Entirely familiar with merchandising, window display, 
handling of personnel. Excellent references required. 
Expenses paid for those interviewed. Starting salary 
$5200 per year with good prospects for future. Answer 
in detail. 
Address Box N-367, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














[Sales Representatives Wanted | 





SALESMEN WANTED, RELIABLE ES- 
TABLISHED HARNESS, COLLAR AND 
SADDLERY HOUSE selling complete line in- 
cluding kindred items of saddlery, hardware, 
blankets, hames, chains and leather. Protected 
territories in States of New York, Pennsylvania, | 
Wisconsin and New England as well as those | 
west of the Mississippi River are available. Only 
substantial aggressive men who are willing to 
work hard and on commission basis will be given | 
consideration. Application by letter only. Give | 
full information about yourself and your busi- | 
ness activities over the past five years in first | 
letter. Southern Saddlery Company, Chattanooga 
2, Tennessee. 


| builders hardware specialties. 


SALESMEN WANTED. MANUFACTURER 
OF BRAIDED CHALK LINE desires Commis- 
sion Salesmen in all territories. Reply Box N-381, 
care of Harpware Ace, 100 East 42nd St., New 
York iv. N. : 2 


CUTLERY MANUFACTURER HAS 


STATES OF Kansas, Nebraska and Iowa open | 


for Salesman to sell to Sporting Goods and Hard- 
ware Retailers. Some accounts already estab- 
lished. Straight commission. Must have own car. 
Reply Box N-372, care of Harpware AGE, 100 
East 42nd St., New York 17, N. Y. 


SIDELINE SALESMEN WITH FOLLOW- 
ING Hardware, Janitor Supply, Auto Supply 
and Other Outlets—for Top Line from Window 
and Floor Squeegee Factory, Quality Merchan- 
dise, exclusive territory, good commissions. State 
exact coverage, lines carried, etc. Address Box 
N-371, care of Harpware Aceg, 100 East 42nd 
St., New York 17, N. Y. 


SALES REPRESENTATIVE WANTED. | 


Salesman calling on hardware jobbers to sell 
One stocked by 150 
jobbers, some since 1940. Fast selling . . . repeat 
item . 10,000,000 can’t be wrong! 10-15% 
commission. Write fully. Address Dodge Sales 
Company, 1938 Rowley Ave., Madison 5, Wisc. 








SALESMEN WANTED 


By a long established, well rated manufac- 
turer of a complete line of leather DOG 
COLLARS, HARNESSES, etc. Opportunity 
for experienced men calling on retail hard- 
ware, house furnishing and variety stores. 
Protected territory; liberal commission. 


ALL TERRITORIES OPEN 


Salesmen row calling on retail hardware, lumber and 
paint dealers to sell Home Size Paint Sprayer for 
National Distributor of same. List price $16.95, com- 
plete with motor. Full factory guarantee. Reputable, 
well established manufacturer. Tested sales have shown 
excellent results. State territory now covered and lines 
handled. 


Address Box N-347, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y 








_] [Sales Representatives Wanted || [Sales Representatives Wanted] 


PAINT SALESMEN OR MANUFAC. 
TURERS REPRESENTATIVES. Choice terri- 
tories open with full-line manufacturer quality 
| paints. Must have following. Generous commis- 
sions. Write Box N-349, care of HarpWare 
| AcE, 100 East 42nd St., New York 17, N. Y. 


PAINT BRUSH MANUFACTURER—WELL 
| ESTABLISHED with national coverage and of- 
fering High Quality Line, has open territory for 
men calling on jobber trade in paint, hardware 
and related lines... profitable for men with right 
contacts. Address Box N- 374, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y 
HARDWARE AGE 





SIDE LINE SALESMAN TO SOLICIT 
OUR COMPLETE LINE of Plumbing, Heating 
Supplies, and Specialties. Protected territories 
available in Several States. Direct mail advertis- 
ing furnished to help you. Commission basis. A 
good income can be made by aggressive salesman. 
Address American Plumbing Sales Co., Inc., 
P. O. Box 158, Woodside, New York. 








N. J. SALESMAN WANTED TO COVER 
SEVERAL COUNTIES OF NORTHERN NEW 
JERSEY, sell line of Specialty Hardware, Tools 
and Paint Brushes. Can have another line. Reply 
in detail—Good opportunity for right party. Com- 
mission basis. Address Box N-373, care of 
A Ace, 100 East 42nd St., New York 


17, N 





WANTED 


Old Al er of paint brushes, 
nationally advertised, is ee and expanding 
its sales organization, and would like to hear from 
experienced, capable salesmen of high calibre to 
represent it in several desirable protected territories. 
Liberal straight commission basis. Replies held in 
strict dence. 


Address Box N-295, eare HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


hitehed 




















Address Bex N-298, care of HARDWARE gee 
100 East 42nd Street, New York 17, N. 























SALESMAN 
now covering the Hardware Trade to sell Lawn 
Seed by reputable Seed House. Several choice 
territories open. Give all details in first letter. 
Drawing against commissions. 
Address Box N-337, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


WANTED: | 








Some MIDWEST and EASTERN 
territories open 


for salesmen calling on hardware jobbers and con- 
tract builders hardware accounts. Manufacturer of 
SHELF HARDWARE including CABINET HARD- 
WARE will warehouse in territory in cooperation with 
salesmen. 
Address Box N-281, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 





THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 75 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are seventy-five complete factory 
lines, and salesmen earn a , ed living handling 
them. It would take you a lifetime to assembie 
so varied an assortment. Write Sales Manager, 
Box N-145, care of Hardware Age, 100 East 
42nd St., New York 17, Te 
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an —— Seckion... 


SALESMEN PLACE YOURSELF IN 
a aimee WANTED BY scion! SALESMEN WANTED by Established Man HIGH INCOME BRAC KET QUICKLY, selling 
HARDWARE JOBBER. Calling on hardware | ufacturer of Shears, Scissors, Bond, Utility and our Large and Diversified Line of Quality, oe 
and housefurnishing dealers. Severai choice terri- | Cash Boxes. Good opportunity for men now call- Fittings, Clothes Line Poles and Props, Steel _ 
tories open. Excellent opportunity. Replies held | ing on Hardware, Variety and House-furnishing Corner Posts, Steel Fence Post Zeoces, Cots e 
in strict confidence. Address Box N-341, care of | Stores. Several territories open. May handle | Guards and Gym Play Sets to hardware dea any 
HarpwArE AGE, 100 East 42nd St., New York 17. | other lines. Commission. Send full particulars, plumbing and heating contractors, lumber yards, 











including lines now handled. Address Box N-348, | farm implement dealers, filling stations, etc., on 
care of Harpware Ace, 100 East 42nd St., New | extre smely liberal commission basis. Many choice 
a Dt ae territories still available. Wire or write. Address 


Box N-384, care of Harpware Ace, 100 East 
# 


SALESMAN: CALLING ON _ Hardware, | _ — _ | 42nd St., New York 17, N. 


Sentelae, Suet Jobbers, and os pes 
to handle Very Competitive Paint, Varnish an » ‘- dodaci ss ‘ m 
Artist Brush Manufacturing Line. Territories SALESMEN WANTED WITH FOLLOW- 
open are the Deep South, Central States and | ING AMONG Retail Hardware and Sporting 
Mid Western States. Excellent opportunity. Ad- | Goods Stores, to sell, as side line, our Hunting SALESMEN, FACTORY  REPRESENTA- 
dress Tip Top Brush Company, 50 West Hous- | Caps, Leather and Corduroy Caps. Small Com- | T[vVE OR JOBBER SALESMEN who_ might 
ton Street, New York 12, N. Y. pact Line. 10% Commission Basis. Many Hard- | want to carry Side Line in following States: 
ware Stores will handle this new and profitable | Michigan, Missouri, Wisconsin, Minnesota, Iowa, 
line. Address Cincinnati Hat & Cap Co., 224 E. | Tennessee, New Jersey, North Carolina, South 
8th St., Cincinnati, Ohio. Carolina, Georgia, Florida, Louisiana or Virginia 
You show the deaJer goods and get orders, we 
— - | mail goods, collect money and your commission is 
paid upon our receipt of your orders; all corre- 


SALESMEN HAVING ESTARLISHED | SPondence confidential Address Master Labora- 


Varnishes. 10% Commission. Excelient opportuni- | FOLLOWING among hardware dealers, depart- tories, Beaver Falls, Pa. 
, “ ment stores ondijex plumbing and heating con- 


ties and territories protected. Write details, melee dee daa F fe 1 £ Pi ee ee 
present connection, territory covered. Bissell | pine Fittings, Gym. Play Sets, Clothesline Poles 
Varnish Company, 277 Mountain Grove Street, and Props, Steel Fence Posts, Cattle Guards, 


Bridgeport, Conn. etc., on attractive commission basis. Write, giv- 

ing complete information, including lines now | SALES REPRESENTATIVES WANTED 
carried and territory covered. Address Box N-354, 
| care of Harpware AcE, 100 East 42nd St., New | | Well known manufacturer of Metal Products is 
| York 17, N. Y. | seeking Sales Representatives who call on the 
TIONAL PAINT BRUSH MANUFACTURER | hardware, electrical, building, and plumbing 
HAS OPEN TERRITORIES for men now call-| __ = pane supply trade. Choice territories open. 
ing on paint and hardware dealers, lumber yards, | | int. bth ame HAROWARE AGE 

| 

| 








SALESMEN CALLING ON HARDWARE, 
DEPARTMENT STORE, FACTORIES, 
FARMS, PAINT STORE, AND CONTRAC. 
TORS to handle full line of Paints, Enamels and 








SALESMAN WANTED PROMINENT NA- 


department stores, industrials, etc. Sideline men | 

or manufacturers’ agents considered. Good com- SALESMEN CALLING ON HARDWARE | 109 East 42nd St., New York 17, 

missions. ‘Territory protected. Write details of | AND SPORTING GOODS STORES to sell Dog 

experience to Box M-672, care of Harpware Ace, | Furnishings for established concern. Must have 

100 East 42nd St., New York 17, N. Y. | Sales Ability and Experience with Trade Follow- _ ——— 
| ing. No objections to side line. Car preferable. 

Strictly commission basis. State in your reply 


fi s and full particulars. Address Bos 
Ta ce ot Wetae hae, 000 Geet <Oed DISTRIBUTORS! 


care of HARDWARE 


























SALESMEN WANTED — REPRESENTA- St New York 17 a. F. mity unlimited for men familiar with the buy- 
TIVES CALLING ON Paint, Hardware, House- reer BUILDERS HARDWARE. Our plan to ware- 
ware, Lumber and Building Supply Dealers. Ex- house in your territory allows for maximum co-operation 
clusive territories; dealer aids; commission, Our =| | with your sales organizations. Our plan makes possible 
eH + fo my Bem brushes that | ] sales to the dealer as well as the jobber trade. All 
are “Hard as a Bric can used over and over _— , territories open. 

, HARDWARE WHOLESALER NEEDS SEV. | 
ra -_ - oo egpene Thecemniy seacint | ERAL SALESMEN to cover _ well established Address Box N-360, care of HARDWARE ae 
Box N- Se ceed ok Ueaanecas Aad tan an ‘42nd | territories in North and South Carolina, Virginia 109 East 42nd St., New York 17, N. 
St, New York 17, N. Y. ° and West Virginia. Full commission paid on 
a monthly mail order campaigns. No objection to 
non-conflicting sidelines. Address Box N-383, Ee te 


a | wa a ne wen 10pm soe ot, cee 
York 17, N. Y. 








MANUFACTURER WELL ESTABLISHED D. 
WITH LONG LINE Small Tools and Equip- _ ———— WANTE 
ment requires Salesmen nearly all territories | REPRESENTATIVES 


capable contacting wholesalers. If your ambition 
is manufacturer’s agency or you carry several 





ESTARLISHED MANUFACTURER now calling en hardware dealers to sell ot 
lines you can drop for one manufacturer's line, | WANTS EXPERIENCED SALESMEN to sell | | competitive prices all sizes of New Black 
equal to five in products and volume, necessary | Padlocks and Hardware to notions, paper, || 2" Galvanized Pipe, Seamless Steel poe, 
to apply yourself 100% with intelligent aggres- | woodenware, hardware, and auto accessories Pipe Fittings, Clothes Line Posts and Stee 
sive selling to legitimate wholesalers only, write | jobbers, also variety chains in Texas, Arkansas, Fence Posts on a commission basis. 











age, background, references, full details to Box | Oklahoma, Virginia, West Virginia, and Portions Address Box N-292, care HARDWARE AGE 
N-357, care of Harpware Ace, 100 East 42nd | of Middle Atlantic and North Central States. | 100 East 42nd St, New York 17, N. Y. 
St, New York 17, N. Y. Protected territory. Commission. State qualifi- 


cations and territory covered. Write Box N-333, 
— -—_— — —--—__— —______— care of Harpware Ace, 100 East 42nd St., New 
York 17, W.. Y. 








MEN—COVERING RETAIL HARDWARE | 
TRADE, to carry Line of Fibre and Wood Tool 
Cases—drawing against commission for men who 
Prove themselves—all territories open. Write 





SALES REPRESENTATIVES WANTED 
TO CALL ON RETAILERS 


Box N-344, care of Harpware Ace, 100 East SALESMEN—If you regularly call upon es- : 7 A 
42nd St., New York 17, N. Y. | tablished retail lumber, building supply, and Handle as side-line or part time basis, 
hardware dealers and department stores, you can outstanding, nationally known, low- 


| 
| ° : : 
| appreciably augment your income by selling a “ ° : 
| top grade Ponderosa Pine Combination Door. A priced lines of metal and electric toy 
large established millwork concern is interested train accessories. 
| in representation in certain areas East of the | Every retailer selling electric trains is 
$8,000 ¥ "E i 2 . | Misstesinns y 
PER YEAR. NATIONAL MANU | Mississippi. For the right type of personnel we a prospect . . . most buy when shown 





FACTURER Long Line Aluminum and Tin | can assure top quality product, low competitive 


Cooking, Baking Utensils, has unusually good | prices and prompt service. Commission paid on | samples. 
money rome g Soom for Additional Sales- | repeat business. Reply by leticr to box number Good commission. Most territories 
men to : “ age Shed - pt 

round out sales force in various sections | listed below, giving your experience, the specific open. Full details on request. 


of the Country. Sell Retail Hardware, Variety and | area you cover, how often you contact your ac f . - e 
Dept. Stores, Chains, Exporters, Premium Buyers, | counts, the line you are presently handling, etc. All replies held in strict confidence. 
ete. No objection to short side lines. Executive Salesmen handling competitive lines will not be Write 
| 
| 


will interview. Write details about your experi- | considered. Likely personnel will be granted a 

ence and territory you cover. Address Box N-369, | nersonal interview. Address Box N-350, care of E. B. MILLER ASSOCIATES 
oe i Ace, 100 East 42nd St., New Harpware Ace, 100 East 42nd St.. New York 17, | | 41 East 42nd St. New York 17, N. Y. 
or’ ¢ 'N. . 











(Classified Opportunities continued on pages 168-169) 
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Classithied Opportunities. Section... 

















[Sales Representatives Wanted] (Sales Representatives Wanted] Accounta Wanted _| 


MANUFACTURER’S AGENTS: Calling on | 


rag and Large Industrials to carry Complete 
ine Folding Rules for established manufacturer. 
Excellent opportunity for extra commissions. 
Write giving territory covered and lines handled. 
No retail. LIN-GER-FRY CORP., 
Iris Ave., Baltimore 5, Md. 


WANTED: MANUFACTURER’S AGENT by 
well established manufacturer of locks, locksets, 
and general line of Builders’ Hardware. To call 
on hardware trade in the state of Michigan. Com- 
mission basis. Address Box N-362, care of Harp- 
wae Ace, 100 East 42nd St., New York 17, 


MANUFACTURER’S AGENT WITH LONG, 
CLOSE. ACQUAINTANCE with Hardware 
Jobbers in New York State, including New York 
City, New England States also open, desired by 
reliable manufacturer of an all-year-round line. 
Address Box N-351, care of Harpware AGE, 100 
East 42nd St., New York 17, N. Y. 


WELL KNOWN MANUFACTURER of 
Nationally Advertised Power Lawnmowers and 
Lawnsweepers now reorganizing sales depart- 
ment. Desire established sales organizations call- 
ing on wholesale hardware trade. Several choice 
territories available on exclusive basis. State 
detailed qualifications, including age, background, 
present lines and territories on each. Address 
Box N-352, care of Harpware AcE, 100 East 
42nd St., New York 17, N. Y. 





SALES REPRESENTATIVES WANTED 


Well Rated Power Lawn Mower Manufacturer with 
best product in its fleld (including Leaf Pulverizer 
Attachment) is revising distribution system and has 
Openings fur a few OUTSTANDING Sales Represen- 
tatives in Choice Territories. Your application will be 
treated in strict confidence and no contacts made with- 
out your permission. Write full details and send 
recent photo to Sales Manager, Box N-323, care 

aneew ane AGE, 100 East 42nd Street, New York 

















SALES REPRESENTATIVES WANTED 


Nationally knewn manufacturer of builders’ hardware 
specialties has several territories open in Middle West. 
including Illinois and Michigan. Experieneed builders’ 

re salesmen covering jobbers and contract hard- 
ware firms can add substantially to their income. 
Full information to 


Bex N-32!, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














— | 


MANUFACTURERS’ DIRECT SALES 
REPRESENTATIVES HAS OPENING FOR 
| SALESMAN on Commission Basis. 
Box N-345, care of Harpware AGz, 
42nd St., New York 17, N. Y. 


100 East 


900 N. | 





EXCELLENT OPPORTUNITY FOR SALES 
REPRESENTATIVE. Old Established Reputable 
| Screw and Bolt Distributor has several territories 
| available for side line salesman calling on manu- 

facturers and consumers. Commission. 

giving territory, experience, age, etc. Address Box 

N-368, care of Harpware Ace, 100 East 42nd 
| St., New York 17, N. Y. 


SALES REPRESENTATIVE WANTED. | 


| Complete line of finest-quality cylindrical entry 
and interior door locks in low price range. Key- 
in-knob set—push button control—split spindle 
action. Immediate recognition and acceptance. 
| Want commission representative with established 
| following among Jobbers and Contract Dealers. 
Non-conflicting builders’ hardware sidelines may 
| be carried. Several territories open. Please state 
full particulars. Confidential. Address Box 
N-382, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 








MANUFACTURER’S REPRESENTATIVE, 
nationally advertised, high-quality builders’ hard- 
ware item distributed through bona fide jobbers. 


amount of work with lumber yards and building 
materials dealers. Several Eastern and Mid- 
western States avalible. Give full details, pres- 
ent lines, territory, etc., in first letter. Address 
Box N-353, care of Harpware AGE, 100 East 
| 42nd St., New York 17, N. Y. 








| 


| SALES REPRESENTATION AVAILABLE 
| TO REPUTABLE MANUFACTURERS ON- 
| LY, selling to jobbers of hardware, houseware, 
janitor supplies and variety store merchandise. 
Also sell to Chain, Department Stores and Pre- 
mium Goods Users. Firmly established over a 
period of twenty years, covering Michigan, In- 
diana, Ohio and Kentucky. Address Box N-280, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y 





Address | 


Write | 


Prefer man efficiently working one or not more | 
than two States and in position to do a reasonable 


SELLING IS OUR BUSINESS. 
| sales force at your disposal. 
SALES ORGANIZATION. 
resentatives. 
nue, New York 10, N. 


A complete 
SAM WEISMAN 
Direct factory rep- 
st 1930. 200 Fifth Ave. 





SALES ORGANIZATION 


with twenty years experience in engineering and 
sales, is interested in exclusive distributorship 
for mill supplies and building specialties, to 
be sold to factories and retail outlets in 
Eastern Pennsylvania and New Jersey. We 
|| control 6,000 square feet of warehouse space. 


Address Box 37, Hilltown, Bucks Co., Pa. 

















NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, ¥s 

Branch Offices 
New York @ Philadelphia @ 
Cleveland @ Louisville 
Covering all classes of jobbers. We will cart 
the accounts or you can bill direct. 
Write for further information and references 


Detroit 

















SOUTHEASTERN STATES 


Agents. Established 1926. 
Cover trade 4 times yearly 
Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Floride 


Manufacturer’s 
Staff of 5 men. 
Commission basis. 

















ACCOUNT WANTED 


BY ESTABLISHED MANUFACTURERS AGENTS 
COVERING OHIO, WESTERN PENNSYLVANIA, 





| Accounts Wanted 


] WEST VIRGINIA, WESTERN NEW YORK, NOW 


COVERING HARDWARE AND LUMBER TRADE. 





YOUNG AGGRESSIVE SALES ORGANI- 
ZATION seeking Additional Lines to all types 
of Chains, Syndicates, Jobbers in Midwest Area. 
Call on houseware, hardware, and sporting goods 
buyers. Address Box N-378, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





DISTRICT SALES AGENTS 
WANTED 


WE ARE OLD-TIMERS IN THE MANUFAC- 
TURE OF BUILDERS' HARDWARE (LOCK- 
SETS) AND ARE NOW EXPANDING OUR 
SALES ORGANIZATION, MAKING ROOM 
FOR SEVERAL CAPABLE YOUNG MEN. 
KNOWLEDSE OF BUILDERS' HARDWARE 
IS DESIRABLE AS WELL AS FOLLOWING 
AMONG HARDWARE DEALERS AND LUM- 
BER YARDS. GIVE FULL DETAILS. 


Address Box N-375, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














MANUFACTURER’S AGENT DESIRES 
LINES FOR TEXAS. Contacting lumber yards, 
hardware dealers, and oil field supply companies. 
| Address Box N-355, care of Harpware AGeE, 100 
| East 42nd St., New York 17, N. Y. 








LINES WANTED 


|] Appliances, Heating Equipment, Sporting Goods, Gift 
Ware, ete. We know the market and the buyers in 
Furniture Stores, Hardware and Department Stores. 
in Wisconsin, Minnesota, N. & S. Dakota. Very well 
acquainted in Minneapolis and St. Paul. Write 


H. C. STROM 
102 W. St. Andrews, Duluth 3, Minn. 








Address Box N-326, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 























MANUFACTURERS of 
HARDWARE, TOOLS and 
BUILDING MATERIALS 


REPRESENTATIVE AGENT WITH MORE 
THAN 10 YEARS OF EXPERIENCE, IS WILL- 
ING TO TAKE YOUR LINE AS EXCLUSIVE 
AGENT IN MARACAIBO, VENEZUELA. BEST 
REFERENCES TO ORDER. ADDRESS 


JOSE J. BUCOBO 
P. ©. BOX 494 
MARACAIBO, VENEZUELA, S. A. 











168 


HARDWARE AGE, AUGUST 11, 1949 


L\ | 


LINES W 
STORES by 
300 acc 
Box N-343, c 
st., Nev 


MANUFAC 
ING ON H 
Minnesota, V 
Dakota now 
full and coi 
given. Addre 
St. Paul 5, M 


SALESMA 
WHOLESAL 
WARE TRA 
for one man 
lines on com1 
Harpware A 
17, N. Y. 


HARD H 
REPRESEN’ 
out New Eng 
door handles 
nationally kn 
well-rated ret 
at least eigh 
Boston ware! 
Hardware A; 
a. 3. 


YOUNG . 
will Direct | 
manufacture: 
tional reput: 
within 500 
products sol; 
trial accoun' 
sonally hanc 
mail order | 
Hampware . 
7, 8. ¥. 


GE 
1121 J 
Selling + 
trical Tr 
Colorad 


Mexico. 











j 


| MISSOURI 


The prese 
represents 
Wanted— 
selling te 


| building s 


| 2422 Rive 


HARDW: 











ue 


A complete 
WEISMAN 
factory rep- 
) Fifth Ave. 





ION 


eering and 
tibutorship 
cialties, to 
outlets in 
rsey. We 
use space, 


So., Pa. 


——_______ 








RS 

ive 

gh 22, Pe 
Detroit 


will cart 


references 


$$$ 








INC. 
§. Floride 





AGENTS 
(LVANIA, 
(K, NOW 
R TRADE. 

AGE 

Y. 





——__---_— 


of 
and 


ALS 


MORE 
5 WILL- 
>LUSIVE 
\. BEST 











Chassihied Opportumitiea. Section... 











[ Accounts Wanted 





IC Positiows Wanted eee Opportunities | 





LINES WANTED FOR HARDWARE 
STORES by young salesman calling on trade. 
Over 300 accounts. Commission only. Address 
Box N-343, care of HARDWARE Ace, 100 East 
42nd St., New York 17, N. 


MANUFACTURER’S AGENT NOW CALL- | 


Dealers in 


ING ON Hardware and Lumber 
and South 


Minnesota, Wisconsin, Iowa, North 
Dakota now seeking Additional Lines. Assures 
full and complete coverage. Best references 
given. Address C. E. Wilson, 854 Lincoln Ave., 
St. Paul 5, Minnesota. 


SALESMAN WHO HAS COVERED 
WHOLESALE AND LARGER RETAIL HARD- 
WARE TRADE in New England several years 
for one manufacturer, wants one or two g 
lines on commission. Address Box N-366, care of 
Harpware Ace, 100 East 42nd St., New York 
w, x. ¥ 





| SITUATION WANTED. LOOKING FOR A 


GROWING HARDWARE OR MILL SUPPLY | 


FIRM. 
telephone salesman, 
tions and correspondence. 
of all hand and power tools, 


Have been employed as counter salesman, 
in charge of pricing, quota- 
Have good knowledge 
and mill and hard- 


ware line. Age 47, married, steady worker. Ref- 
erences. Address Box N-385, care of HARDWARE 


| AcE, 100 East 42nd St., New York 17, N. Y 


EXPERIENCED HARDWARE, MILL SUP- 
PLIES. BUILDERS, PLUMBING AND 
PAINTS. 10 years of solid background in all 


phases of hardware line. Veteran 29, married, 


college, seeks responsible position with progres- 
sive firm. Salary $5,000 range. Address Box 
N-379 100 East 42nd 


79, care of HARDWARE AcE, 
St., New York 17, A 


SALESMAN, 
SPECIALIZING 


19 YEARS’ 
Tools, Hardware, 


EXPERIENCE, 


HARDWARE-HOUSEWARES STORE 
WANTED. New York State or Connecticut. 
$40,000-$50,000 gross. Must be well established. 
Address Box N-356, care of Harpware AGe, 100 
East 42nd St., New York 17, N. Y. 


FOR SALE: IMPORTANT COLLECTION 


| OF OLD AND RARE KEY S, collection on dis- 


| FURNISHING STORE. 


play in public museum since 1915; also Important 
and Rare Watch Collection, including first watch 
ever made. Address Box N-358, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y 


FOR SALE—HARDWARE, PAINT, HOUSE- 


Est. 12 years. Located 


| in Westchester County, 18 miles from New York 


Sporting | 


Goods and Tackle, selling jobbers and retail stores | 


in California. Would like to represent Manufac- 
turer or Agent. 45 years old, family man, own 
home and car. Very well acquainted in wholesale 


| and retail field. Presently employed. Desirous in 


| making change. 


HARD HITTING MANUFACTURERS’ 
REPRESENTATIVE traveling three men through- 
out New England would like a good line of front 
door handles and locksets to complement other 
nationally known lines now carried. We call 
well-rated retail stores, jobbers and lumber yards 
at least eight times a year. Also have a large 
Boston warehouse. Address Box N-336, care of 
~~ Age, 100 East 42nd St., New York 17, 





YOUNG AGGRESSIVE SALES MANAGER 
will Direct Sales and Advertising for additional 
manufacturer on a commission basis. Has na- 
tional reputation and following. Prefers plant 
within 500 miles of New York. Must make 
products sold to hardware, automotive or indus- 
trial accounts. Due to close contacts will per- 
sonally handle national wholesalers, chains and 
mail order houses. Address Box N-339, care of 
ere Acz, 100 East 42nd St., New York 








GEORGE B. KERSTING 
1121 Josephine St., Denver, Colo. 
Selling to the Hardware and Elec- 
trical Trade. Jobbers and Retailers. 
Colorado, Wyoming, Utah, New 

Mexico. 

















MISSOURI, IOWA, KANSAS, NEBRASKA 
The present sales situation demonstrates the value of 
representation in the territory you are able to serve. | 
Wanted—One Major Staple Quality Line 
selling to hardware, plumbing, electrical, 
building supply, or supply jobbers. 


E. E. FISHER CO. 


2422 Rivera Wichita 9, Kansas 
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on | 


| ciates, Inc., 7 Beekman St., 


Address Box N-363, 
New 


References. 
care of Harpware Ace, 100 East 42nd St., 


York 17, N. Y. 











[LBasinere Opportunities _] 


HARDWARE STORE—OLD ESTABLISH- 
| ED DRIVING CITY South Jersey near Phila- 
delphia. 100% clean stock and location. Retir- 
ing due to health. $12,500 for stock, fixtures and 
business. No triflers. Living quarters above 
store. Address Box N-346, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 


FOR SALE. MANUFACTURER WITH 
ESTABLISHED RECORD. A sound, depres- 
sion-proof, well established Texas Concern hav- 
ing well engineered and patented line Sporting 
——— and Small _ Tools. Earning record 
superb. 


Ace, 100 East 42nd St., New York 17, N. Y. 


ATTENTION MANUFACTURERS. 
Why not produce your own brand of items? A 
clearing house for inventors and manufacturers 
has a few hundred diversified meritorious hard- 
ware and household patented and pending items. 
These are now being offered to responsible man- 
ufacturers on an exclusive license and royalty 
basis. Address Inventors & Manufacturers Asso- 
New York 7, N. Y. 





CALIFORNIA — SMALL RETAIL HARD- 
WARE, PAINT, GIFTWARE in fast growing 
community San Fernando Valley Los Angeles. 
Owner retiring account age and poor health. Op- 
portunity for fine business, attractive lease, stock, 


fixtures and name, $4500.00. Write N. 
| iin 5530 Radford Ave., North Hollywood, 
| Cali 





| the fastest growing towns in Missouri. 


| with an 8 yr. 


Address Box N-342, care of HARDWARE | 


City. Clean stock—steady trade—unusual oppor- 
tunity for expansion—owner forced to sell because 
of health. Address Box N-364, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y 


FOR SALE. HARDWARE STORE in one of 
All new 
clean stock, well established business, 
lease option on building with living 
quarters upstairs. Sale, inventory, terms if de- 
sired. Reason for selling, health condition. Address 
_ N-370, care of Harpware AGE, 100 East 42nd 
» New York 17, N. Y 


fixtures, 


FOR SALE—Hardware, Paint, Housefurnish- 
ing, Gas and Electrical Appliance Store in New 
York City. Good location, established in 1900, 
leading franchises, clean stock, sales $100,000 an- 
nually, 5,750 square feet floor space. Can arrange 
good lease for the right party. Approximately 
$45,000 required. Address Box N-365, care of 
7. Acz, 100 East 42nd St., New York 
37, Ms Be 








OLD ESTABLISHED HARDWARE 
AND APPLIANCE BUSINESS 
in Pennsylvania for sale because of age of 
owner. Over $100,000 gross sales in 1948. No. 
debt, complete inventory. If necessary, build- 
ing can be léased from owner of business. 


Address Box N-36!1, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














GOOD HDWE., APPLIANCES, PLUMBING FIXTURES, 
AND BUILDING MATERIALS FOR SALE 


Inventory aud Buildings including new home, trucks 
and equipment $110,000. Doing $180,000 sales per 
year. Locate¢ in good tourist resort and farmland ranch 
trading center. Reason for selling, Health. Good Indian 
trade with Mescalero Apache Indians. No brokers. If 
interested wire or write. Must move at once, Wonderful 
Climate. Good profits. 

Address Box 1640, Ruidoso, New Mex:co, or Hdwe. Age 














FOR SALE 


PAINT AND HARDWARE BUSINESS 


Wholesale and Retail, in Western Maryland. 
50,000 Population. Excellent for one who knows 
this Type of Business. Interested Parties please 
write C. L. Nestor, 317 Henderson Ave., 
Cumberland, Md., or Phone 5560 for further 
information. 
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There’s a Minute Mop fast-seller to speed every house- 
hold cleaning job. Women want and BUY the popular 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-La-Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas. 
All made of Du-Pont Cellulose Sponge. Write or phone 
your jobber today. 


MINUTE MOP (0. 





i3 &. 23 rd. St. 
CHICAGO 16 ILL. 


STEEL FENCE POSTS 


"U" flanged posts with self-fastening 
lugs. No Staples Required. 


DEALERS!, if your jobber cannot supply, 
write us. Attractive prices and 
delivery dates. 











Manufactured by 


RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 











SUPERIOR 
FAUCET 
INSERTS 


Make old faucets 
better than new 





SUPERIOR VALVE MFG. CO. 
CLEVELAND 15, OHIO 














Genuine DOMES of SILENCE 


SLIDE SILENTLY — SOFTLY — SMOOTHLY 


10c SET SAVE FURNITURE G 
FLOORS-CREATE QUIET 


"Domes of Silence'’ 
genuine Glide. 


50c SET - 15¢ SET 


Name 
on each 


Domes of Silence 
Rubber Cushion Glides 
For Tile, Marble, Cement and Bathroom Floors 


Noiseless. Sizes for metal beds, wood beds, large 
hairs and all furniture 


= J 


Ask your Jobber. If he is not supplicd write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 
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©00e Vudex to peduertiser e@08 

A 
Accurate Mfg. Co. 139 
Aladdin Industries 13] 
American Chain & Cable Co.. 7 
American Grease Stick Co.... . . 16 
American Import Co. oa .. w 
American Swiss Tile & Tool Co. . 158 
American Thermos Bottle Co. . 50 
Anchor Mfg. Co. . se . 164 
Animal Trap Co. of America. . 10 
Armstrong Bros. Too! Co. . 160 
Atkins & Co., E ; ; 165 
Autoyre Co. .... 165 

B 
| Bassick Co. oe 
Bergman Tool Mfg. Co., Inc. . 17 
Billings & Spencer Co. . # 
Blair Mfg. Co. . . 1% 
Bommer Spring Hinge Co. - & 
Boss Mfg. Co. .... : .. 104 
Bruce Co., E. L... ; . o 
Brushwire Corp. . ae \64 
Buckly Culinary Products, Inc. 52 

Cc 
| Castelli & Co., F.C... 122 
| Celanese Corp. of America 15 
Cheney Hammer Corp., Henry 58 
Chevrolet Motor Division S 
| Chicago Wheel & Mfg. Co. . 159 
Clark Sanding Mch. Co. . 2 
Clemson Bros., Inc. . 103 
Cleveland Chain & Mfg. Co.. 
Coburn Prod. Dept., Wickwire Spencer Steel Div. 4 
Coleman Co., Inc. ... ee 2 
Colorado Fuel and Iron Corp. % 
Columbian Rope Co. i 
Columbian Vise & Mfg. Co... ; oo AR 
Columbiana Pump Co. 160 
Columbus-McKinnon Chain Corp. ‘ike 4 
Committee on Steel Pipe Research 4 
Conco Engineering Works.............. 16! 
Congress Die Casting Div..... cates 165 
Coroaire Heater Corp. ........ : — 
Country Gentleman .... Se Sve ee oo 
Cummins Portable Tools Div. Cummins Business Mchs. Corp. . in 
D ’ 
170 





Domes of Silence ..... P : ; 
Dow Chemical Co. .... om 
Draper Maynard Co. wa 


du Pont de Nemours & Co., Rayon Div. % 
E 

E & J Enterprises .... Fa pa a .. 160 

Eagle Lock Co. eae ss ‘om 

Eastern Commercial Travelers ........... ; .. 13 

Edlund Co. paouciacinets ooee 165 

Embree Mfg. Co. ..... 5) 
F 

Federal Tool Corp. . er i 

Federated Metals Div. 2 


Fletcher-Terry Co. . a 3 ~ 
Fuller Tool Co. . ve 1 


G 
General Electric Co., Apparatus Dept. one 
General Filters, Inc. ... ween i ae 
General Mills, Inc. et 
Gillette Safety Razor Co. ; n4 
Gilmer Co., L. H. 4 
Goldblatt Tool Co. .. : 2 a 
Goodyear Tire & Rubber Co., Inc.... ** as 
Goshen Churn & Ladder Co. = 
Graham Co., Inc., John H. io 
Gray & Dudley Co. ; - 
Great Neck Saw Mfgrs., Inc. ‘oF 
Griffin Mfg. Co. .. : ede 
Griffon Cutlery Works, Inc. im 
Grumbacher, Inc., : : . 
| Guiberson Corp. ....... 
% 6 
Hager & Sons Hinge Mfg. Co., C. s 
Harrington & Richardson Arms Co. . * 
Hemp & Co. ......cce ccerceccccees - 
Hoppe, Inc., Frank A. ........ oo -o 
Hotchkiss Co., E. H..... 5 iS 
Hoyt & Worthen Tanning Corp. ..... ; veo 
Hurd Lock & Mfg. Co. .. fe - 
| 
Independent Lock Co. ne ‘2 
Independent Metal Strap Co., Inc. im 
—) “Si 3 Sarr : ie 
J 
Jackson Mfg. Co. ..... 172 
K 
K. C. Fountain Brush Co.... , 4 
GE ea ; 4 
RS | Sree ; * 1 
Kilgore Mfg. Co. ‘ sa 
L 
Landen Putty Works ......... ‘ ; 7 .. 108 
Lectrolite Corp. . 
Leyse Aluminum Co. . = 
Libbey Glass Div. Owens-Illinois Glass Co. .e 
Locke Stove Co. ees . 8 
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Lucas & € 
Lyon Metc 


Malanco, 

Marshallto 
Masonite 

Miller Pro 
Miller, Ine 
Millers Fal 
Minute M 
Moore Enc 
Myers & B 


McCambri, 
McGill Me 


Nationai ¢ 
National E 
National F 
National L 
National h 
National kh 
National § 
New Britai: 
Nicholson | 
Noblitt-Spe 
Norwich Li 


Olin Indust 
Oster Mfg. 


P & C Han 
Parker Mfg 
Patent Nov 
Patterson-Sc 
Pearl-Wick 
Peerless Fre 
Peerless Lev 
Peerless Pu: 
Phoenix Tat 
Pioneer Ge 
Platt & Co. 
Prentiss Wa 
Plomb Tool 
Proto Tools 


Raybestos-M 
Red Devil T. 
Redfield, F. 
Republic St 
Revere Cop, 
Ridge Tool 
Robeson Cu 
Rudolph Pits 
Russell, Burc 


Safe Padloc 
St. Croix Ce 
Samson Cor 
Schick Elect 
Schimel Sale 
Shapleigh H 
Sharon Bolt 

Sheffield Bre 
Shelby Sprin 
Silent Sioux 

Silex Compe 
Skillman Ha 
Slaymaker L 
Smith-Gates 
Southern Co 
Southern Scr 
Southington 

Stanley Wor! 
Star Metal | 
Stearns Mfg. 
Stewart Iron 
Stratton & Ti 
Super Tool C 
Superior Val: 
Syncro Corp. 


Taylor Instru 
Templeton, | 
Toastmaster 


Universal Mi 
Utica Drop F 


Vichek Tool 
Voit Rubber 


Warren Dadc 
Washburn C 
Westclox Di 
White Mop \ 
Whitney Seec 
Woodings-Ver 
Wooster Brus! 
Wooster Rub 


Yale & Town 


HARDWA 





















BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 


on cards 


000 Yudex to Aduertisns 0080 














Lucas & Co., Inc., John.......... sicaphaPhavebiteceietcidtecd don ae Enameling Lacquering 
ND I ING bosccs vate doodiadie'asdldosacthxnadudweed sacle ceee 165 ————— ; 
M 
ES Ee ee Ee , . 62 
Marshalltown Trowel Co. ..... : : . 164 
Masonite Corp. .......... TR Tee : ‘ ae 
Miller Products Co. ..... ‘ ... 164 
Miller, Inc., Robert E......... ; ose Oe 
Millers Falis Co. ........... . 35-36 
Minute Mop Co. ....... ‘< 
Moore Enameling & —_- aie pbinakvastndgewdevenceial 121 
Myers & Bro. Co., F. E.. ie .. 66 
Mc 
McCambridge & McCambridge ‘ ; «o 7 
McGill Metal Products Co...... oe . 124 | 
N im Send for Descriptive Folder. 
National Cash Register Co.................. eee eres — . 
National Enamel & Stpg. Co............. eee Order from your Jobber 
National Hardware Show, Inc. ............. ‘ais conneaney ME 
Re BREE GO. occ cccccseccee en ; eS : 5 sadliagisiteaiiglene es 
OS 8 rere hdiel 112 ee 
National Metal Prod. Co. ............ raneavasnseciateses en vers joven mae ALL ANY GUN NEEDS! 










—_——— Screw & Mfg. Co........ ¥ caleba . 173 


New Britain Mch. Co.. — 
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eaten pall piv <aveuewe ee © 

Norwich Line Co., Inc. ............ bare ‘ ‘ ee acca 
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LOS toed Berges Vest Tbs soacee osc = KgenwenaeCe wee _—s 7 
soa au rons Gila aic sid abe apaals 6-68 A idelidandheuiay wes. epee kee 58 | 
Patent os - jebetbiesckeucnesucectes ibaa aaaliede a aiaameanen 141 | —— by Hunters bys — 

Patterson-Sargent Co. ..............eee eee eee a0 S199 COR SH ES GC OSES OC eR ews 4\ | otguns, scopes an 1 Ss. 
eer errr SAD A ES ELE ETE 25 | 9 ‘ —_ g 

4 8 ee eee : REE RAS SER ree 157 | RETAIL OEALER PRICE 

EE EE EIT eee PETS SC Sae 127 | size PRICE FOS JOBBER 

Peerless Pump Div., Food Mchy. Chem. Corp... shaded aint ledcaeene ae EACH PER DOZEN 

Phoenix Table Mat Co..................-- acapeenageeh ees 3 Oz. Cans $0.40 $ 3.20 

Pioneer Gen-E-Motor Corp.................055 annkeniien beiasvenddeen 19 | Pints 1.60 12.80 

8 Oa 8 ee a, PEE Ree eee ee ee. 160 | Gallons 9.60 76.80 

—— Rae wm ,, eee ee pikadstis ingen 65 

A ee rere re = Ha aia Gee ; : 

ta aaaaemnataier a ag Moab oopaaRNBe me McCambridge & McCambridge|\ raevENTIVE 

R | BALTIMORE, MARYLAND a 

Raybestos-Manhattan, Inc. ..............+- ; , oar uae See 

TE wire \ae4-a0'sesesie,600eeseeee : piaebiewnrenees 122 | . = = = 
TE Te eine evtennhes>canenseeens ‘ sserod ween 114 | 

Republic Steel 2. Eetumorntucesnnnserienes cite ae ain nana " = 

evere Copper rass, a . ane xegae (neces aseaeen-Vawe oon cme 

Ridge Tool Co. ............. bale eR er tan ai eS 142 | ep NEW 

Robeson Cutlery Co., Inc................ iakeedenenes (sasenateabet 56 | 

Rudolph Pltry Equip. Co Se os alee ckaat SP aha conor ce Soa . 170 | 

Russell, Burdsall & Ward Bolt & Nut Co.. RNR COE Se. 155 

Ss 

are Patieck & Méwe. isicesspeeseaseen Saiares eee be eet ee s 

DPE Cicibekcere  dresvoscavon . Jossas ease Kekest0eekoenes 
rem ee, Oe tee ie dahas opiaoas i Supreme Silk 

hick Electric Shaver ...... : waste one ceed 
Schimel Sales Ltd. .......... : 5 : ‘ os a 
Shapleigh Hardware Co. .................26 oeiiite ee BAIT CASTING LINE 
Sharon Bolt & Screw Co.... iuiewnb ts pooh eUEW Na Sek Ten SACS 114 NORWICH presents the title-holder—the line that won the world’s 
Sheffield Bronze Paint Corp...............-+. eet : . = record of a 151-pound tarpon on an 18-pound test line—makes it 
Shelby Spring Hinge Co............-..-.0-+05 ion 22 available in 6 tests from 12 to 36 pound tests to suit every purpose! 
Silent Sioux Oil Burner Corp.................- Bae btcadae pare 
PRE LO ner iounues ‘ “ .... 26-27 Ask your Jobber Salesman 
Skillman coe Mi Mfg. Co. ........ eo ; ipitonaawedes” Aa 
Slaymaker Lock Co. .... saeueee poate: ‘ sink ae 
ee eee ehindss > icerstateestesses (innate + y. 

outhern Coal Co. ....... nee eee itis pan e 
Southern Screw Co. . : pin ehaiee vaeen LINE COMPANY, Inc. 


Southington Hdwe. Mfg. ‘Co. 
Stanley Works ............ 
Star Metal Products Co. .... 
Stearns Mfg. Co. ........ 
Stewart Iron Works Co., Inc.. 
Stratton & oe Co. 

Super Tool Co. ...4.......- 
Superior Valve Mig. Co. 
Be SI dcesecssesess : 


NORWICH, N.Y. 
The Line of Champions 

















T | 
Taylor Instrument Cos. .... ecasue eu = siaiase ee BRASS and FELT 
Templeton, Kenly & Co......... sae : a 
Toastmaster Prod. Div. .... sai cae. ae SWEEPS 
u | | 
Universal Metal Prod. Co. egies i, A Fast Selling Repeat lkem 
Utica Drop Forge & Tool Corp. sl 
¥ STOP National Metal door bottoms are of high- 
; ree: — quality 26 gauge brass and thick, water- 
oy Bred | ol <a ; a en UNDER-DOOR proof felt Durable, adjustable — neces- 
. initia w DRAFTS sary screws included in package. Easily 
installed by any handyman. 
Warren Dado ae | Washers Co. ...... re ee ; a4 ee ae ae ee 
TS wivcns covibewen sess encour neue se ndibics pate | : . ° 
Westclox Div. ..... ; shee tebeiasisae ; phate "Ng Write or wire for prices. 
ae Mop Wringer Co. pbutnes fang antares 
itney Seed Co., Inc. kon chahcim eames bos : 
Woodings-Verona Tool Wks. ............---+++- Pee National Metal Products Company 
NE ocd Liaw penccpeeneeeeie's ‘ ARE ESOP RAS —, 
pueter Rebber Ce. .... sate ee 025 CHATEAU STREET PITTSBURGH 12, PENNA 
Y 





Yale & Towne Mfg. Co. .......- vases 
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‘SELL THIS HOT LITTLE HEA 


| COLUMBIA 
onan 


: j mal: ™ 
e Attractively de- < J | Sy y Hi 
signed and finished, — = Z\ | i» fy : eet 
this little kerosene —, ; we re : 
heater is priced right— , ns x \ Nase |)! “ 


packs a real sales punch. 





Features the Castelli “Blue 
Flame Burner.” 





THE COLUMBIAN VISE & MFG. CO. 


9017 Besserner Avenue « Cleveland 4, Ohio 
WORLD’S LARGEST MAKERS OF VISES 











A DEALER-DES/GNED DEAL 


= —thati Cummins 
CAL ae 


Here's the line that's selling for dealers 
TODAY! Customers like the extra value 
they get for their dollars . . . from 
modern quality construction, to the 
leading features of higher-priced tools. 
Model 150— %-inch Dealers like the broader markets, 
General Utility Drill —$20.95 steady turnover, aggressive merchan- 
dising help, greater profits, that 
\ Cummins gives ‘em. It's a dealer- 
designed deal that's paying off NOW 
Interested? 





CUMMINS PORTABLE TOOLS 
4740 North Ravenswood Avenue 
Chicago 40, IIlinois One of — if not THE — most popular wheelbarrow 
ever made is now back in large scale production 
y. ony 95 m if Better than ever, this familiar Round-nosed Tray 
2° = . . < 4 5 
a ° Barrow is built to perform a host of jobs around 


Superior ; the house or shop. The low price tag and its su- 
Products ff 
Since 1876 | 


perior construction keeps it ever-popular. An- 
other JACKMANCO quality product that gives 


wise dealers the edge in ringing up more sales. 


Model 425 Model 607 BalanSaw—$62.50 
Y%-inch Drill—$33.00 ($68.00 with steel case) e 


ASK YOUR JOBBER! | JACKSON MANUFACTURING CO. 


HARRISBURG ¢ PENNSYLVANIA 
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